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IMPACT OF CULTURE ON INTERNATIONAL BUSINESS NEGOTIATION: 
A CROSS-CULTURAL COMPARISON OF TAIWAN, 
HOWG KONG, AND MAINLAND CHINA 
Jung-Tsung Tu 
Abstract 
Each year international business amounts to more than $1 trillion U.S. dollars 
(WTO, 2005). Both foreign investment and international trade are growing substantially, 
causing increasing interdependence of national economies as well as furthering the 
globalization of companies. Presently, Greater China's economy holds an increasingly 
large influence on the world. Despite the enthusiasm for increased economic exchange, 
many people have found that cultural differences have hindered their ability to efficiently 
conduct business due to their lack of understanding of the cultural differences among 
Chinese citizens living in Hong Kong, Taiwan, and Mainland China. 
People engaged in the negotiations of agreements in international business come 
fiom a variety of backgrounds and have different culturally influenced negotiation styles. 
Through an exploration of the impact of cultural differences on negotiation styles, this 
study attempts to identify implications for international business negotiations, in addition 
to identifying areas for future scholarly inquiry. 
Dr. Pierre Casse and Dr. Surinder Deols' model of four negotiation styles and 
Hofstede's model of individualism/collectivism characteristics are utilized in the research. 
Additionally, the model provided socio-demographic variables including gender, age, 
work experiences, and years of residence in foreign countries, as well as independent 
variables to examine how cultural differences affect the negotiation process. 
The research found that although Taiwan, Hong Kong, and Mainland China share 
a similar ancestry and cdtural background, each has developed unique practices relating 
to international business and the negotiating process. These differences have imbued 
each area with a specific set of values and attitudes relating to foreign cultures. This 
study may help companies develop better negotiation skills by giving them insight into 
the nuances of business negotiation in all of the areas in Greater China. 
Therefore learning about the culture and negotiating styles of one's business 
partner is a key to success in international business negotiations. Both empirical studies 
and the theoretical literature support the notion that companies that desire to invest and 
expand into other countries should also be willing to invest the time in preparing for 
negotiations. 
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CHAPTER I 
INTRODUCTION TO THE STUDY 
Introduction and Background 
Each year international business amounts to more than $1 trillion U.S. dollars 
(WTO, 2005). Both foreign investment and international trade are growing substantially, 
causing increasing interdependence of national economies as well as furthering the 
globalization of companies. Countries that previously adopted closed-door policies 
have begun to open their gates to embrace the economic prosperity that comes with 
increased international economic openness. As the number of face-to-face negotiations 
dramatically increases, business negotiation strategies, styles, and agreements are 
becoming more important (Kumar, Markeset, & Kumar, 2004). 
According to the United Nations, the international merchandise business is 
defined as all goods which add to, or subtract from, the stock of material resources of a 
country by entering (imports), or leaving (exports), respectively, its economic territory 
(Tsai, 2003). Following private enterprise economics, business people always want to 
expand commercial access to foreign markets and sources of supply in order to maximize 
their company's profits (Brown, 2003). Conducting business across the border, however, 
can be very different than for a domestic business--lead times can be much longer, transit 
times of goods or documents can be greater, and there may be differences in language, 
time zones, local customs and laws, work cycles, holidays, and currencies--all of which 
may have an effect on methods of settlement and cash management (Reuvid, 200 1). 
Differences in negotiating styles originate from the fact that every society places 
different degrees of importance on "relationship development, negotiating strategies, 
decision making methods, spatial and temporal orientations, contracting practices, and 
illicit behaviors such as bribery" (Acuff, 1997, p. 19). Successful negotiation not only 
requires acquiring technical communicative abilities, but also an understanding of the 
context of the negotiation by both parties (Korobkin, 2000). 
Upon completing the negotiations, the parties will enter a formal agreement. 
An agreement is the exchange of conditional promises, in which both parties agree to act 
in accordance with their promises (Martin, 1997). Different cultures use different 
negotiation styles, and a party's style in negotiating directly impacts the terms of the final 
agreement. It is important to understand the various negotiation styles and the cultural 
issues that influence behavior during negotiation. 
All business transactions require individuals to have certain communicative skills 
and knowledge. Detailing the terms and agreements in a contract is another area that 
requires a high level of skill. One increasingly problematic area is that sometimes the 
same words in the languages may have different cultural interpretations. Sometimes, 
when the various parties speak different languages, it is more effective to use the 
language that both parties can accept. In preparing the contents of an international 
contract, there must be increased attention to differences in the languages, laws, and 
customs of both parties in order to make it acceptable to both parties. 
If the contents of a contract are clearly set out and agreed upon by both parties, 
the two sides are less likely to have future disagreements. After signing a contract, 
buyers and sellers have already received a guarantee from each party, and this guarantee 
is protected by law. The law could be applied according to buyer and seller agreement 
or by the countries where both parties sign the contracts. Since the content of contracts 
has such a significant influence for doing business, it is crucial to know what should be 
written, and what should not be left out. The majority of business contracts can be 
divided into two sections: the main content and the subsidiary content. The main 
content usually includes seven elements--qualities, quantities, prices, packages, shipment, 
insurance, and payment. The subsidiary content usually includes arbitration, rules, and 
so on (Tsai, 2003). 
How can two parties engaged in a business transaction obtain greater advantages 
from contracts? To achieve this goal, both sides must mutually discuss the 
considerations about to be exchanged and negotiate a final agreement. During each 
negotiation, it is necessary to know the factors that are important to the negotiators, and 
those that are not. In the field of international transactions, the main content of a 
contract is the most important part of the negotiation. During this exchange, both 
parties will stress the elements that they think are important. Each side will plan a 
different level of emphasis on the varied points of the content. If both of the parties 
attribute varying levels of importance to different elements, usually it is easer to resolve 
conflicts. But, if the parties attribute the same level of importance to the same aspects 
of the content, then these elements assume priorities to both of them. This kind of 
situation can lead to numerous conflicts in the negotiations. In this situation, how can 
representatives of both sides do their best to protect their interests? How can they be 
completely satisfied with the result of their negotiations? The best solution is to employ 
, a  variety of negotiating strategies and styles. 
There are numerous factors that can affect the results of the negotiating process. 
A few of these include culture, personality, gender, experience, knowledge, and education 
of the parties involved in the negotiation process. How can one maintain the greatest 
advantage in negotiating, especially when faced by numerous people with different 
backgrounds? Obtaining information about the other parties, and being aware of their 
cultural differences becomes extremely helpful to negotiating effectively. No one 
should enter into any negotiations without preparation, because a lack of preparation 
could result in losing the deal. 
Purpose 
The focus of this study is on cultural differences and their effects on the 
negotiation styles of Chinese. There is not much literature on the subject. Since 
Mainland China is at an early stage of international business dealings, the subject covered 
in this review is relatively current. There is a lot of literature comparing the negotiation 
styles of Chinese who live in Taiwan, Hong Kong, or Mainland China with foreigners, 
including the following: 1) negotiation with China (Li & Labig, 2001); 2) cross-cultural 
challenges when doing business in China (Fan & Zigang, 2004); 3) gender impact on 
Chinese negotiation (Woo, Wilson, & Liu, 2001); 4) cross-cultural differences in styles of 
negotiation between North Americans and Chinese (Chang, 2002); 5) the China 
predicament (Boettcher, 2001); 6 )  negotiating in the United States and Hong Kong 
(Tinsley & Pillutla, 1998); 7) alliances, logistic barriers, and strategic actions in the 
People's Republic of China (Pearson, Carter & Peng, 1998); 8) getting serious with China 
(Mastel, 1999); and 9) the difference between Chinese and Western negotiations (Buttery 
& Leung, 1998). Despite the advances in literature concerning Greater China's 
international exchanges, there is very little comparing the negotiation styles of Chinese 
who live in Taiwan, Hong Kong, and Mainland China among themselves. To fill the 
gap, the present research focuses on differences and similarities in business negotiations 
and negotiation styles among Chinese in Taiwan, Hong Kong, and Mainland China. 
According to Chang (2003), to conduct successful business negotiations in a 
cross-cultural context, it is important that each side has an understanding of what the 
other side wants out of the negotiation. Presently, Greater China's economy has an 
enormous influence in the world; therefore, it is imperative to understand the various 
negotiation styles, and cultural issues that may influence behaviors during negotiations. 
Despite the general classification, those people living in Greater China are not culturally 
homogenous. There are cultural differences among Chinese living in Taiwan, Hong 
Kong, and Mainland China that affect the internal and external business negotiations of 
Greater China. Further research on Chinese business negotiation styles is of great 
importance. Thus, the examination of the impact of cultural differences among Chinese 
on their negotiation styles is also increasingly important. 
Until recently, conducting business in Mainland China has been a challenging and 
sometimes futile venture for businesses trying to break into this lucrative market. 
Although a growing number of companies have established businesses in China, it is still 
diecult to conduct business with Greater China and to negotiate effectively. Mainland 
China's government has maintained very strict rules for the import of goods and services 
for resale to Mainland China, while widely exporting Chinese goods and services. With 
Mainland China as one of the fastest growing developing countries in the world, it has 
become necessary to negotiate skillfully with firmly entrenched in their culture. Due to 
the historical separation of Taiwan and Hong Kong from the Mainland, the negotiation 
styles within these three regions have been greatly impacted. These historic-cultural 
differences among Chinese make it increasingly more important for Taiwan, Hong Kong, 
and Mainland China to not only to understand how to negotiate with the rest of the world, 
but also to understand how to negotiate with each other. 
The purpose of the study is to explore the impact of the historic-cultural 
differences of Taiwan, Hong Kong and Mainland China on their negotiation styles. The 
study is imperative in that Greater China and the international community need to make 
genuine strides in learning about each other's methods of negotiation. Preparation is an 
important aspect to international business negotiations; therefore, learning about the 
cultures and styles of the other negotiating partner is key to successful international 
negotiations. Earlier trends have shown that many countries are willing to invest in 
Greater China, and are also willing to invest time in preparing for negotiations. It is not 
sa clear, however, that this willingness is reciprocal from individuals and entities within 
Greater China. 
The study examined the similarities and differences in negotiation styles and the 
impact of culture on business negotiations among Taiwan, Hong Kong, and Mainland 
China. In addition, this research identifies implications for international business 
negotiations as well as areas for future scholarly inquiry. 
Definitions of Terms 
Independent Variable: Culture 
Theoretical Definition 
Culture is an independent variable in this research. Culture is defined as a 
pattern of shared basic assumptions of a society according to national, organizational, 
regional, ethical, religious, linguistic, and social characteristics (Schein, 1992; Chen & 
Staroata, 1998). Culture plays an important role in determining negotiation styles. 
Cross-cultural studies on negotiations reflect the importance of language, patterns of 
thinking, feeling, and models of behavior in negotiation styles (Casse, 1981). 
Operational Definition 
Barbash and Taylor (1997) indicated that culture includes religion, gender, 
language, class, ethnicity, and sexual orientation. Among Hofstede's four cultural 
dimensions, individualism/collectivism characteristics are the most often employed in 
cross-cultural studies of negotiation (Bazerman, Curhan, Moore, & Valley, 2000). For 
the purposes of data collection, the education, the religion and the 
individualism/collectivism characteristics, are used to reflect cultural differences. 
Education and religion are defined as a nominal variable. A survey was conducted to 
measure the degree attributed to collectivism by Chinese living in Taiwan, Hong Kong, 
and Mainland China. Gender, age, work experiences and years of residence in foreign 
countries are considered as demographic variables that might impact the negotiation 
styles. 
Dependent Variable: Negotiation Styles 
Theoretical Definition 
Negotiation is the process by which at least two parties try to reach an agreement 
on matters of mutual interest. The negotiation proceeds from perception, to information 
processing, to reaction (Herbig, 1997). Druckman (2001) indicated that negotiation is a 
process, and the result of negotiation originates from the exchange of patterns between 
negotiating parties. 
Casse and Deol (1 985) utilized a multidimensional model to develop an instrument 
to measure four different ways to negotiate (factual negotiation style, intuitive negotiation 
style, normative negotiation style, and analytical negotiation style). They also discussed 
how the cultures of the people determine their negotiation style. The four negotiation 
styles are defined as follows: 1) "a factual style identifies facts in a neutral manner, pays 
attention to details and all statements made during a negotiation, and places much 
importance on proof and facts as related to experience" (Osman-Gani & Tan, 2002, p. 
825); 2) "an intuitive person is warm and animated when making statements, flexible and 
creative during negotiations, fluid and able to adapt to changing subjects and situations, 
and imaginative in projecting into the future" (Osman-Gani & Tan, 2002, p. 825); 3) "a 
normative person considers and weighs facts according to a set of personal values; this 
person uses all the tools at his or her disposal, such as emotions, status, authority, and 
rewards, to come up with the best bargain" (Osman-Gani & Tan, 2002, p. 826); and 4) 
"the analytical negotiator is strongly logical, tries to find cause-and-effect in all issues, 
and likes to weigh pros and cons thoroughly" (Osman-Gani & Tan, 2002, p. 826). 
Operational Definition 
Dependent variables are measured by factual negotiation style, intuitive 
negotiation style, normative negotiation style, and analytical negotiation style. 
Questionnaires were developed by the researcher to conduct the negotiation styles of 
Chinese who live in Taiwan, Hong Kong, and Mainland China. The details are included 
in Chapter 111. 
Justification 
According to Fan and Zigang (2004), among many other scholars, the 21" century 
is the era of globalization. With the acceleration in international trade and investment, 
cross-cultural awareness is crucial for business success. Different countries and 
different regions within some countries have different cultures, so there is a need to 
understand the impact of cultures on international communications. 
Randt (2004), a U.S. ambassador, noted in "Contact China," a publication of the 
U.S. government, that "China is not only the world's most populous nation, but it is also 
the world's fastest growing developing country. China will play an increasingly 
important role in re-shaping the economic landscape of Asia, the world's economically 
most dynamic region". As Mainland China emerges onto the international stage, it 
becomes necessary to know how this protective society will blend with the rest of the 
world. This blending is not just with western cultures, but also with cultures that 
originate from the very foundation of Chiia itself. 
In 2002, the International Monetary Fund's (IMF) report on International 
Financial Statistics and the World Trade Organization's (WTO) World Business Report 
indicated that Taiwan, Hong Kong, and Mainland China account for 10 percent of global 
merchandise trade in the world when Japan's share is only 5.0 percent (see Appendix A). 
This is 4.1 percent more than Japan, highlighting China's role as the region's new key 
market. Presently, Greater China's economy has an enormous influence on the world 
economy (Ianchovichins & Walmsley, 2003), and there are many companies in the world 
that are eager to engage in international business with this region. It is not easy, 
however, to trade with Greater China nor to negotiate with their businesses (Fan & 
Zugang, 2004). 
Due to its size and rapid economic development, Mainland China has become an 
increasingly important factor for world economy and growth. Many international 
companies have invested and expanded their businesses in Mainland China through joint 
ventures or mergers (Fan & Zigang, 2004). In recent years, "Made in China" has 
become a matter of merchandising outsourcing options. It is estimated that Mainland 
China produces more than 20 percent of the world's refrigerators, 25 percent of its 
washing machines, 30 percent of its air-conditioners and televisions, 50 percent of its 
cameras, and 70 percent of the world's metal cigarette lighters (Thorpe, 2003). Today, 
in the consumer merchandise industry, Mainland China plays a key role, and has become 
an important source of goods due to its ability to produce goods less expensively. In 
2001, Wal-Mart bought $10.3 billion of goods fiom Mainland China, accounting for four 
percent of Mainland China's total exports that year. In 2002, the French retailer 
Carrefour purchased $1.6 billion in merchandise fiom Mainland China, up 27 percent 
from 2001 (Hemerling & Hsu, 2003). 
On July 1, 1997, after 156 years of occupation, the British Crown Colony of Hong 
Kong was returned to the sovereignty of Mainland China. In a declaration, Mainland 
Chiia announced the intention to maintain the present system in Hong Kong for 50 years 
under a "one country, two systems" policy, promising an elected legislature to govern 
Hong Kong with a high degree of autonomy (Liu, 2003). In 2001, Deutsche Bank 
indicated that Hong Kong serves as a financial center by serving Mainland China's 
investment needs and providing investment services. 
Hong Kong's economic environment is being shaped by global economic 
conditions and regional cost-competitiveness over which it has little control. With 
Mainland China's entry into the World Trade Organization (WTO) in 2002, the mission of 
Hong Kong has become increasingly clear. As one researcher puts it, Hong Kong's goal 
is "to actively participate in bringing capitalism to Mainland China in alignment with the 
best international practices" (Loh, 2002, p. 7). 
At the World Trade Organization (WTO) meeting in Doha, Qatar in November 
2001, Taiwan and Mainland China were approved to become members of the WTO. 
Their entry into the WTO brought more trading opportunities for both of them as well as 
other WTO member countries (Boyarski, Fishrnan, Jopsephberg, & Linn, 2002). 
At present, Mainland China is already one of Taiwan's primary trading partners, 
and one of its major areas of investment. With each passing year, Taiwan's investments 
in Mainland China grow. Guo (2003) reported that Taiwan's investment in Mainland 
China increased to more than US $100 billion between 1980 and 2001, and there were 
about 60,000 Taiwanese manufacturing companies and 500,000 Taiwanese managers 
operating in Mainland China from 1990 to 2000. Mainland China and Taiwan are 
developing closer economic ties, and these ties will further deepen in the future ("China", 
2002). 
As the economics within Greater China become more internally linked together, it 
becomes increasingly important to understand the nuances of each culture encompassed 
by this term. Although Taiwan, Hong Kong, and Mainland China largely originate from 
similar cultures and shared ancestry, their negotiation styles have been greatly influenced 
by their different socio-political systems (Prasad & Rumbaugh, 2003). In recent history, 
Mainland China has been separated politically and economically, which has had a great 
influence on the development of the business climate of each area. The competing 
evaluations of the regions also highlight the role of ethnic and cultural influences in the 
development of business climates. An understanding of these different evolutions will 
help individuals adjust their strategies when conducting and negotiating business in these 
areas. Within these areas, the styles and skills relating to business negotiations have 
been greatly altered by the varied socio-political systems. The difference in value 
systems has imbued each one with a different view of foreign cultures. In conducting 
business, Taiwan typically follows American and Japanese practices, and Taiwan retains 
some connections with Japan, but in the academic world it has also been influenced by 
America (Bray & Qin, 2001). Hong Kong had been a British colony at the end of the 
twentieth century, and Hong Kong typically follows British practices. The 
characteristics in Hong Kong are different from Mainland China and Taiwan (Bray & 
Qin, 2001). Mainland China has adopted the command economic system and 
communism since 1945 (Kemenade, 1998). As of social policies at that time were 
closely guided by the Soviet Union, much of the education system, and especially the 
university sector, was restructured along Soviet lines (Hayhoe, 1999, p. 77). This 
continued until 1979, when Deng Xiaoping announced his "open door policy" 
(International Tax Review, 2007), resulting in Mainland China having more opportunities 
to contract with other countries. It is important to understand cross-cultural variations in 
negotiation of international business agreements among the three geographic areas. 
Within this increasing global economic interdependence, the topic of international 
business negotiation has been identified as an area requiring further inquiry. At present, 
studies comparing the impact of culture on negotiation between two countries are being 
developed. Many scholars consider culture an important factor in affecting negotiation 
styles (Fan & Zigang, 2004; Chang, 2002; Woo & Prud'homme, 1999; Chua & Fujino, 
1999; Whitcomb, Erdener, & Cheng, 1998). Some studies are cross-sectional, 
emphasizing the impact of cultural differences on negotiation styles--like Volkema & 
Fleurv (2000), examining the impact of culture on American and Brazilian negotiation 
styles, and Lee (2000), examining the impact of culture on American and Chinese 
negotiation styles. Some authors contrast and focus on negotiation styles of specific 
countries (Morris, Ettkin, & Helms, 2001). Other well-known theories have guided 
practice and research concerning the importance of cross-cultural differences over the 
past years. Examples of these include the negotiation process model, the zone 
definition/surplus allocation dichotomy, and Hofstede's cultural dimension model. 
The cultural differences among Chinese living in Taiwan, Hong Kong, and 
Mainland China affect the internal and external business negotiations of Greater China. 
Considering the role of Greater China in international business, the knowledge of cultural 
differences among Chinese and its impact on business negotiations is incredibly 
important. 
This study focuses on the theme of cross-cultural negotiation styles in 
international business across Greater China including Taiwan, Hong Kong, and Mainland 
China. This theme is explored to answer the following questions: 
1) what are the various negotiating styles of Taiwan, Hong Kong, and Mainland China; 2) 
what are the major similarities and differences among negotiation styles of Taiwan, Hong 
Kong, and Mainland China; 3) what are the impact of cultural differences on business 
negotiation among Taiwan, Hong Kong, and Mainland China; 4) how does the 
combination of diverse negotiation styles and culture affect the businesses and people in 
Taiwan, Hong Kong, and Mainland China; 5) what are the implications of variations in 
international business negotiation styles among Taiwan, Hong Kong, and Mainland China 
for others hoping to engage in business with these areas? 
Limitations and Scope 
The research is limited to a comparison of the differences and similarities between 
negotiation styles and the impact of culture on the negotiation process. The respondents 
are limited to employees of public companies. The study excludes negotiations relating 
to international policies and politics. The geographic area and setting of the study is 
limited to Taiwan, Hong Kong, and Mainland China. 
Summary 
Although Taiwan, Hong Kong and Mainland China share a similar ancestry and 
cultural background, each has developed unique practices relating to international 
business and the negotiating process. As a result of historical circumstances, each has 
developed different economic and educational systems. In conducting business and 
negotiating, Taiwan typically follows American practices. Hong Kong was ruled by 
England for 156 years, and typically follows British practices. Mainland China has 
adopted the command economic system and communism since 1945 (Kemenade, 1998). 
These differences have imbued each area with a specific set .of values and attitudes for 
relating to foreign cultures. Due to the vast cultural differences between the 
geographically similar areas as well as the rapid increases in globalization, it is important 
to understand cross-cultural variations in the negotiation of international business 
agreements among these three geographic areas (Taiwan, Hong Kong, and Mainland 
China). 
Since the economic development of Greater China will have an increasingly 
central role in shaping the global economy, it is essential for businesses to know how to 
negotiate effectively within this geographical region. At present, most literature 
examining the cross-cultural issues relating to negotiation has stressed the connections 
between western countries and greater China. There is a lack of literature on 
negotiations styles within greater China. Due to this, further inquity into the specific 
nature of this area's negotiation styles has been recommended (Woo & Prud'homme, 
1999). 
This chapter provided an introduction, definitions of terms and limitations to the 
study of the impact of a cross-cultural comparison on international business negotiations. 
In the world, there are many companies eager to engage in international business with 
Greater China. However, at present it is still difficult to conduct businesses within 
Greater China and to negotiate with their businesses. With Greater China's emerging 
importance within the international business community, the knowledge of cultural 
differences among Chinese and the impact of these cultural differences on business 
negotiations are significant. 
Chapter I1 presents a literature review of related research. 'First, the definition, 
scope, and importance of international business will be presented. Second, culture, 
negotiation, and the impact of culture on business orientation, particularly on business 
negotiations, will be reviewed. The review of the literature highlights Nash's game 
theory, Hall's high-low context cultures, Hofstede's Four Cultural Dimensions, and 
Janosik's Cross-Cultural Negotiation Model. Third, in examining various negotiating 
styles, the Negotiation Process Model and Dual Concern Model will be discussed. This 
section will also discuss the Prisoner's Dilemma Model and the Zone DefinitionISurplus 
Allocation Model under the general rubric of negotiating tactics. In the final section, 
laws and institutions of international business, and international business agreement 
content will be examined. This part will stress the practical outcomes of international 
negotiations. 
CHAPTER I1 
REVIEW OF THE LITERATURE, THEORETICAL FRAMEWORK, 
RESEARCH QUESTIONS, & HYPOTHESES 
Introduction to the Review of the Literature 
The review of the literature is presented using a deductive approach to examine 
how negotiation styles of different countries and international business agreements are 
impacted by cultures. These concepts, theories and themes are the base of this literature 
review, which then moves to negotiations in international business, international business 
negotiation styles, and concludes with laws and institutions of international business and 
international business agreements. All of these areas are important to companies 
conducting business in a foreign country and can help broaden an understanding of how 
culture affects business. 
Greater China (Taiwan, Hong Kong, and Mainland China) 
During the past 20 years, international business and investment among the 
economic areas in East Asia, including three areas referred to as "Greater China," have 
intensified and contributed to the area's overall economic growth (Cui, 1998). The 
concept of "Greater China" is a sophisticated phenomenon, defined through scholarly 
studies that investigated Chinese subjects within the three economies, i.e. Mainland 
China (FRC), Hong Kong, and Taiwan (Sin & Ho, 2001; Wang & Zhang, 2004; Hodson, 
2003; Crawford, 2000; Ogden, 1998). 
From a political point of view "Greater China" encompasses Mainland China, 
Taiwan, Hong Kong and Macao, though many citizens within these regions feel 
uncomfortable with the unity implied by the label (Ziegler, 1997). On a purely 
geographical level, "Greater China" includes the Mainland, Taiwan, Hong Kong and 
Macao (Shih, 1998). In some cases, "Greater China" includes Hong Kong, Taiwan, 
Macao, and at times, Singapore, but excludes Mainland China (Bjerke, 1999). 
In recent years, many foreigners have invested in this region due to the 
inexpensive labor, raw materials and enormous consumer markets. Although this 
particular economic region is described by a variety of names, including the Greater 
China Commonwealth, the Chinese Common Market, the Chinese Economic Bloc, and 
the Chinese Prosperity Sphere, they all describe the same fundamental economic region 
(Strozier, 1993). The economic integration and growth among Mainland China (PRC), 
Hong Kong, and Taiwan have occurred so rapidly that the group of countries is referred 
to as the Chinese Economic Area (CEA), also known as Greater China (Cui, 1998). The 
term Chinese Context is also sometimes used to describe this economic region (Li & Tsui, 
2002). The most common name, Chinese Economic Area (CEA), usually refers to 
Mainland China, Hong Kong, and Taiwan but is often broadened to include Singapore, 
Macao, and other areas influenced by Chinese culture. In its narrowest sense, CEA only 
refers to Hong Kong, Taiwan, and coastal China, mainly Guangdong and the Fujian 
Province (Cui, 1998). In 1994, the World Bank Report reported economists have 
predicted that the economy of Greater China will become the largest marketplace of 
goods and services in the world by 2010. For this study, Greater China is defined as 
Taiwan, Mainland China, and Hong Kong. Currently, it is the world's fastest growing 
economy, with the number of potential consumers exceeding the total population of 
Europe and the Western Hemisphere combined (Strozier, 1993). Greater China is also 
the world's leader in industrial expansion and exports. 
Dr. Sun Yat-Sen once said, "The fact that China is a unified country has been 
clearly embossed in China's historical consciousness. It is precisely this consciousness 
that has enabled China to preserve its civilization despite the many destructive forces it 
faces" (as cited in Taiwan, 1999, p. 1). In 1997, Zhou Nan wrote that the 5,000-year old 
history of China shows that the main tendency is for China to be a united country, and to 
experience division only during periods when foreign countries invaded China (as cited 
in Chinese agency, 2000). In the middle of the 16th century, Holland's colonial 
domination of Taiwan ended. Then in 1683, Taiwan became one of the prefectures of 
the Fujian province and Taiwan, and, for the next 200 years, was ruled by Mainland 
China (History Teaches, 2002). 
After 1840, because of Western imperialist forces, the Chinese faced the double 
repression of imperialism and feudalism ("Party to", 2001) and also lost much of its 
territory (Bartlett, 1997). In 1839, Mainland China and Britain engaged in a war 
because of the opium problem. The war was called the Anglo-Chinese (Opium) War. 
British gunboats finally won the war and the parties signed the Treaty of Nanjing in 1842. 
The treaty provided a payment for war indemnities, opened five ports, and ceded Hong 
Kong to Britain (Huang, 1997). This was the first time a western country imposed rule 
on part of China in its history, and other Western countries soon followed this 
historic-political precedent to benefit their trading relationships (Rodzinski, 1984). In 
1894, the Sino-Japanese war broke out in which Mainland China and Japan went to war 
due to a territorial dispute over the Korean landmass. Though Korea had previously 
been governed by China, Japan wanted to colonize the area. After a year, Japan 
emerged as the victor of the conflict and ratified the Treaty of Shimonoseki in 1895 
(Rodzinski, 1984; Huang, 1997). One of the provisions of the treaty was that Taiwan 
was ceded to Japanese control (Bartlett, 1997). 
After years of the gradual erosion of the Qing Dynasty's authority in Mainland 
China, Dr. Sun Yat-Sen led the people in a revolution that overthrew the Qing 
government and founded the Republic of China (ROC) in 191 1 (Chu, 1997). After the 
October Revolution in Russia in 1917, The Marxist-Leninist doctrine spread among 
Mainland China's working class, which led to the founding of the Chinese Communist 
Party (CCP) in 1921 ("Party to", 2001). At the end of World War 11, Japan returned 
Taiwan to Mainland China (Mapping the News, 2003). Shortly thereafter, with the 
defeat of the Nationalist government in the civil war of 1949, Taiwan became a refuge 
from the communist forces (Keum & Campbell, 2001). In October of the same year, the 
People's Republic of China was established in Mainland China (Chinese Agency, 2000). 
After 156 years of colonial rule, on July 1, 1997, the British Crown Colony of Hong 
Kong was returned to Mainland China as a Special Administrative Region (SAR), under 
Deng Xiaoping's Policy of One Country, Two Systems. Mainland China's government 
also hopes that the experiences relating to the return of Hong Kong will persuade Taiwan 
to rejoin the Mainland (Bartlett, 1997). 
International Business 
International business can be defined as all business transactions that involve two 
or more countries. It involves the movement of resources, goods, services, capital, 
finances, and managerial and technical skills across national boundaries. The general 
label, international business, encompasses the areas of international trade and 
international investment. International trade is defined as the transfer of goods (visible 
business) or services (invisible business) among two or more countries (Tsai, 2003). 
Goods (visible business) are defined as raw materials, semi-finished, and finished 
products. Services (invisible business) include activities such as accounting, 
transportation, communication, legal counsel, banking, insurance, and health care; the 
label also covers intangible capital such as trademark, patent, and technical assistance 
(Loth & Parks, 2002). 
International investment includes both foreign portfolio investment (FPI) and 
foreign direct investment (FDI). Foreign portfolio investment refers to the international 
flow of capital invested in paper assets. This term not only involves buying shares or 
securities but also includes providing financial services to foreign owners (Weigel, 
Gregory & Wagle, 1997; Bergsten & Noland, 1993). Foreign direct investment is 
defined as the investment in productive assets, such as equipment or facilities through 
acquisition, lease, or new construction from one country to another (Deichmann, 2004). 
This process is a significant transfer of productive domestic technology and management 
into global networks (Kaminski, 1999; Bergsten & Noland, 1993). 
In 1997, Cleaver defined foreign direct investment (FDI) as "where a business 
sets up and directly owns and controls productive capital equipment in another country" 
(p.26). FDI is a significant agent to transfer the domestic productivity of technology 
and management into global networks (Karninski, 1999; Bergsten & Noland, 1993). 
This transfer does not just provide benefits to the host countries, but also provides 
advantages to the countries of origin. In 2001, Hill indicated that FDI provides a 
positive contribution to the economic development of the host countries, such as 
increased flows of capital, improved technology and management, and higher economic 
growth rates. Hill (2001) also noted the following three advantages of FDI to the 
countries of origin: 
First, the capital account of the home country's balance of payment benefits from 
the inward flow of foreign earnings; second, benefits. to the home country from 
outward FDI help raise the employment rate; and third, benefits for the 
home-countries Multinational Enterprises (MNEs) which learn valuable skills 
from its exposure to foreign markets that can subsequently be transferred back to 
the home country. (p. 220) 
International negotiations have become increasingly important; Baliamoune-Lutz 
(2003) noted "knowledge of the positive influence of FDI on growth could enable 
businesses to have a stronger negotiation position vis-a-vis the host country" (p. 53). 
Exporters and importers rely on negotiations to conduct inter-country business. Before 
formalizing an agreement, they have to know what the suppliers .offer and what buyers 
demand. International buyers and sellers have to build a strong relationship based on 
numerous factors including trust and reliability. If they genuinely want to do business 
together, prior to conducting the business, they have to sign a contract or agreement. 
The content of contracts and agreements can vary widely depending on the relationship. 
Another aspect of international business that is necessary to address during negotiations 
has to do with intellectual property. 
Lee and Mansfield (1996) indicated that intellectual property (IP) rights are a 
major subject during trade-related negotiations in both developing and developed 
countries. "Capital account convertibility is affected by negotiations on financial 
services liberalization because opening up the capital account. is a prerequisite for 
opening up financial markets in many instances" (Werner, 2003, p. 259). 
International business agreements can be categorized by the different rules each 
applies. One example is the General Agreement on Trade in Services (GATS), founded 
in 1995, which focuses primarily on business services. The General Agreement on 
Tariffs and Trade (GATT), founded in 1948, focuses primarily on business trade goods. 
The World Trade Organization (WTO) founded in 1994, is an institution for the 
adminis.tration of multilateral business agreements that is centered on issues relating to 
business products (Ramcharran, 1999). The general category of business services is 
different from business merchandise. It is difficult for governments to impose 
limitations such as quotas and tariffs on the service industry, due to the fact that some 
services are invisible, intangible, and non-storable (Ramcharran, 1999). 
The best theoretical setting for international business is to allow market forces to 
determine the prices for goods and services, with every government or country adopting 
these liberal business policies (Smith, 1776). Historically, however, most governments 
tend to intervene in international markets for economic or political reasons (Mueller, 
2003). At present, manufactured products make up the largest percentage of export 
trade by volume (World Bank, 2001). Today the international marketplace is important 
for manufacturing companies of all sizes because of the potential for profit (Lewis 
& ,2007). According to Ricardo's theory of comparative advantage, mentioned in On 
the Principles of Political Economy and Taxation in 182 1, the intent of international trade 
is not to create competitive situations between countries, but to increase mutually 
beneficial exchange through imports and exports (Jager, 1998). 
Culture 
"Culture is defined as a set of shared values and beliefs that characterize national, 
ethnic, moral and other group behavior" (Faure & Sjostedt, 1993, p. 3). Culture also 
refers to individual cultures revealed through the food, songs, and stories that are 
exchanged with people outside of that region (Parra, 2001). One further definition of 
culture was put forth by Schein as a pattern of shared basic assumptions that a group 
learned as it solved its problems of external adaptation and internal integration, that has 
worked well enough to be considered valid and, therefore be taught to new members as 
the appropriate way to perceive, think, and feel with relation to those problems (Schein, 
1997). Simintiras and Thomas (1998) defined cultures as accepted values and norms 
that influence the way in which people think, feel, and behave. D'Andrade (1984) 
presents a slightly more comprehensive interpretation of culture: 
Learned systems of meaning, communicated by means of natural language and 
other symbol systems.. .capable of creating cultural entities and particular senses 
of reality. Through these systems of meaning, groups of people adapt to their 
environment and structure interpersonal activities .... Cultural systems can be 
defined as a very large diverse pool of knowledge, or shared clusters of norms, or 
subjectively shared, symbolically created realities. (p. 116) 
Barbash and Taylor (1997) indicated that culture includes religion, gender, 
language, class, ethnicity, and sexual orientation. Since sub-cultures, cultures and 
super-cultures merge and evolve, while being less bounded than before, the idea of 
culture is more porous and varied than before (Barbash & Taylor, 1997). In order to 
understand different cultures, Chu (1974) provided six suggestions to assist researchers 
investigating other cultures: 
(a) beware of stereotyped views of foreign people, (b) see the common humanity 
of people amidst cultural diversities in the world, (c) recognize a different scale of 
value in a non-Western society, (d) develop human empathy and active concern 
for other people, (e) discern the inter-relationship between language and culture, 
and (f)  study non-Western cultures for their intrinsic worth and thus see the 
richness. (p. 51) 
Business Negotiation 
The negotiation process between the buyer and the seller is a very important 
matter (Neslin & Greenhalgh, 1983), and achieving success in negotiation is one of the 
most challenging communicative tasks in business (Gilsdorf, 1997). In the broadest 
sense, negotiation is a process of communicating back and forth to discuss the issues to 
reach an agreement that is satisfactory to all parties involved (Foroughi, 1998; Gulbro & 
Herbig, 1994). In 1994, Delivre's theoretical literature (as cited in Demers, 2002) 
indicated that: 
Negotiation is a process for managing disagreements with a view to achieving 
contractual satisfaction of needs. Negotiation is a process, that is, a method that 
consists of a number of steps. A method for managing disagreements, because 
the two parties could not initially agree to satisfy their needs to their mutual 
satisfaction. It is therefore desirable to achieve contractual satisfaction. (p. 35) 
Carnevale and Pruitt (1992) identified three main traditions associated with 
negotiation. The first tradition is books of advice for negotiators that have existed for 
centuries. The second tradition involves the construction of mathematical models of 
rational negotiation and mediation by economists and game theorists, while the third 
tradition focuses on the behavioral aspects of negotiators. 
Zartman (1976) indicated that there are seven schools of thought within the study 
of negotiation that help explain outcomes with regard to different variables. The first 
relies on historical description that highlights details at each stage of negotiation to 
determine the next step, as well as explain the history and outcome of specific 
negotiations. The second is contextual that stresses the historical or cultural 
circumstances that may influence and explain a specific party's position. Contextual 
studies distinguish the process and outcome of negotiations according to the history of 
the negotiation and larger historical context into which it fits. The third is structural 
focusing on the relative strengths and weaknesses of each party that help explain the 
negotiation's outcome. The structural approach also examines the patterns of 
relationships between parties, which can enhance the success of a given negotiation. 
The fourth is strategic that strives to describe each party's values and desires. It focuses 
on strategic decisions in the context of the values at stake and the general pattern of 
settling disputes for both parties. The fifth utilizes personality types to explain the 
outcome of the negotiations. This approach also describes each party's dissimilar 
negotiation styles and how this may affect the outcome. The sixth focuses on 
behavioral skills. This particular method studies the outcome in the context of the 
behavioral skills of the participants and how each responds to the other. By appealing to 
each side's needs and emotions, both parties attempt to secure the best resolution for their 
side. The seventh approach is process variables that examine negotiations as a learning 
endeavor that is traversed through the challenges faced and responses given by the 
negotiating parties. This process emphasizes how the outcome of each step determines 
the next step in the process. 
Carole and Payne (1991) divide negotiation into the following four general 
approaches: 1) the normative or prescriptive approach, based on logical models of 
bargaining; 2) the individual differences approach, focused on elements of individuality; 
3) the structural approach, grounded in sociological factors; and 4) the cognitive or 
information processing approach, highlighting the role of judgment biases in 
negotiations. 
Negotiation is a kind of social interaction for reaching an agreement for two or 
more parties, with different objectives or interests that they think are important (Manning 
& Robertson, 2003; Fraser & Zarkada-Fraser, 2002). Cross-cultural negotiations are 
more complicated due to cultural factors, environments, languages, communication styles, 
ideologies, and customs (Hoffmann, 2001; Mintu-Wimsatt & Gassenheimer, 2000). 
When conducting international business strategic alliances, business negotiation and 
multilateral negotiations have become essential (Graham, Mintu, & Rodgers, 1994). 
Gulbro & Herbig (1998) indicated that in order to achieve successful agreements, 
negotiations are important in order to eliminate competing points of view between the 
representatives of both parties. 
Negotiating Styles 
Before buyers and sellers can engage in business, they need to negotiate terms of 
agreement or contracts. Each party's individual culture will determine its way of 
I thinking, values, norms and behaviors (Simintiras & Thomas, 1998; Hung, 1998; Woo & 
Pru'homme, 1999; Chang, 2003). Gulbro & Herbig (1994) indicated that different 
cultures can generate distinct negotiation styles. These different styles in business 
negotiation are the product of differences in communication, protocols, persuasion 
strategies, and personal characteristics, including accommodation, determination, 
flexibility, and adaptation (Hung, 1998). Those specializing in negotiation need to 
understand the negotiation styles of other people who live in different countries by 
studying their cultural beliefs and norms (Chang, 2003). 
Negotiation Process Model 
Rubin and Brown (1975) indicated that the negotiation process model originated 
from the exchange theory set forth. This exchange theory is divided into three stages: 
the antecedent stage, the concurrent stage, and the consequent stage (Rubin & Brown, 
1975). The exchange theory was further revised to the negotiation process model by 
Graham in 1987. Grahani (1987) introduced his seminal theory of the negotiation 
process model based on his qualitative and phenomenological studies of negotiation. 
This model identifies four major variables related to the negotiation process--negotiator 
characteristics, situational variables, process variables, and outcome phases. The major 
propositions in this theory are based on pre-negotiation planning and the preparation 
phase. These are all linked to the negotiators' characteristics such as gender, age, 
negotiation experience, and education, as well as situational constraints such as the level 
of competition and collaboration (Graham, 1987). 
The model developed by Graham depicting the direct and indirect relationships 
among concepts continues to be utilized and investigated (Peterson & Lucas, 2001). 
Graham's theory is socially significant for addressing essential issues about steps that 
should be followed for a disciplined negotiation style. Additionally, it is usehl for 
explaining and predicting the outcome of face-to-face negotiations. In the past few 
years, the theory has been adapted to show the effects of gender differences in 
negotiation styles for Americans and Canadians. Overall, Graham's theory has been 
used to examine the effect of gender, age, education, and experiences in negotiation with 
well-developed propositions and strong empirical support. 
According to the research of Howard, Blumstein, & Schwartz in 1986, the gender 
of individuals engaged in negotiations will affect the communication style utilized by 
each individual. Women tend to use a more non-verbal and indirect communication 
negotiation style than do men. This negotiation style may be related to power, and those 
individuals who have less power or a lower status may use more non-verbal and indirect 
strategies during negotiation (Howard, Blumstein, & Schwartz, 1986). 
Stuhlmacher and Walters (1999) conducted an empirical study of gender 
differences of people who are at least 14 years old from the United States and Canada in 
negotiation outcomes using a causal-comparative, quantitative design. The authors' 
literature review was thorough in its comparison of current theories concerning the effect 
of gender, the potential for successful task completion, and mode of communication 
employed. Empirical studies of homogeneity were reviewed which exposed the major 
gap and existing conflict regarding the overall effect of the gender of the opponent, 
relative power differences between negotiators, integrative potential of the task, and 
modes of communication. 
Due to this shortcoming, Stuhlmacher and Walters's study tested the proposition 
that males and females have a significant difference in negotiation outcomes due to the 
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fact that women receive less compensation from organizations. A study with a 
combined sampling plan resulted in the self-selected sample of 3,496 participants (1,946 
men and 1,550 women). The analysis revealed that differences, though small, exist in 
the outcomes achieved by men and women in negotiations. One example was that in 
many instances, women are less likely to demand compensation such as salary and 
promotion from institutions. Overall, the results showed a significant difference 
between males and females in negotiation outcomes. It also suggested that the outcome 
of the negotiation for females in the workplace might be a factor in creating a "glass 
ceiling." This led to the researchers' conclusion that women may be worse negotiators 
or have difficulty employing the proper negotiation tactics. Despite these findings, 
Stuhlmacher and Walters cautioned that they combined the representatives and 
characteristics of the studies, and that the overall sample size was too small. In addition, 
their study excluded studies that employed abstract bargaining paradigms. In their 
conclusion, the researchers highlighted the following areas for future study: (a) the 
consideration of gender differences according to other dependent variables in negotiation, 
such as time and cost expended to resolve the conflict, and (b) an explanation of the more 
subjective reactions to negotiations including satisfaction, perceptions of one's opponent, 
and the willingness of both parties to engage in future negotiations. 
Dual Concern Model 
The Dual Concern Model originated from the Managerial Grid created by Blake 
and Mouton in 1964. The Managerial Grid is a behavioral theory of management that 
considers two dimensions of leadership: concern for the task and concern for the 
relationship (Chang, 2002). Blake and Mouton (1964) indicated that this model consists 
of five major styles of leadership--country club style, team style, middle-of-the-road 
style, task style, and impoverished style. The five styles of leadership were defined by 
Blake & Mouton & Barnes & Greiner in 1964 as follows: 
Country club management style: thoughtful attention to the needs of people for a 
satisfying relationship leads to a comfortable, friendly organization atmosphere 
and work tempo. Team management style: work accomplished is from 
committed people; interdependence through a "common stake" in organization 
purpose leads to relationships of trust and respect. Middle-of-the-road 
management style: adequate organization performance is possible through 
balancing the necessity to get out work with maintaining the morale of your 
people at a satisfactory level. Task management style: efficiency in operations 
results from arranging conditions of work in such a way that human elements 
interfere to a minimum degree. Impoverished management style: exertion of 
minimum effort to get required work done or do just enough to sustain 
organization membership. (p. 136) 
In 1995, Pearson indicated that the difference between the Conflict Grid and the 
Dual Concern Model is that the Dual Concern Model not only includes an individual's 
interest but also that of others (as cited in Chang, 2002). The Dual Concern Model is a 
newer version of Blake and Mouton's (1964) Managerial Grid. 
Blake and Mouton (1964) introduced their theory based on the qualitative and 
phenomenological studies of the Dual Concern Model. This model consists of five 
conflict resolution styles along with two dimensions. These dimensions are concern for 
one's own interests, and concern for other's interests. The five styles of conflict 
resolution are withdrawing, accommodating, competing, collaborating, and 
compromising (Blake & Mouton, 1964). Gauthier (2002) explained the following: 1) 
competitive style is a situation of winner and loser; 2) cooperative styles are win-win 
situations; compromise is win some/lose some; 3) accommodation is lose now to win 
later; and 4) the withdrawal situation is to negotiate when you can win. During 
negotiations, there are numerous opportunities to give and take through various 
compromises (Gulbro & Herbig, 1999). 
In 1995, Pearson indicated that different cultures have different negotiation styles 
and that the Dual Concern Model can be applied to examine these exchanges due to its 
ability to categorize styles of conflict management that are high or low in concern for the 
self and other. According to the Dual Concern Model, collaboration is defined as a 
process of simultaneously focusing on one's own interest as well as another's interest. 
Under the same model, competition is defined as a focus on one's own interest without 
concerns for others' interests. Accommodation is to focus solely on other people's 
interests. Withdrawal indicates that emphasis is placed on something outside of the 
scope of an individual or group's interest (as cited in Chang, 2002). 
Negotiating tactics can be classified in two general divisions, the first being 
"competitive" vs. "cooperative," and the second being "distributive" vs. "integrative" 
(Korobkin, 2000). Competitive negotiation tactics are based on the assumption of a 
zero-sum or a win-lose philosophy like distributive negotiation tactics (Peterson & Lucas, 
2001). Cooperative negotiation tactics, on the other hand, rely on the concept of a 
win-win philosophy like integrative tactics (Manning & Robertson, 2003). Whether the 
negotiating parties employ collaboration or competitive tactics will largely depend on 
their culture, personality, and organizational differences (Harwood, 2002). Integrative 
negotiation focuses on maximizing the outcomes of the two negotiating parties (Pruitt, 
1981). Lewicki, Litterer, Minton and Saunders (1994) indicated that integrative 
negotiation requires more flexibility, more willingness to share information, and a higher 
concern for each side. 
At the most fundamental level, every negotiation is essentially a conflict 
resolution, and a satisfactory outcome will likely lead to a long-term relationship in 
business (Fraser & Zarkada-Fraser, 2002). Conflict resolution has been one of the 
important research areas in business negotiation. To address the specifics relating to the 
business negotiations between two opposing parties or people, the authors developed the 
branch of research called negotiation styles. In addition, they proposed a methodology 
for setting the range of negotiating styles that aligns with the broadest paradigms of 
human interaction (Rubin, Pruitt & Kim, 1994). 
Sorenson, Morse, and Savage (1999) conducted a study of conflict strategies 
using the Dual Concern Model using a quantitative design that examined 511 
upper-division undergraduate and 22 graduate students in business classes at a 
southwestern university in the USA. Eighty percent of the respondents were between 20 
and 30 years old, and the remaining 20 percent were over 30. Sixty-five percent of 
those examined were male, 75% were business majors, 60% had some experience 
supervising, and 18% had experience at mid-level management or above. Although the 
quantity and quality of work experience varied widely among the respondents, 40% were 
currently involved in service-related occupations. The author's literature review was 
thorough in its comparison of theories surrounding conflict strategies. When empirical 
studies of the Dual Concern Model were examined more closely, numerous gaps 
appeared in the existing literature. To address this issue, they designed a study to test 
the proposition related to the Dual Concern Model. 
For the study, a probability sampling plan resulted in a self-selected, 
data-producing sample of 533. The individuals were then asked to fill out two 
questionnaires. The first questionnaire was Rahim's Organizational Conflict 
Inventory-11 (ROCI-11) to measure conflict-handling strategy. The second questionnaire 
measured the relative concern of one's own interest in relation to the interest of others. 
Previous research by Rahim in 1983, Weider-Hatfield in 1988, and Rahim and Magner in 
1995, has offered strong evidence as to the reliability and validity of the of ROCI-I1 
questionnaire (as cited in Sorenson, Morse, and Savage, 1999). Upon completing the 
survey, they argue that their findings support the notion that the concern for self and 
others influences the choice of two of the conflict strategies in a manner consistent with 
most dual-concern models. Their results also appeared to contradict the dual-concern 
model forecast for the integrative strategies of avoiding, compromising, and integrating. 
Other researchers including Sorenson, Morse, and Savage stressed the limitations of these 
findings due to the fact that they relied on case scenarios. This may have limited 
conflict style choice and been unfamiliar to a number of the study's participants. In 
their review, the researchers pointed to two areas for future study. The first was to 
identify motivation for the cooperative strategies of integration and compromise, and the 
second was to explore new underpinnings to help explain the avoidance strategy. 
Negotiating Tactics 
Giles noted in a paper from 1964 that Sun Tzu, a Chinese military strategist, 
wrote in The Art of War, " 'to fight and conquer in all your battles is not supreme 
excellence; supreme excellence consists in breaking the enemy's resistance without 
fighting' " (as cited in Peterson & Lucas, 2001, p. 39). His reason for including this 
quote was to stress that negotiators should develop general strategies that drive the 
specific tactics they deploy (Wall, 1985). 
Game Theory 
In 1950, Nash introduced his seminal model of game theory based on earlier 
qualitative and phenomenological studies concerning two-person bargaining problems. 
In these situations, he identifies three prime variables: 
(a) pure coordination game, such as the 'game' between a single set of partners in 
bridge, (b) pure conflict (or zero-sum game) game, such as the game between the 
two teams in bridge where one team wins necessarily at the expense of the other, 
and (c) mixed-motive game, such as the prisoner's dilemma (or non-zero-sum 
game). (as cited in Lim & Benbasat, 1993, p. 28) 
Cooperation is a game between two players that is usually analyzed with the game 
theory referred to as the prisoner's dilemma (Axelrod, 1984). In general, this theory 
focuses on the overall outcome rather than the decision-making process (Luce & Raiffa, 
1957). 
Luce & Raiffa (1957) noted that game theory "states neither how people behave 
nor how they should behave in an absolute sense, but how they should behave if they 
wish to achieve certain ends" (p. 28). This theory is socially significant in that it 
addresses essential issues about bargaining problems in negotiation or communication. 
Thus it can be utilized to explain, predict, and discriminate the specifics among those 
parties engaged in negotiation. The theory strikes a good balance between the 
simplicity and complexity of negotiations between two parties. Due to its practical 
application and relative clarity, it is currently the predomiiant theory used to examine 
bargaining problems with well-developed propositions and strong empirical support. 
Prisoner's Dilemma Model 
In an early study, Rapoport (1960) illustrated the prisoner's dilemma, a 
well-known two-person non-zero-sum game. In the scenario, two suspects who have 
perpetrated a serious crime are separated by a district attorney. The district attorney, 
however, has insufficient evidence to convict both of them. Although there isn't enough 
evidence to convict them of the serious crime, there is enough to convict both suspects of 
a lesser offense. Under this setting, each suspect has two options--to confess, or to 
remain silent. When suspects A and B choose to not confess, each are convicted of the 
lesser offense; when both suspects A and B choose to confess, each receives a more 
serious sentences of -5. When suspect A chooses to remain silent, and suspect B 
chooses to confess, suspect A receives a more serious sentence of -10, while suspect B 
receives no punishment (10); when suspect A chooses to confess, and suspect B chooses 
to remain silent, suspect A receives no sentence (10) and suspect B receives the serious 
sentence of -10 (Rapoport, 1960). In the same study, Rapoport (1960) reported that if 
both suspects think "my partner thinks like me" @. 163) they may choose the same 
strategy to confess or not to confess. From that point of view, it is better to choose to 
not confess (5) than to confess (-9, but due to their circumstances, they have no 
opportunity to communicate with each other. 
Cooperation is usually analyzed with the assistance of the game simulation called 
the prisoner's dilemma (Axelrod, 1984). The prisoner's dilemma (non-zero-sum game) 
model is formalized as a game between two actors (Boone & Macy, 1999; Macy & 
Skvoretz, 1998; Dugatkin, 1997). In 1999, Boone and Macy indicated that both actors 
can employ two strategies between two moves, which are called to cooperation (i.e. help 
others, or exchange honestly) or defection (i.e. refuse to help others, cheat, misrepresent 
quality, or renege on promise). The interaction of these two strategies results in four 
possible outcomes, each of which has designated payoffs (Boone & Macy, 1999; Macy & 
Skvoretz, 1998; Dugatkin, 1997). When both actors choose to cooperate, they each 
receive an R (rewards); when both actors choose to defect, each receives a P 
(punishment). When actor A chooses to cooperate and actor B chooses to defect, actor 
A receives an S (Sucker). When actor A chooses to defect and actor B chooses to 
cooperate, actor A receives a T (temptation) (Boone & Macy, 1999; Macy & Skvoretz, 
1998; Dugatkin, 1997). 
The prisoner's dilemma is defined as a scenario in which T > R > P > S (Boone & 
Macy, 1999; Macy & Skvoretz, 1998; Dugatkin, 1997) and sometimes 2R > T + S is 
added to the analysis of this model's application (Dugatkin, 1997). In this game, both of 
the actors would be better off if they chose to defect, since T > R and P > S (Macy & 
Skvoretz, 1998; Dugatkin, 1997). From the standpoint of actor A, if actor B defects, he 
should defect (receive a P) rather than cooperate (receive an S), and if actor B cooperates, 
actor A should defect (receive a T) rather than cooperate (receive an R) (Heylighen, 1992; 
Macy & Skvoretz, 1998). 
Several empirical studies of the prisoner's dilemma by Tenbrunsel and Messick 
led to a further refinement of the theory. Kramer and Messick in 1996 developed a 
schematic model depicting these direct and indirect relationships among the concepts, a 
model which continues to be examined today (Tenbrunsel & Messick, 1999). This 
theory is socially significant on account of its ability to address essential issues about 
cooperation in international business negotiation. It is also useful in explaining, 
predicting, and discriminating among the behaviors relating to cooperative negotiation. 
Thus, it is a well-developed guide to international business negotiation. Overall, the 
theory presents numerous complex interactions within a simplified format, adding to its 
usefulness. Studies by Gire (1997) verify the model's propositions concerning 
cooperative and competitive negotiation. The most frequent explanation for conflicting 
results in empirical studies is that in a group setting, individuals tend to be less 
competitive and more cooperative. The theory has been adapted to cooperation, 
competition, and conflict situations as well as the specifications of Canadian and 
Nigerian populations. On account of its well-developed propositions and strong 
empirical support, this theory is frequently used to examine cooperative negotiations. 
For the purpose of examining the effect of the preferences in methods for conflict 
resolution, Gire (1997) conducted a study that relied on a non-experimental, causal 
comparative, quantitative design. A total of 185 participants (95 Canadians and 90 
Nigerians) took part in this study. Gire's literature review was comprehensive, and 
especially thorough in its review of existing theories about individualism and 
collectivism. At the time Gire conducted his research, empirical studies highlighted five 
possible methods of resolving conflict--threats, acceptance of the situation, negotiation, 
mediation, and arbitration. The appearance of five developed methods indicated a 
shortcoming in the literature concerning the interactions of the prisoner's dilemma with 
existing methods of conflict resolution. This resulted in Gire's study testing the 
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proposition of individualism and collectivism developed by Hui in 1988. 
In Gire's research, a probability sampling plan resulted in a self-selected, 
data-producing sample of 185 participants. Reliability estimates were tested using 
Cronbach's alpha, which yielded a reliability coefficient of .68, which is very similar to 
the .70 obtained by Hui in 1988 with the original scale for internal consistency. This 
finding also supported the experiment's construct and criterion-related validity. An 
examination of the univariate analyses and the means obtained in the study suggested that 
Nigerians preferred negotiation to a greater extent than did Canadians, as predicted, while 
the reverse was found for trends relating to arbitration. Further analysis revealed that 
Nigerians were indeed more collectivist than Canadians, and that while Canadians 
showed no differences between group and interpersonal arbitration, Nigerians preferred 
to arbitrate as a group. 
Gire's interpretation of these findings is that a significant relationship in a 
particular domain can result in individuals having certain procedural preferences for 
dispute resolution with a higher frequency. This led to the conclusion that Nigerians 
responded in a more collectivist fashion than Canadians. An important finding of the 
study is that one can predict with reasonable confidence the manner in which a person's 
procedural choice for dispute resolution can be influenced by individualism and 
collectivism. Despite the findings, Gire reported that the study's application is limited 
in that the dominant role of process control in explaining preference and the importance 
of intensity reduction are not replicated. From this, he pointed to the following areas for 
future study: 1) a focus on the in-group versus the out-group perceptions of disputants; 
and 2) whether or not intensity reduction becomes an important predictor of preference in 
conflicts. 
Zone DefinitionBurplus Allocation Model 
In 2000, Korobkin introduced his seminal theory of zone definitiodsurplus 
allocation, based on his qualitative, phenomenological studies, in order to provide a more 
comprehensive description of negotiations. This theory identifies the following two 
major constructs: 1) buyers and sellers or their respective representatives who attempt to 
secure the most advantageous position for themselves; and 2) the negotiators of both 
parties who have to reach a single point within the bargaining's zone, defined as zone 
definition/surplus allocation. The major proposition in this theory is a simple but 
systematic way of thinking about negotiations that results in an agreement that both sides 
can accept. This theory is significant, in its ability to address essential issues relating to 
negotiation tactics in business. Additionally, it can help analyze or predict the behaviors 
of both parties. This theory successfully addresses a complex process in a relatively 
simple manner, thus it is a useful tool for the study of negotiation tactics. Through its 
application in numerous studies, the theory has emerged as the predominant theory used 
to examine two different types of negotiation tactics as cooperative or competitive. 
The concept of competitive or cooperative, also known as distributive or 
integrative, negotiation tactics fit into the zone definitiodsurplus allocation dichotomy 
created by Korobkin (2000). Under the new dichotomy, the various tactics are 
organized in a slightly different manner than those in the existing framework. Both 
zone definition and surplus allocation can be achieved through competitive or 
cooperative tactics (Korobkin, 2000). "While surplus allocation is a distributive 
exercise, zone definition can be achieved with both integrative and distributive tactics" 
(Korobkin, 2000, p. 1780). 
Pullins et al. (2000) conducted an empirical study about individual differences in 
intrinsic motivation and the use of cooperative negotiation tactics. The study used an 
experimental, quantitative design of 85 respondents recruited from two different 
upper-class marketing courses, and obtained 76 usable results. The literature reviewed 
for the study revealed a considerable gap in research relating to the effect of intrinsic 
motivation on the application of cooperative negotiation tactics. As a result, the authors 
created this study to test the proposition of integrative and distributive negotiation 
developed in 1981 by Pruitt. 
A probability sampling plan resulted in a self-selected, data-producing sample of 
76 individuals, with a response rate of 89%. Reliability estimates were a standardized 
GCOS score of the difference between these dimensions. This provided an index for 
tendencies of intrinsic or extrinsic motivation. Additionally, the subjects were tested on 
their understanding of a profit schedule. During this phase, the researcher checked their 
work on the practice questions before they continued to fill out the questionnaire. The 
results were consistent with previous research suggesting that highly autonomous people 
are more apt to share information and problem-solving directions as well as adapt to their 
partners. The data also suggests that an integrative negotiation style requires people 
who are more flexible, are willing to share information, and have a high concern for 
others. The authors' data indicates that more autonomous people are more able to apply 
cooperative negotiation tactics in business. It was also noted that making the first offer 
is important for establishing the tone during negotiations. 
The study provided evidence that individual differences can be important 
indicators of cooperative behaviors. This led to the conclusion that people with a higher 
level of autonomy will make cooperative offers to practice negotiation. From this study, 
the authors reported that autonomous individuals are more likely to employ cooperative 
negotiation tactics in business relationships, and that personality plays an important role 
in cooperative negotiations. These findings may have implications for training, 
assigning, and assessing salespeople. The researchers also noted a few limitations of the 
study, indicating further testing is need to examine external validity with actual business 
partners, additional variances in initial offers and the effect of personality in actual 
negotiations. They generated the following areas for future study: 1) whether 
personality and situational factors affect the willingness to negotiate; 2) the role of 
experience in the current framework of the buyer-seller relationship; and 3) socially 
constructed aspects of gender and nationality differences, as well as other personality 
factors, in negotiation tactics. 
Culture and Business Negotiations 
Numerous studies have shown that culture is one of most important factors in 
cross-country negotiations. An understanding of the differences and similarities of each 
culture by the negotiators is beneficial in facilitating communication and success in 
negotiation (Gannon, 2001). When attempting cross-culture negotiations, the 
representatives need to be familiar with the different behaviors of representatives from 
other countries (Gulbro & Herbig, 1999). When conducting business in a cross-cultural 
setting, negotiations are a great deal more complex. Due to the sophistication and 
knowledge required by these exchanges, many negotiators are unsuccessful in reaching 
agreements because of cultural issues as opposed to economic or legal problems (Gulbro 
& Herbig, 1995). During these negotiations, both parties must often change their tactics 
to meet the other party's style. Gulbro and Herbig (1995) also indicated "when 
negotiating internationally, this translates into anticipating culturally related ideas that are 
most likely to be understood by a person of a given culture" (p. 3). 
According to Hendon, Hendon & Herbig (1996), culture influences negotiation in 
four different ways, as follows: 1) conditioning one's comprehension of reality; 2) 
blocking information incompatible or unfamiliar with cultural supposition; 3) projecting 
meaning onto another party's thoughts and behaviors; and 4) implementing an 
ethnocentric attribution of motive. To have a successful cross-cultural negotiation 
process it is necessary to fully understand cultural values and assumptions of both parties. 
Additionally, the negotiators must see through the eyes of the other party's 
representatives to understand their goals (Fisher, 1980). Due to the rapid development 
of the global economy, cross-cultural negotiations are becoming increasingly significant 
to international business. 
Hall's High-Low Context Cultures 
Hall (1976) introduced his theory of high-low context cultures based on his 
qualitative, phenomenological studies about communication styles. This theory stresses 
the influence of high-context cultures, defined as those which rely primarily on 
non-verballinformal communication; and low-context cultures, which rely on 
verbaUforma1 communication (Simintiras & Thomas, 1998). Hall (1976) indicated that 
the context of communication significantly influences on the business negotiation. 
Mintu-Wimsatt and Gassenheimer (2002) also indicated that the contexts of 
communication styles are embodied in high- and low-cultures. "Context variables such 
as individual backgrounds, associations, values and position in society need to be 
considered in order to comprehend the message" (Mintu-Wimsatt & Gassenheimer, 2000, 
p. 1). Therefore, the competing communicative styles of high- and low-context cultures 
-that business negotiators rely on are often seen as hindrances to achieving beneficial 
outcomes (Fisher 1983). 
Several empirical studies by Mintu-Wimsatt and Gassenheimer refined the theory. 
Through these studies, the researchers utilized Hall's theory to develop a schematic 
model depicting these direct and indirect relationships among concepts (Mintu-Wimsatt 
& Gassenheimer, 2000). This revision is significant in its ability to address issues about 
negotiation in the discipline of communication styles. It is also useful in explaining, 
predicting, and discriminating among the various styles of people from different countries. 
Thus, it is a well-developed guide for analyzing negotiation styles in different cultures. 
At present, this is the predominant theory used to examine communication between 
different cultures. 
In an empirical study that tested the theory's supposition, Cohen compared high- 
and low-context cultures. Individuals from high-context cultures, like Japan, are 
" 'characterized as communal, face-saving, guarded in speech, preferring indirect to 
direct conf?ontation, and viewing history as living and relevant to decisions,' " while 
those from low-context cultures, like America, are " 'characterized b y  their prioritization . 
of directness, the use of language as information, and establishing the relevance of time 
to negotiations' " (as cited in Schehr & Milovanovic, 1999, p. 23). Cross-cultural 
studies like the one aforementioned are related to analyzing the effect of different 
elements including educational background, beliefs, art, morals, customs, laws, and 
economic (Evans, Hau, & Sculli, 1989). 
Mintu-Wimsatt and Gassenheimer (2000) conducted an empirical study about 
cultural context in buyer-seller negotiations. They used a non-experimental, causal- 
comparative, quantitative design of industrial exporters from the United States and the 
Philippines. The literature review was thorough in comparing and contrasting theories 
about problem-solving approaches of both high and low context cultures. When 
empirical studies of buyer-seller negotiations were examined, the existing research 
revealed major differences in problem-solving approaches depending on gender and 
cultural background-4.e. high- or low -context culture. This resulted in Mintu-Wimsatt 
and Gassenheimer's study that tested Hill's proposition of high (HC) and low culture 
(LC). 
A non-probability sampling plan resulted in the self-selected, data-producing 
sample of 186 respondents from the Philippines and 285 from the US.. The useable 
response rate was 54% from the Philippines and 34% from the U.S.. The result 
indicated that cultural context does not play an important role between gender and 
problem-solving approaches. In the same culture of HC or LC environment, there were 
no obvious differences between males and females in negotiations, and gender did not 
appear to influence cooperative problem-solving. The results also suggested that a 
high-context culture decreases the positive influences of negotiation while using a 
problem-solving approach. This led to the conclusion that HC negotiators rely more 
heavily on cooperative problem solving than LC negotiators. Mintu-Wimsatt and 
Gassenheimer heralded the results of the study in their support for the notion that a better 
understanding of cultural context and demographic characteristics can enhance 
negotiation efforts and improve their overall results. One limitation of the study noted 
by the researchers was the small number of female respondents. Since this study 
focused on seller negotiations, Mintu-Wimsatt and Gassenheimer (2000) stressed the 
need for future research to examine buyers in order to understand the effect of 
cooperative problem solving between the two sides during business negotiations. 
Hofstede's Four Cultural Dimensions 
With the goal of helping individuals distinguish the various cultural differences of 
individual countries, Hofstede (1980) introduced his seminal theory of four cultural 
dimensions based on his earlier qualitative, phenomenological studies. This theory 
identifies four major variables of cultural differences--power, uncertainty1 avoidance, 
individualism/collectivism characteristics, and masculinitylfemininity (Hofstede, 1994 & 
1980). The major proposition is that cultural differences impact business conduct, 
decision making and communication, therefore, an increased cultural awareness is 
important for international managers (Chang, 2003). Over the past 20 years, the theory 
has been revised and adapted by Bond to address cross-cultural negotiations. Hofstede 
and Bond (1988) added a fifth dimension to the cultural dimension model, identified as 
Coducian dynamism, to make a distinction between Chinese and Western cultural 
values. 
A schematic model was developed to depict these direct and indirect relationships 
among concepts that continue to be refined (Chang, 2003). The five cultural dimensions 
were defined by Barry (2001) as follows: 
Power difference is the perceived degree of inequality among people. 
Uncertainty avoidance is the extent to which a society feels threatened by 
uncertain situations and avoids these situations by providing stable systems with 
formal rules. . Individualisrn/Collectivism characteristics are a social fabric in 
which each individual takes care of himself or herself in contrast with 
collectivism in which groups take care of the individual. 
Masculinity-Femininity reflects on whether the dominant values that are 
associated with the collection of money and things (masculinity) as contrasted 
with values associated with caring for others and quality of life (femininity). 
Confucian dynamism reflects whether the members of a society are short-term or 
long-term oriented in outlook. (p. 35) 
Janosik (1987) indicated that there are many different studies of understanding 
cultural influences on negotiation, and that a shared value approach is the method most 
frequently used. Among the five cultural dimensions, individualism/collectivism 
characteristics are the most often employed in cross-cultural studies of negotiation 
(Bazerman, Curhan, Moore, & Valley, 2000). People fiom individualistic cultures tend 
to be more concerned with their own rights, benefits, and outcomes; on the other hand, 
those from collectivist cultures tend to be more concerned with the overall group and 
social welfare (Osman-Gani & Tan, 2002). Drnevich (2003) indicated that people who 
are from cultures marked by a high level of power difference, uncertainty avoidance, 
masculinity, or individualism will have difficulty in achieving synergistic or integrative 
outcomes during negotiations. 
Hofstede (1980) noted that one unique negotiation style is to share disparate 
cultural values. This theory is significant in addressing some of the essential issues 
concerning cross-cultural differences in the discipline of negotiation, and is also 
beneficial for those people conducting international business. Later, studies by Chang 
further verified the propositions of five cultural dimensions. Additionally, the theory 
' has been adapted to analyze cross-cultural negotiation situations, including the 
differences between American and Chinese people in negotiation style. Due to its 
relative simplicity and empirical support, this theory is often used when examining 
cultural differences. 
In order to test the practical applications of Hofstede's theory, Gulbro and Herbig 
(1999) conducted a study about cultural differences in the process of conducting 
negotiations. The study's consisted of a non-experimental, causal comparative, 
quantitative design. A thousand surveys were randomly mailed to various U.S. 
companies whose names and addresses were in export directories. Two hundred 
additional surveys were sent randomly to multinational companies, and included Chinese, 
Latin American, FrenchIItalian, Japanese, and German companies in the US. The five 
groups were chosen due to their similarity to the cultures discussed by Hofstede's earlier 
study. Gulbro and Herbig's literature review highlighted a gap in the existing research 
about the effects of Hostfede's four cultural dimensions on cross-cultural negotiation. 
To address this need, Gulbro and Herbig (1999) designed the following study. 
Random sampling resulted in a self-selected, data producing sample of 60 
participants with a response rate of 20%. During the analysis, Chi square was used to 
measure differences across organizations, and t-tests as well as ANOVA were used to 
measure mean differences for specific questions. These tests revealed that reliability 
estimates were internally consistent, and that the study's construct and criterion were also 
valid. Gulbro and Herbig's (1999) interpretation of the findings led to the following 
conclusions: 1) high levels collectivism of will result in more time spent on indirect 
activities unrelated to the negotiations; 2) high levels of individualism result in more time 
spent conducting direct negotiations; 3) with higher power differences, individuals will 
spend less time trying to reach a compromise; 4) with a high level of femininity more 
time will be spent in the act of persuasion; 5) with lower uncertainty avoidance less time 
will be spent trying to reach an agreement; and 6) in individualistic cultures less time will 
be spent on the planning and debriefing for negotiations than in collective cultures. 
Chang (2002) conducted an empirical study of cross-cultural negotiations using a 
non-experimental, causal-comparative, quantitative design. The subjects were students 
from American and Chinese backgrounds. Chang's literature review was thorough in its 
handling of competing theories about cross-cultural negotiation and the effectiveness of 
Hofstede's model. After reviewing empirical studies concerning the effect of cultural 
background on negotiation style, Chang developed the followirig study to test the 
proposition of the five following negotiation styles (accommodation, collaboration, 
withdrawing, competition, and consultation). 
A non-probability sampling plan resulted in the self-selected, data-producing 
sample of 100 MBA students, 50 from a Taiwanese university, Ming Chum University, 
and 50 from an American university, Nova Southeastern University. Chang's 
interpretation of the collected data can be utilized to increase both American and Chinese 
managers' cross-cultural negotiation skills. Her research led to the following 
conclusions: 1) when culture was the independent variable, negotiation styles of 
preference for withdrawal were significantly different among all MBA students; 2) when 
the scenario (conflict in a buying condition with a familiar friend) was the independent 
variable, the negotiation styles of accommodation, collaboration, withdrawal, competition 
were significantly different among all MBA students; 3) when individualism was the 
independent variable, preference for the negotiation style of competition were 
significantly different among all MBA students; 4) when the author combined culture and 
individualism as the independent variable, the negotiation style preferred for consultants 
showed significant differences among all MBA students. Chang concluded from her 
findings that companies doing business in a cross-cultural situation are expected to have 
productive results. The limitations reported by Chang were as follows: 1) that her study 
was only concerned with cultural differences in negotiation styles, and did not consider 
other factors that impact negotiation; and (2) the study's results reflected a narrow sample 
of students only. She generated the following ideas for future study: 1) larger sample 
sizes; and 2) more demographically diverse groups in Taiwan, or more homogeneous 
groups from the United States. 
Janosik's Cross-Cultural Negotiation Model 
Janosik (1987) introduced his seminal theory of cross-cultural negotiation 
research based on his qualitative, phenomenological studies to find the relationship 
between culture and negotiation. The theory also provides that no matter which 
approach to negotiation is applied, it is still important to understand individual variations 
in negotiation styles when parties attempt to negotiate cross-culturally. Janosik 
identified the following four approaches to identifying and classifying culture: 1) cultures 
as learned behaviors; 2) cultures as systems of shared values; 3) cultures as dialectics; 
and 4) culture in contexts, defined as cross-cultural negotiation research. The four 
approaches of cross-cultural negotiation research were &her defined by Osman-Gani 
and Tan (2002): 
Culture as a learned behavior: This approach explains notions like reciprocity 
justice, attitudes about acceptable outcomes, or concepts about the appropriate 
timing for certain bargaining behaviors as types of conduct that are "learned" by 
being in a particular culture. Culture as a system of shared values: This 
approach assumes that thinking precedes doing, that one's thinking patterns derive 
from one's cultural context, and that either a single shared value, a commonly held 
cluster of values or an ideology produces a typical bargaining style. Culture as 
dialectic: This is based on sets of opposite values like collectivism versus 
individualism and spiritualism versus materialism. A negotiator's behavior is 
due to tension between opposite sets of values and how the negotiator reconciles 
the competing values. Culture in context: This approach explains that examining 
negotiation styles, as being affected by cultural differences is not possible using 
only a single cause. Negotiation behavior is shaped by a complex set of factors, 
including individual personality, cultural values, and social context such as the 
individual's age, ethnic group, the other party's behavior, and the presence or 
absence of certain other people. (p. 821) 
Several subsequent empirical studies by Osman-Gani and Tan led to refinement 
of the theory. Through these studies, the researchers verified the propositions about 
different negotiation styles in different cultures. Lately, the theory has been adapted to 
fit cross-cultural business negotiations involving Asian managers. 
In one study, Osman-Gani and Tan (2002) conducted an exploratory quantitative 
study of cross-cultural impacts on negotiation styles of Chinese, Malay, and Indian 
managers living in Singapore. Their literature review comprehensively examined 
research relating to the effect of culture on the process of negotiation. Noting the 
shortcomings of existing research, Osman-Gani and Tan designed their study to test 
Janesik's propositions with regard to cross-cultural negotiation. These negotiation 
styles were defined by Osman-Gani and Tan as follows: 
A factual style identifies facts in an unemotional manner, pays attention to details 
and all statements made during a negotiation, and places much importance on 
proof and facts as related to experience. An intuitive person is warm and 
animated when making statements, flexible and creative during negotiations, fluid 
and able to adapt to changing subjects and situations, and imaginative in 
projecting into the future. A normal person considers and weights facts 
according to a set of personal values; this person uses all the tools at his or her 
disposal, such as emotions, status, authority, and rewards, to come up with the 
best bargain. The analytical negotiator is strongly logical, tries to find 
cause-and-effect in all issues, and likes to weigh pros and cons thoroughly. (p. 
825) 
For the study, a stratified random sample of 600 people was selected to be 
surveyed. Of those selected, there were 300 Chinese managers, 150 Indian managers, 
and 150 Malay managers. Reliability estimates were drawn from a total of 30 personal 
interviews with selected managers from the three cultural groups. The interviews were 
initially conducted to solicit the managers' views on negotiation strategies as well as on 
the relevance of the questionnaire items for initial consistency. From this, construct and 
criterion-related validity were established. The study's value lies in its ability to help 
people understand the similarity of negotiation styles among Chinese, Malay, and Indian 
managers in Singapore. Osman-Gani and Tan's analysis of the results did not reveal a 
large difference between the three groups in their negotiations when comparing intuitive, 
normative, analytical, and factual styles. Total mean scores for each group, based on the 
four negotiation styles, were as follows: 1) factual (Chinese = 54.75, Malay = 54.45, and 
Indian = 53.25); 2) analytical (Chinese = 58.35, Malay = 57.15, and Indian = 55.5); 3) 
normative (Chinese = 48.3, Malay = 50.55, and Indian = 51.9); and 4) intuitive (Chinese 
= 51.6, Malay = 53.85, and Indian = 50.85). Overall, these results can help people 
understand that there are similar negotiation styles among Chinese, Malay, and Indian 
managers. Aside from that, they can assist Singaporean managers in their interaction 
with Chinese, Malay, and Indian managers. These findings led to the researchers' 
conclusion that Chinese, Malay, and Indian managers in Singapore have no significant 
differences in negotiation styles. One limitation reported by.Osman-Gani and Tan 
(2002) was that the sample population focused solely on managers. They offered the 
following areas for future study: 1) a comparison of the Chinese managers in Singapore 
with the Chinese managers in Hong Kong, Taiwan, Mainland China, Indonesia, and 
Malaysia; and 2) an extension of the study to include different respondents, such as 
employees or with other professional groups such as lawyers, doctors, and accountants. 
Volkema and F l e w  (2002) also conducted a quantitative study of cross-cultural 
negotiation using an experimental, causal-comparative, quantitative design of 
organizations and industries in America and Brazil. In addition to covering research 
about cross-cultural negotiation tactics, their literature review covered the influence of : 
the absolutist and relativist schools of thought in the literature. The absolutist school 
believes that there should be a set of moral standards, and that if all nations proscribe to 
the same set of moral standards, international business will become increasingly effective 
and efficient. The relativist school believes that individuals should determine what is 
right or wrong and what he should or should not do. Under this framework, an 
individual will make different decisions depending on the context of a situation (Volkema 
& F l e w ,  2002). 
The study first examined five different negotiation behaviors under seven 
different scenarios. The five different negotiation behaviors were as follows: 1) 
exaggerating an opening offer or demand; 2) feigning friendship to obtain information; 3) 
promising positive results; 4) misrepresenting facts; and 5) encouraging others' defection. 
The five different negotiation behaviors were drawn from the five categories of 
negotiation behavior developed by Lewicki and Robinson. These five categories 
include traditional competitive bargaining, misrepresentation of information, bluffing, 
information collection, and influencing an opponent's professional network. 
Probability sampling resulted in a sample of 72 individuals from Brazil and 70 
from the U.S.. Fifty-six percent of the respondents were male. Due to the nature of 
the questionnaire, reliability estimates were considered to ensure the study's reliability in 
Portuguese and English. The questionnaire was entitled "Incidents in Negotiation 
Questionnaire." It contained no mention of ethics and indicated that there were no 
"right or wrong answers." Participants were encouraged to respond candidly for the 
study's internal consistency, and to establish construct and criterion-related validity. 
Volkema & Fleurv's collected data revealed that exaggerating an opening demand or 
offer was the most appropriate and most likely behavior under all conditions for both 
Americans and Brazilians. Additionally, they found that training and preparation 
increased successful performance of negotiators in international situations. Since the 
results had the potential to influence the development of business ethics, the authors 
suggested that the results also had implications for the development of training programs 
for cross-cultural negotiations. The study's usefulness is tempered by its specific focus 
on Western cultures and behaviors associated with these areas. The researchers 
recommended that future studies examine other cultures and economics under similar 
conditions. 
Laws and Institutions of International Business 
International law includes "public" and "private" international law (Willes & 
Willes, 2005). Willes and Willes indicated that public international law refers to the 
laws that regulate the relationships among nations and defines the rights between 
countries. Private international law relates to the laws governing individuals between 
countries and can be divided into business law, property law, and tort law. International 
business law is the body of laws that includes arrangements, treaties, and agreements 
between countries (Willes & Willes, 2005). 
'Two examples of international business agreements and economic treaties are 
,the General Agreement on Tariffs and Trade (GATT) and the World Trade Organization 
(WTO). The content of an international business law includes a title, preamble 
(including date of signing, place of signing, name and address of parties, and recitals), 
definition clause, body of contract, general terms and conditions (including period of 
contract, termination, force majeure, assignment, arbitration clause, jurisdiction, 
applicable law, entire agreement, amendment clause, and notice clause), witness clause, 
and back clause (Tsai, 2003). In essence, these agreements replace national laws in 
economic matters based on the assumption that it is important to provide a free 
international market for the trade of goods and services. Under these agreements, the 
signatories have to deregulate their national trade rules and policies (Wagenaar, 2004). 
The GATT was originally derived fiom the "Havana Charter" of the International 
Trade Organization (ITO). The purpose of IT0 was not only to establish GATT, but 
also to oversee international investment, commodity agreements, business practices and 
services (Skeen, 2004). The General Agreement on Tariffs and Trade (GATT) was 
founded in 1948 by 24 industrialized countries with the purpose of fostering cooperation 
and reducing barriers in international trade, based on the following five principles: 1) 
non-discrimination; 2) reciprocity; 3) transparency; 4) dispute settlement; and 5) 
exceptions (Sundaram & Black, 1995). These agreements are commonly referred to as 
, the second globalization wave of international trade (Dowlah, 2004). The first wave of 
globalization occurred in the 15th century when European countries began to explore and 
colonize other parts of the world (Robert, 1995). There were eight rounds of 
negotiations leading to the GATT, held between 1947 and 1994 (Friedland, 2002). Each 
round was devoted to a separate area of negotiation. The first five rounds were held in 
Switzerland, France, and the United Kingdom, with the goal of reducing trade tariffs. 
The sixth round was held from 1964 to 1967 in Geneva, in order to reach an agreement 
against dumping. This process refers to when businesses sell products in the global 
market at large discounts in order to make a profit, to reduce stock of obsolete items, or to 
drive a competitor out of a market. The seventh round was held from 1973 to 1979 in 
Tokyo, to reduce non-tariff trade barriers. At the most recent conference, the Uruguay 
Round, held from 1986 to 1994, the members decided to expand GATT's functions 
governing the international trade of goods, services, and ideas (Dowlah, 2004; Friedland, 
2002). 
Subsequently, the GATT evolved into the WTO with the objective of establishing 
multilateral business agreements, including the earlier GATT agreements. As of early 
2004, GATT had 144 members (Willes & Willes, 2005). This multinational cooperation 
has been called the third wave of globalization in international trade (Dowlah, 2004). 
The WTO Agreement made the GATT's provisions more enforceable by requiring that 
the domestic laws of each member nation conform to the Agreement, and by establishing 
rules for the resolution of business disputes (Girouard, 2003). .WTO agreements are 
related to services, procurement standards, anti-dumping, and intellectual property 
(TRIPS) (Hoekman & Mavroidis, 2003). Under the agreements, each member nation 
has the same rights and obligations, and must abide by the provisions of the agreements. 
The WTO's Dispute Settlement Mechanism plays a key role in providing security and 
consistency to multi-national business agreements. This body is meant to resolve 
business disputes and has jurisdiction over its members (Friedland, 2002). 
In 2001, at the ministerial conference, the WTO formally approved Taiwan and 
Mainland China for membership. Consequently, both Mainland China and Taiwan were 
required to adopt WTO rules regarding international trade. Taiwan and Mainland 
China's objectives in entering the WTO were to speed up market liberalization, lower 
prices, stimulate the economies, and ultimately benefit the consumers in those areas 
(Boyarski, Fishman, Jopsephberg, Linn, 2002). Before Taiwan and Mainland China 
became members of the WTO, they each adopted their own set of laws and policies to 
govern international business. Upon entering the WTO, they had to review their 
existing laws and policies to meet WTO requirements (Kong, 2002). In addition to the 
WTO requirements, each country also has its own rules regarding international business. 
Before Mainland China could emerge in world business, a distinction had to be 
made between Chinese Domestic Contract Law and Foreign'Economic Contract Law (F. 
E. C. L.). In Mainland China, issues relating to F. E. C. L. are controlled by the 
Ministry of Foreign Business and Economic Cooperation (MOFTEC) (Boettcher, 2001). 
Taiwan (including the small islands of Penghu, Kinmen, and Mazu) is currently 
.under the control of the Taiwanese government. In this regard, it is noted that Taiwan's 
.government has adopted its own policies and official rules for governing business and 
investment (Kong, 2002). In Taiwan, the law requires that all social units register with 
the government to operate legally and are overseen by the Ministry of Economic Affairs 
in Taiwan. This means that factory and business owners, trading company partners, and 
individual businesspersons or professionals must be licensed in order to operate 
(McBeath, 1998). 
After it was returned to Mainland China in 1997, Hong Kong became formally 
known as the Hong Kong Special Administrative Region (HKSAR) of the People's 
Republic of China (PRC). According to the Basic Law, Hong Kong is largely limited to 
non-political and non-military areas, and Mainland China is responsible for the region's 
foreign affairs and defense issues. Thus, the HKSAR is only permitted to have 
. autonomous legal relations with other countries and international organizations through 
business (Xu & Wilson, 2000). 
A few examples of inter-regional business agreements and economic treaties are 
the North American Free Trade Association (NAFTA), the European Union (EU), and the 
Association of Southeast Asian Nations (ASEAN). The North American Free Trade 
Association (NAFTA) was established on January 1, 1994 by the United States, Canada, 
and Mexico (McKinney, 2004). It was an extension of a previous agreement of the 
Free-Trade Agreement (FTA) between United States and Canada in 1989 (Hilaire & Yang, 
2004). NAFTA is a trade and investment agreement that eliminates barriers to the free 
flow of goods and services between those three countries (Anderson, 2004). In 
broader terms, the agreement covers tariff reduction, free movement of financial and 
direct investment, and consumer safety (Sundararn & Black, 1995; Hill, 2000). 
Presently, in terms of global trade, Canada is the number one (Taylor & Robideaux & 
Jackson, 2004; Anderson, 2004), and Mexico is number two trading partner with America 
(Ruiz, 2004; Anderson, 2004). In 2002, Canada and Mexico received over 35% of 
American exports, and were responsible for over 30% of the imports to America 
(Anderson, 2004). The successful integration helped the U. S. reach a total 30% of 
'gross domestic product (GDP) of the world (Ichiro, 2005) and has caused NAFTA to 
become the largest free trade region in the world (McKinney, 2004). 
The European Union (EU) originated from the European Coal and Steel 
Community (ECSC), founded in 1951, the European Economic Community (EEC), 
founded in 1957, the Atomic Energy Community (Euratom), founded in 1967 (Sundaram 
& Black, 1995), and the European Economic and Monetary Union (EMU), established 
according to the Treaty of Maastricht in 1992. The original member countries included 
France, Germany, Italy, Belgium, Holland, and Luxembourg (Hylarides, 2004). In 1967, 
the six member countries merged the three communities-the EU, ECSC, and Euratom, 
and renamed the group as the European Community (EC). From 1972 to 1986, 
Denmark, Ireland, the UK, Greece, Spain, and Portugal became member countries 
(Sundaram & Black, 1995). Finland and Sweden joined in EU in 1995. Cyprus, the 
Czech Republic, Estonia, Hungary, Latvia, Lithuania, Malta, Poland, Slovakia, and 
Slovenia became members in 2004, and Bulgaria and Romania joined in EU in 2007. 
At present, the EU has a total of 27 members. The goals of the EU are to achieve peace 
and democracy, promote economic growth, and to develop a single market for goods, 
services, and transfer of capital within member countries (Drew, 2000). 
This group progressed from a free trade area to an economic union over time. In 
2002, the euro was adopted in the12 EU member countries of Belgium, Germany, Greece, 
Spain, France, Ireland, Italy, Luxembourg, the Netherlands; Austria, Portugal, and 
Finland (The Euro, 2005). In 2007, Slovenia became the thirteenth official member of 
EMU, and Cyprus and Malta will adopt the euro at the start of 2008. In addition to 
benefiting member countries' business, the euro also strengthens the EU's role in 
international businesses (Drew, 2000). Euro circulation enables the EU to have 
enormous influence on international finance, international stock markets, foreign 
exchange markets, international trade, and to challenge U.S. currency. 
The successfbl integration helped the EU reach a total of 15.7 trillion U.S. dollars 
in gross domestic product (GDP) in 2007, and resulted in the EU becoming the largest 
regional block in the world. Chang (2005) indicated that the cooperation results of the 
EU of fund, personnel, and the goods non-barrier circulation among the member 
countries, helps the EU to increase the amount value of production for 4.5% and 
consumer price drop 6.1 %, and increases employment of several million people. Due to 
free circulation of fund, personnel, and goods, it increases competitive ability, especially 
in technology, and also attracts outside fund inflow into the EU market to help economic 
development among the members (Chang, 2005). 
In the Far East, the Association of Southeast Asian Nations (ASEAN) not only 
exerts a considerable influence on the regional economics but also impacts the global 
economy (Kofi, 2000). ASEAN was founded in 1967 by Indonesia, Malaysia, 
Philippines, Singapore and Thailand. Membership has swelled to ten countries 
including Brunei, Cambodia, Laos, Myanmar, and Vietnam (Low, 2004). At present, 
there are 10 member countries within the Association of Southeast Asian Nations, with 
one candidate (East Timor) and one observer (Papua New Guinea). 
The purpose of ASEAN is to speed up the economic growth, social progress, and 
cultural development, as well as to promote the regional peace and stability of the 
member countries (Krause, 1982). The member countries of ASEAN have a combined 
population of about 500 million, a gross domestic product of US $737 billion, and total 
annual trade of US $720 billion (Smith, 2004). Krause (1982) indicated that the 
success of ASEAN depended on the occurrence of the following six elements among the 
member countries: 1) the size of the market; 2) pre-integration degree of inefficiency; 3) 
pre-integration barriers between trading partners; 4) geographic position; 5) 
pre-integration economic conditions and policies; and 6) firm commitment to the 
integrative policies. ASEAN also cooperates and meets with Mainland China, Japan 
and South Korea, commonly referred to as the ASEAN+3 countries (Akira, 2005), in 
order to utilize capital, labor, technology, and expand their consumer market from those 
three countries (Sopiee & Yonosuke, & Toshinori, 2004). \ 
International Business Agreement Content 
Agreements, which must be negotiated between different parties, arL the most 
essential documents in international business (Gulbro & Herbig, 1997). Crocker and 
Masten (1991) indicated that developing an efficient contract and effective exchange 
pattern are the greatest challenges to maintaining long-term relationships between 
buyers and suppliers. Successful agreements not only increase long-term relationships, 
but also reduce risks for buyers and sellers. Dahlstrom and Nygaard (1999) also 
indicated that formal contracts harmonize the actions of buyers and sellers in business, 
while limiting the potential for opportunistic behaviors. A formal contract is one in 
which the duties and rights of all parties are comprehensively set forth for the duration 
of the contract period. 
In business interactions, contracts and agreements may take on a number of forms. 
For example, a contract could be in the form of a fax, telegram, or e-mail, or from a 
discussion, and a decision could come from a phone call. From a business point of 
view, these ways are not adequate for international suppliers and buyers due to the 
various business laws of different countries. Although some ways may be valid in 
these situations, many are insufficient because the best way for businesses to develop 
contracts and agreements is through written conditions and clauses that both parties 
accept and agree upon (Tsai, 2003). 
"Contract completeness is the degree to which the obligations of the exchange (e. 
g., price, quality, delivery, other terms and conditions) are outlined upfiont" (Artz & 
Norman, 2002, p. 340). Crocker and Reynolds (1993) indicated that an incomplete 
contract places no prior limitations on the terms under which subsequent business may 
occur. For domestic buyer-seller relationships, the parties are typically more familiar 
with current business standards, and employ better judgment during transactions on 
account of their knowledge about such exchanges. Harrigan indicated that for 
international businesses, the specification and evaluation of performance and filfillment 
of contract terms are, expectedly, far more difficult than for, domestic contracts. 
International business contracts and agreements are more complicated because of 
: digculties in understanding. foreign business partners, the evaluation of complex 
product standards, and the problem of obtaining reliable market information in foreign 
markets (Buvik & Andersen, 2002). 
Condon (2003) analyzed the four main types of contracts in international business 
transactions--sales, shipping, insurance, and payment. Tsai (2003) indicated that the 
contents of contracts and agreements, regardless of type, can be divided into two main 
parts--the body, and general terms and conditions. The body of the contract includes 
quality, quantity, price, packaging, shipment, insurance, and payment. General terms 
and conditions include the period of the contract, termination, forces of nature, 
assignment, arbitration clause, jurisdiction, applicable law, the entire agreement, 
amendment clauses, and notice clause. 
"In anticipation of China's admission to the World Trade Organization (WTO), the 
Chinese government enacted legislation entitled the Uniform Contract Law (UCL) in 
1999" (Pattison & Herron, 2003, p. 459). Mainland China's enactment of the UCL and 
its admission into the WTO has significant implications for the future of Mainland 
China's international business transactions. To protect the lawful rights of the 
contracting parties, the UCL defines a contract as an agreement where parties establish, 
modify, or terminate relationships and obligations. In this way, the UCL appears to 
recognize the sanctity of contracts. The UCL specifically prohibits entities or 
individuals from unlawfully interfering with contract rights. The UCL requires that the 
terms of a contract be prescribed by the parties and generally include the names and 
domiciles of the parties, subject matter, quantity, quality, price or remuneration, time, 
place and method of performance, liabilities for breach of contract, and the method of 
dispute resolution (Pattison & Herron, 2003). 
Theoretical Framework for the Study 
Earlier theoretical and empirical research has examined the effect of culture on 
negotiation styles. These studies have revealed that cultural differences strongly impact 
the chosen method of negotiation, a finding that has significant relevance to international 
business. Although some studies have begun to ekamine the specific characteristics of 
Asian cultures, there is little substantial research on the impact of different Asian cultures 
on their negotiation styles. 
Culture affects negotiation styles. Negotiation is a social interaction for reaching 
agreements among two or more parties with different interests and objectives (Manning 
& Robertson, 2003; Fraser & Zarkada-Fraser, 2002). When conducting business 
cross-culturally, negotiations are more complex than in a similar culture. Due to a lack 
of understanding of these cross cultural differences, many negotiators are unsuccessful in 
reaching an agreement. Cultural aspects can be more of an obstacle than economic or 
legal problems (Gulbro & Herbig, 1995). The major proposition is that cultural 
differences impact business conduct, decision making and communication (as cited in 
Chang, 2003). Every culture develops a unique negotiation style to handle conflicts that 
arise between those within and outside of that culture. 
One of the models employed in this research examines the influence of culture on 
negotiation styles and was developed by Casse & Deol in 1985. They developed a 
multidimensional model to measure four different negotiation styles (factual negotiation 
style, intuitive negotiation style, normative negotiation style, and analytical negotiation 
style). The model also indicates how specific cultures determine their negotiation style 
through the Negotiation Styles: A Self-Assessment Exercise test. This self-assessment 
exercise is an empirically supported instrument that is widely used to examine the 
relationship between culture and negotiation style (Osman-Gani, & Tan, 2002). The 
research was based on Casse and Deol's theoretical model but the questionnaire was 
developed by the researcher. For this study, the model's dependent variables were the 
four negotiation styles developed by Casse and Deol--factual, intuitive, normative, and 
analytical. 
Hofstede (1980) noted that one unique negotiation style is to share disparate 
cultural values, such as individualism/collectivism characteristics. Among Hofstede's 
cultural dimensions, individualism/collectivism characteristics are most frequently 
applied in the study of cross-cultural negotiation (Bazerman et al., 2000). Hofstede 
found that people from individualistic cultures tended to be more concerned with their 
own rights, benefits, and outcomes, while people from collectivist cultures were typically 
more concerned with the group and social welfare (Osman-Gani & Tan, 2002). For this 
study, Hofstede's model of the individualism/collectivism characteristics value system 
was one of the independent variables reflecting the culture. Other independent variables 
were education and religion. 
In addition, the model examined the effects of the socio-demographic variables of 
gender, age, work experiences, and years of residence in foreign countries on negotiation 
styles. A schematic model developed by the researcher and applied to Greater China, is 
shown in Figure 4. 
Figure 4. Schematic Model Depicting Relationships Between Variables Related to 
Culture, Negotiation Styles, and Socio-demographic Characteristics 
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Research questions and hypotheses were proposed about factors affecting 
cross-cultural business negotiations among negotiators from Greater China (Taiwan, 
Hong Kong, and Mainland China). These were based on the key gaps in the literature, 
the recommendations addressed in this study, and the theoretical framework that was 
used to guide this study. 
Research Questions 
This research focuses on cross-cultural business negotiations within Greater 
China including Taiwan, Hong Kong, and Mainland China. The research aims to 
provide answers to the following questions: 
1. Is the education of managers or negotiators of public companies in Taiwan, 
Hong Kong and Mainland China a significant factor affecting their negotiation 
styles? 
la. Is there a significant relationship between the factual negotiation style and the 
education of managers or negotiators of public companies in the three 
regions? 
lb. Is there a significant relationship between the intuitive negotiation style and 
the education of managers or negotiators of public companies in the three 
regions? 
lc. Is there a significant relationship between the normative negotiation style and 
the education of managers or negotiators of public companies in the three 
regions? 
Id. Is there a significant relationship between the analytical negotiation style and 
the education of managers or negotiators of public companies in the three 
regions? 
2. Is religious beliefs of managers or negotiators of public companies in Taiwan, 
Hong Kong and Mainland China a significant factor affecting their negotiation 
styles? 
2a. Is there a significant relationship between the factual negotiation style and the 
religious beliefs of managers or negotiators of public companies in the three 
regions? 
2b. Is there a significant relationship between the intuitive negotiation style and 
the religious beliefs of managers or negotiators of public companies in the 
three regions? 
2c. Is there a significant relationship between the normative negotiation style and 
the religious beliefs of managers or negotiators of public companies in the 
three regions? 
2d. Is there a significant relationship between the analytical negotiation style and 
the religious beliefs of managers or negotiators of public companies in the 
three regions? 
3. Is the individualist/collectivist attitude of managers or negotiators of public 
companies in Taiwan, Hong Kong and Mainland China a significant factor 
affecting their negotiation styles? 
3a. Is there a significant relationship between the factual negotiation style and 
individualistlcollectivist characteristics of managers or negotiators of public 
companies in the three regions? 
3b. Is there a significant relationship between the intuitive negotiation style and 
individualist/collectivist characteristics of managers or negotiators of public 
companies in the three regions? 
3c. Is there a significant relationship between the normative negotiation style and 
individualist/collectivist characteristics of managers or negotiators of public 
companies in the three regions? 
3d. Is there a significant relationship between the analytical negotiation style and 
individualist~collectivist characteristics of managers or negotiators of public 
companies in the three regions? 
4. Is the gender of the managers or negotiators of public companies in Taiwan, 
Hong Kong and Mainland China a significant factor affecting their negotiation 
styles? 
4a. Is there a significant relationship between the factual negotiation style and 
gender of managers or negotiators of public companies in the three regions? 
4b. Is there a significant relationship between the intuitive negotiation style and 
gender of managers or negotiators of public companies in the three regions? 
4c. Is there a significant relationship between the normative negotiation style and 
gender of managers or negotiators of public companies in the three regions? 
4d. Is there a significant relationship between the analytical negotiation style and 
gender of managersor negotiators of public companies in the three regions? 
5. Is the age of the managers or negotiators of public companies in Taiwan, Hong 
Kong and Mainland China a significant factor affecting their negotiation 
styles? 
5a. Is there a significant relationship between the factual negotiation style and the 
age of managers or negotiators of public companies in the three regions? 
5b. Is there a significant relationship between the intuitive negotiation style and 
the age of managers or negotiators of public companies in the three regions? 
Sc. Is there a significant relationship between the normative negotiation style and 
the age of managers or negotiators of public companies in the three regions? 
5d. Is there a significant relationship between the analytical negotiation style and 
the age of managers or negotiators of public companies in the three regions? 
.6. Is the work experience of managers or negotiators of public companies in 
Taiwan, Hong Kong and Mainland China a significant factor affecting their 
negotiation styles? 
6a. Is there a significant relationship between the factual negotiation style and 
work experience of managers or negotiators of public companies in the three 
regions? 
6b. Is there a significant relationship between the intuitive negotiation style and 
work experience of managers or negotiators of public companies in the three 
regions? 
6c. Is there a significant relationship between the normative negotiation style and 
work experience~of managers or negotiators of public companies in the three 
regions? 
6d. Is there a significant relationship between the analytical negotiation style and 
work experience of managers or negotiators of public companies in the three 
regions? 
7. Is the number of years of residence in foreign countries of managers or 
. negotiators of public companies in Taiwan, Hong Kong and Mainland China a 
significant factor affecting their negotiation styles? 
7a. Is there a significant relationship between the factual negotiation style and 
years of residence in foreign countries of managers or negotiators of public 
companies in the three regions? 
7b. Is there a significant relationship between the intuitive negotiation style and 
years of residence in foreign countries of managers or negotiators of public 
companies in the three regions? 
7c. Is there a significant relationship between the normative negotiation style and 
years of residence in foreign countries of managers or negotiators of public 
companies in the three regions? 
7d. Is there a significant relationship between the analytical negotiation style and 
years of residence in foreign countries of managers or negotiators of public 
companies in the three regions? 
Hypotheses 
There are three hypotheses in the study as follows: 
HI: The cultural characteristics, including education, religious beliefs, and 
individualistic/collectivist attitudes, significantly affect business negotiation 
styles among individuals from Taiwan. 
Hla: The cultural characteristics, including education, religious beliefs, and 
individualistic/collectivist attitudes, significantly affect the factual 
negotiation style among individuals from Taiwan. 
Hlb: The cultural characteristics, including education, religious beliefs, and 
individualistic/collectivist attitudes, significantly affect the intuitive 
negotiation style among individuals from Taiwan. 
Hlc: The cultural characteristics, including education, religious beliefs, and 
individualistic/collectivist attitudes, significantly affect the normative 
negotiation style among individuals from Taiwan. 
Hld: The cultural characteristics, including education, religious beliefs, and 
individualistic/collectivist attitudes, significantly affect the analytical 
negotiation style among individuals from Taiwan. 
H2: The cultural characteristics, including education, religious beliefs, and 
individualistic/collectivist attitudes, significantly affect business negotiation 
styles among individuals from Hong Kong. 
H2a: The cultural characteristics, including education, religious beliefs, and 
individualistic/collectivist attitudes, significantly affect the factual 
negotiation style among individuals from Hong Kong. 
H2b: The cultural characteristics, including education, religious beliefs, and 
individualistic/collectivist attitudes, significantly affect the intuitive 
negotiation style among individuals from Hong Kong. 
H2c: The cultural characteristics, including education, religious beliefs, and 
individualistic/collectivist attitudes, significantly affect the normative 
negotiation style among individuals from Hong Kong. 
H2d: The cultural characteristics, including education, religious beliefs, and 
individualistic/collectivist attitudes, significantly affect the analytical 
negotiation style among individuals from Hong Kong. 
H3: The cultural characteristics, including education, religious beliefs, and 
individualistic/collectivist attitudes, significantly affect business negotiation 
styles among individuals from Mainland China. 
H3a: The cultural characteristics, including education, religious beliefs, and 
individualistic/collectivist attitudes, significantly affect the factual 
negotiation style among individuals from Mainland China. 
H3b: The cultural characteristics, including education, religious beliefs, and 
individualistic/collectivist attitudes, significantly affect the intuitive 
negotiation style among individuals from Mainland China. 
H3c: The cultural characteristics, including education, religious beliefs, and 
individualistic/collectivist attitudes, significantly affect the normative 
negotiation style among individuals from Mainland China. 
H3d: The cultural characteristics, including education, religious beliefs, and 
individualistic/collectivist attitudes, significantly affect the analytical 
negotiation style among individuals from Mainland China. 
Summary 
This critical analysis of the literature concludes with theoretical, empirical, and 
methodological literature on international business negotiation styles, the impact of 
culture on business negotiations, international business agreements, and a comparative 
analysis of business negotiations that may be shown to have applications for 
international business negotiations. 
As scholars from a variety of disciplines have developed and enhanced the 
general knowledge about the negotiation process, they have also created the additional 
fields of study including business negotiation and international business negotiation 
(Weiss, 1999). International business negotiation is a particularly interesting subject, 
since its impact on global development is becoming increasingly stronger. 
This chapter was intended to demonstrate how the existing research relates to the 
current status of the global economy on a macro level. It also illustrates how people 
from disparate cultures may utilize different methods and negotiation styles when 
conducting international businesses. The goal of this literature review was to show how 
international business has increased, as well as the increases in the number of individuals 
negotiating agreements in an international context. Different negotiation styles were 
presented, and the impact of culture on negotiation styles was discussed. International 
business laws, institutions, and international business agreements were also presented. 
It was demonstrated how certain negotiation styles are more successful and how these 
specific methods are used to gain advantages from the negotiation process. 
Chapter I11 presents the research methods used in this study. Data collection 
procedures and data analyses used to answer the research questions and test hypotheses 
related to the impact of cultures on negotiation styles are explained. Chapter I11 is 
divided into eight sections, beginning with a discussion of the research design, and 
ending with an evaluation of the research methodology. 
CHAPTER I11 
RESEARCH METHODOLOGY 
Though Taiwan, Hong Kong, and Mainland China are located closely 
geographically, each area has its own unique culture that influences the negotiation styles 
of residents. The existing literature on the impact of culture on negotiation styles does 
not adequately address the specific circumstances of this area. Through a thorough 
examination of negotiation styles of employees of public companies in Taiwan, Hong 
Kong, and Mainland China, this research tested hypotheses about the impact of culture on 
.negotiation styles. Since the cultural differences among these three regions have not 
been comprehensively examined, this research provides an understanding of cultural 
differences and their impact on the negotiation styles of negotiators from Taiwan, Hong 
Kong and Mainland China. 
This study determined perceptual differences based on cultures and negotiation 
styles among Chinese who live in Taiwan, Hong Kong, and Mainland China. This 
chapter begins with a discussion of the research design, and continues with the study's 
population and sampling, instrumentation, data collection procedures and ethical aspects, 
data analysis methods, and evaluation of this study's research methods. 
Research Design 
The study employed a non-experimental, quantitative research design to 
.analyze cultural differences among Chinese people living in Taiwan, Hong Kong, and 
Mainland China. The research design used was causal-comparative (exploratory) and 
correlational (explanatory), and was intended to examine, describe, and explore the 
differences and similarities of various negotiation styles in relation to the cultural 
differences in the three distinct geographic regions of Greater China. 
Dependent Variable (s) 
The dependent variables of the model employed in this research are the four 
negotiation styles developed in 1985 by Dr. Pierre Casse and Dr. Surinder Deol: factual 
negotiation, intuitive negotiation, normative negotiation, and analytical negotiation. 
There are 8 questions designed to examine each negotiation style (factual 
negotiation style, intuitive negotiation style, normative negotiation style, and analytical 
negotiation style) that are analyzed on the five-point Likert scale (Appendix M). There 
are five options for each statement: 5. "Always" (around 100% of the time); 4. "Often" 
(around 75% of the time); 3. "Occasionally" (around 50% of the time); 2. "Seldom" 
(around 25% of the time); 1. "Never" (around 0% of the time). In total, there are 32 
questions for the four negotiation styles. 
Independent Variable (s) 
The individualistic-collectivist characteristic is one of the independent variables. 
Other independent variables reflecting cultural differences will include education and 
religion, 
Attributes 
Additionally, the model provides socio-demographic data including gender, age, 
work experiences, and years of residence in foreign countries as additional attributes. 
Employees of public companies in the three regions are used to measure and compare 
education, religion, and individualism/collectivism characteristics. 
For .the data collection of demographic variables, the participants are provides the 
questions as follows. Education (as a nominal variable): 1= "High School Diploma or 
Equivalent"; 2= "Associate Degree"; 3= "Bachelor Degree"; 4= "Graduate Degree". 
Religion (as a nominal variable): 1= "Buddhist"; 2= "Christian"; 3= "Moslem"; 4= 
"Others". There are 5 questions designed to examine the Individualism/Collectivism 
characteristics of an individual that are set on a five-point Likert scale. Demographic 
variables are based on self-reported data. Gender is defined as a dichotomous variable 
(l=Male; 2=Female). Age is defined as a nominal variable (1= under 35; 2= 35-45; 3= 
46-55; 4= over 55). As mentioned in the introduction section, work experience and 
years of negotiation experience are defined as nominal variables (1= under 5; 2= 5-10; 3= 
11-20, 4= over 20). Years of residence in foreign countries is defined as a nominal 
variable (1= none; 2= 1-3; 3= 4-6; 4= over 6) (Appendix M). 
Population and Sampling Plan 
Target Population 
The primary purpose of the study was to provide a more comprehensive 
understanding of the differences and similarities between culture, and negotiation style 
among business people in Taiwan, Hong Kong, and Mainland China. Therefore, the 
target population was business people who were working in public companies in Taiwan, 
Hong Kong, and Mainland China in 2005. 
Accessible Population 
For this study, the accessible population was chosen from public companies listed 
under the Taiwan Stock Exchange Corporation (TSEC), Hong Kong Exchanges and 
Clearing Limited (HKEx), Shenzhen Stock Exchange (SSE) and Shanghai Stock 
Exchange in China. In 2005, there were 700 listed companies in the Taiwan Security 
Exchange Corporation (TSEC), and all listed companies were classified into eight sectors, 
including cement and ceramics, foods, plastics and chemical, textiles, electric & 
machinery, paper and pulp, construction, and financial. There were 911 listed 
companies on the Hong Kong Exchanges and Clearing Limited (HKEx), and all 
companies were classified into six sectors, including financials, utilities, real estate, 
industries, hotels, and others. In Mainland China, there were 585 listed companies 
(including A stock: 530 companies and B Stock: 55 companies) in the Shenzhen Stock 
Exchange (SSE), and all companies are classified into six sectors, including industry, 
business, financials, real estate, utilities, and others. There were 872 listed companies 
(including A stock: 820 companies and B Stock: 52 companies) in the Shanghai Stock 
Exchange, and all companies were classified into five sectors, including industry, 
business, real estate, utilities, and others. In total, there were 3,068 listed public 
companies in Taiwan, Hong Kong, and Mainland China. Any company listed on these 
markets had the potential to be included in this study. 
Table 3-1 
Listed Companies of Stock Markets in Taiwan, Hong Kong, and Mainland China 
Regions Taiwan Hong Kong Mainland China 
Exchanges TSEC HKEx SSC Shanghai 
- 
Categories A Stock B Stock A Stock B Stock 
Listed Companies 700 91 1 530 5 5 820 52 
Total Listed Companies 3,068 
Source: Taiwan Stock Exchange Corporation (TSEC), Hong Kong Exchanges and Clearing Limited 
. (HKEx), Shenzhen Stock Exchange (SSE) and Shanghai Stock Exchange in China in 2005. 
Stratified Random Sampling Plan 
Since a comprehensive examination of every business operating in Greater 
China was impractical, this study employed stratified random sampling, a 
probability-sampling plan, to select a representative research sample. The purpose of 
the study was to investigate and to understand the relationships between cultures, and 
negotiation styles of people from Taiwan, Hong Kong, and Mainland China. Since the 
impact of culture on business negotiations within Greater China was the theme of this 
research, the study's data was collected from business people involved in public 
companies within these regions. This narrow emphasis ensured that the collected data 
was relevant to the study's research goals. 
The selected respondents were chosen from companies listed on the Taiwan Stock 
Exchange Corporation (TSEC), Hong Kong Exchanges and Clearing Limited (HKEx), 
Shenzhen Stock Exchange (SSE), and Shanghai Stock Exchange in 2005. In order to 
avoid sampling errors, the population was collected from different sectors of stock 
markets in the three regions. A random sample was taken from each of these sectors 
through a stratified random sampling. Overall, this method for determining a sample 
population is more accurate than purely random sampling, further it allows the researcher 
to select a sample that accurately reflects the diverse sectors and characteristic patterns in 
the desired population (Wallen & Fraenkel, 2001). This research method is usefil in 
that it allows a small but carefilly selected data pool to provide insight into the more 
general trends of a larger population. The principal characteristic of probability 
sampling is that every member or individual has an equal probability of being selected 
from the population as the sample (Ary et al., 1996). This is also the reason why the 
researcher used a probability-sampling plan in this study that allowed, through use of 
inferential statistics, the researcher to evaluate the extent to which the findings were 
likely to be different from what they would have been as a result of investigating the 
whole population (Ary et al., 1996). 
Under ideal circumstances, researchers could conduct studies that sample entire 
populations with 100% participant rates. Due to practicalities, the researcher was forced, 
for a variety of reasons, to find a representative sample size. Hair, Anderson, Tatham, & 
Black (1998) recommended that the minimum sample size is at least five times as many 
as the observed variables for factor analysis. Gay and Airasian (2000) suggested that if 
the population is over 5,000, a sample size of 400 should be adequate. Wallen & 
Fraenkel (2001) indicated that the best sample size should be as larger as researchers can 
acquire with a reasonable expense of time and energy. Generally speaking, larger 
sample sizes are more likely to represent the target population (Grossnickle & Raskin, 
2001). 
In the research, data was collected using an online survey technique. Sheehan 
(2001) reported that the average response rate of online survey is 36.83%. Therefore, a 
large number of the initial e-mail invitations for this study were sent out to ensure a large 
enough number of online survey responses were obtained: The number of listed 
companies in the stock markets in Taiwan, Hong Kong, and Mainland China was 3,068. 
With an accessible population of 9,204 including CEOs and sales and purchase managers, 
the desired sample size was 4,605 in order to increase generalization and reduce sampling 
errors, as suggested by Wallen, Fraenkel, Grossnickle, and Raskin in 2001. 
Table 3-2 
Number o f  Respondents Chosenfiom Listed Companies of Stock Markets in Taiwan, 
Hong Kong, and Mainland China 
Regions Taiwan Hong Kong Mainland China 
Exchanges TSEC HKEx SSC Shanghai 
Categories A Stock B Stock A Stock B Stock 
Listed Companies 700 911 530 55 820 52 
Listed Companies 350 456 265 28 410 26 
divided by two 
Send 3 emails to each 
company including 1,050 1,368 795 84 1,230 78 
CEOs and sales and 
purchase managers 
Invitation sent 4,605 
To obtain the desired initial sample size of 4,605, 1, 535 companies were chosen, 
. q d  each company's CEOs and sales and purchase managers were randomly selected 
from listed companies of stock markets in Taiwan, Hong Kong, and Mainland China. 
Invitation e-mails were sent to 4,605 participants. All information, such as the names of 
CEOs and sales and purchase managers, and e-mail addresses of listed companies were 
obtained through the website of the Taiwan Stock Exchange Corporation (TSEC), Hong 
Kong Exchanges and Clearing Limited (HKEx), Shenzhen Stock Exchange (SSE), and 
Shanghai Stock Exchange. The survey was accessible on the Internet without direct 
contact with the researcher. The CEOs and sales and purchase managers of the sample 
population were invited to participate via an e-mail that explained the research and 
included a link to the survey website. The questionnaire was posted on the website, 
"www.my3q.com" in English, traditional Chinese, and simplified Chinese. The 
researcher asked respondents to return the surveys within 30 days by sending an e-mail to 
"www.my3q.com" website. 
Three hundred and fifty companies were considered from the 700 listed 
companies on the Taiwan Stock Exchange Corporation. Three e-mails were sent, one of 
each to each company's CEOs and sales and purchase managers. There were 1050 
potential respondents in total. The number of companies that were considered from the 
91 1 listed on the Hong Kong Exchanges and Clearing Limited (HKEx) were 456. The 
CEOs and sales and purchase managers of each company were contacted by e-mail. 
The total number of potential respondents for this study from Hong Kong was 1,368. 
Two hundred and sixty-five companies were considered from the 530 listed on the 
Shenzhen Stock Exchange (SSE) of A Stock. There were 795 subjects from the 
Shenzhen Stock Exchange (SSE) of A Stock. Twenty-eight companies were considered 
from the 55 listed companies in the Shenzhen Stock Exchahge.(SSE) of B Stock. The 
CEOs and sales and purchase managers of each company were contacted by e-mail. 
This sample had 84 subjects. Four hundred and ten companies were considered from 
the 820 listed on the Shanghai Stock Exchange of A Stock. The CEOs and sales and 
purchase managers were contacted by e-mail. There were 1,230 subjects for this study 
from the Shanghai Stock Exchange of A Stock. Twenty-six companies were considered 
from the 52 listed in the Shanghai Stock Exchange of B Stock. The CEOs and sales and 
purchase managers of each company were contacted by e-mail. There were 78 subjects 
from the Shanghai Stock Exchange of B Stock. The results of stratified random 
sampling are depicted in Figure 3-1. 
Listed companies of stock 
markets in Taiwan, HK, and 
Mainland China 
Mainland China 
Shenzhen Shanghai 
A Stock B Stock A Stock B Stock 
I I I I 
Total subjects= 4,605 
Figure 3-1. Stratified Random Sampling Results 
Eligibility and Exclusion Criteria 
Eligibility criteria. Companies and participants were included in the study if they 
met the following criteria: 
1. The geographic area was limited to Taiwan, Hong Kong, and Mainland 
China. 
2. The sampling plan was aimed at public companies in Taiwan, Hong Kong, 
and Mainland China. 
3. Participants lived in Taiwan, Hong Kong, Mainland China and were 
Taiwanese or Chinese citizens. 
4. All participants were able to read, write, and speak Chinese or English and 
were 18 years or older. 
5. The respondents had at least one year experience in international business 
and had represented companies in negotiation activities with other parties. 
6.  The companies were listed wider the Taiwan Stock Exchange Corporation 
(TSEC), Hong Kong Exchanges, Clearing Limited (HKEx), Shenzhen Stock 
Exchange (SSE), or Shanghai Stock Exchange in 2005. 
Exclusion criteria. The following criteria were used to exclude potential 
companies and participants: 
1. Private companies or those that were not listed under the Taiwan Stock 
Exchange Corporation (TSEC), Hong Kong Exchanges, Clearing Limited 
(HKEx), Shenzhen Stock Exchange (SSE), or Shanghai Stock Exchange in 
2005. 
2. Individuals who were not currently living in Taiwan, Hong Kong, and 
Mainland China, or those that had no related experience in business 
negotiation. 
3. Individuals who lived in Taiwan, Hong Kong, or Mainland China, but who 
were not Taiwanese or Chinese citizens. 
4. Individuals who had not yet reached the age of 18. 
Instrumentation 
A three-part questionnaire was used to measure variables. Part 1 is a 
socio-demographic profile that was developed by the researcher. This section elicited 
information about the respondent's background. Part 1 consisted of 12 questions that 
examined participants' education, religious beliefs, work experiences, and years of 
residence in other countries. The ten questions in Part 2 were developed by the 
researcher to characterize the respondents' Individualism / Collectivism attitude. Part 3 
examined respondents' opinions of the four negotiation styles--factual, intuitive, 
normative and analytical. Part 3 contained 32 questions designed by the researcher, 
with eight questions about each negotiation style, categorized accordii to the four styles. 
The survey was self-administered and was completed by respondents from the selected 
sample population. In addition, the survey used the following three methods of 
response: 1) checklists; 2) fill-in-the blank, and 3) a five-point Likert-type scale. The 
survey took about 15 minutes to complete. 
Part 1: Socio-Demographic Profile 
Demographic variables of the questionnaire for this part were developed by the 
researcher; and included gender, education background, work experience, religion, age 
and years of residence in foreign countries. Gender was defined as a dichotomous 
variable (l=Male; 2=Female). Education wass defined as a nominal variable (1= High 
School Diploma or Equivalent; 2= Associate Degree; 3= Bachelor Degree; 4= Graduate 
Degree). Religion was defined as a nominal variable (1= Buddhist; 2= Christian; 3= 
. Muslim; 4= Others). Age was defined as a nominal variable (1= under 35; 2= 35-45; 3= 
46-55; 4= over 55). The years of business negotiation experience and tenure in an 
organization were also defined as a nominal variable (1= Under 5; 2= 5-10; 3= 11-20; 4= 
Over 20). Years of residence in foreign countries was defined as a nominal variable (1= 
none; 2= 1-3; 3= 4-6; 4= over 6). 
Part 2: Individualism / Collectivism Characteristics 
There were five questions designed to examine the Individualism/Collectivism 
characteristics of an individual. Response categories were set on a five-point 
Likert-type scale that was analyzed on a five-point Likert-type scale. There were five 
options for each statement, with scoring as follows: 5="Always" (around 100% of the 
time); 4="Often" (around 75% of the time); 3="Occasionally" (around 50% of the time); 
2="Seldom" (around 25% of the time); and l="Never" (around 0% of the time). 
The questionnaire was developed by the researcher through the following 
procedure: 
Step 1: Write 10 questions concerning Individualism/Collectivism characteristics. 
Step 2: Submit questions to a panel (Dr. Farazmand, Dr. Cipolla, Dr. Norcio, and 
Dr. Krift at Lynn University) of judges for review and to establish content 
validity. 
Step 3: Do a pilot study of relevant business people after IRB approval. 
Step 4: Analyze the critical ratio (CR) for each question and decide which 
questions to utilize in the survey. 
Step 5: Conduct a factor analysis to establish construct validity of the study. 
Step 6: Estimate internal consistency reliability by caluclating Cronbach's alphas 
using study data. 
Part 3: Negotiation Styles 
The dependent variables of the model employed in this research were the four 
negotiation styles developed in 1985 by Dr. Pierre Casse and Dr. Surinder Deol--factual 
negotiation, intuitive negotiation, normative negotiation, and analytical negotiation. 
There were eight questions designed to examine each negotiation style (factual 
negotiation style, intuitive negotiation style, normative negotiation style, and analytical 
negotiation style) that were analyzed on a five-point Likert-type scale. There were five 
options for each statement, with scoring as follows: 5="Always7' (around 100% of the 
time); 4="Often" (around 75% of the time); 3="0ccasionally" (around 50% of the time); 
2="Seldom" (around 25% of the time); and l="Never" (around 0% of the time). In total, 
the questionnaire for examining the four negotiation styles contained 32 questions 
(Appendix E). 
The questionnaire for this part was developed by the researcher through the 
following procedure: 
Step 1 : Write 70 to 80 questions for the four different negotiation styles. 
Step 2: Submit questions to a panel (Dr. Farazrnand, Dr. Cipolla, Dr. Norcio, and 
Dr. Krift at Lynn University) of judges for review to establish content 
validity. 
Step 3: Do a pilot study of relevant business people after IRB has approval. 
Step 4: Analyze the critical ratio (CR) for each question and decide which 
questions are included in the survey. 
Step 5: Conduct factor analysis to establish construct validity of the study. 
Step 6: Estimate internal consistency reliability by caluclating Cronbach's alphas 
using study data. 
Reliability and Validity of Instrumentation 
Reliability 
To ensure the instrument's reliability, the questionnaire was translated by the 
Asian Translation Link Company into traditional and simplified Chinese, and then 
certified by the Translation & Attestation Association of Taipei. Three versions of the 
survey were produced--the traditional Chinese version, the simplified Chinese version, 
and the English version, and were posted on the research website. When responding, 
participants selected the version that they prefered to use. The questionnaire was posted 
on the website www.my3q.com. Upon agreeing to participate in the study, the 
participants received a password provided by my3q.com to prevent unauthorized people 
from filling out the questionnaire. Participants were asked not to re-submit the 
questionnaire. 
Validity 
1. Validity of the quantitative method is checked through factor analysis. 
2. For construct validity, factor analysis is used to review the questionnaire. 
3. Validators to be trained in quantitative research skills and have extensive 
knowledge about negotiation before analyzing the data. 
4. The questionnaire is refined according to the literature review and critical 
ratio analysis. 
5 .  It is explained that the questionnaire is for academic research in order to 
receive more positive results, and return rates. 
Procedures: Ethical Considerations and Data Collection Methods 
Data Collection Methods 
1. This study utilized a three-part survey designed by the researcher. Part 1 was a 
socio-demographic profile that collected general data about the respondent. Part 2 
examined independent variables including education, language ability, religious 
beliefs, and individualism/collectivism characteristics. Part 3 investigated the 
respondents' approach to various negotiation styles. 
2. The survey was accessible on the Internet without direct contact with the researcher. 
The CEOs and sales and purchase managers of the sample population were invited to 
participate via an e-mail that provided an explanation of the research and a hyper-link 
to the survey website. 
3. A consent form was provided to all participants before they answered the 
questionnaire. Participants granted anonymity to the degree that technology allowed. 
Waiver of the signature on the consent form was requested. 
4. All respondents were able to speak, read, and write Chinese or English. 
5. There were three versions of the questionnaire on the (www.my3q.com) website--a 
traditional Chinese version, a simplified Chinese version, and an English version. 
Participants were free to choose their preferred version. 
6. The questionnaire was translated by the Asian Translation Link Company into 
traditional and simplified Chinese versions. The translation then was certified by 
the Translation &Attestation Association of Taipei. 
7. All CEOs and sales and purchase managers were randomly selected from lists 
obtained from the SEC (Securities and Exchange Commission) in Taiwan, Hong 
Kong, and Mainland China. 
8. The questionnaire was posted on the website "www.my3q.com," and participants' IP 
addresses were untraceable to the degree allowed by technology. 
9. All participants received an untraceable password provided by my3q.com in order to 
prevent unauthorized individuals from filling in the questionnaire. The instructions 
"Do not re-submit the questionnaire" were provided to all participants. 
10. When participants participate in the research, the regions of birth and regions to fill 
out the questionnaire must be same in order to avoid mistakes, such as people born in 
Taiwan, but filling out in Mainland China. 
11. The data collection began after Lynn University's IRB approval. 
Ethical Considerations 
1. For the protection of the subjects, an application was made to the Institutional Review 
Board (IRB) and submitted to Lynn University. The special aspects of this board 
review were governed by the CFR (45 CFR 46 101 [h]). 
2. After approval by Lynn University's IRB, the data collection process initiated. 
3. The participants were provided an explanation of the dissertation research, including 
purposes, procedures, possible risks, potential benefits, anonymity, and the right to 
withdraw from the study. 
4. Participants were informed that all data collected are anonymous, and a code number 
provided for each survey. 
5. The surveys and the responses will be kept on the researcher's password-protected 
computer for a period of five years then the data from this research will be destroyed. 
6. All participants could immediately stop at any time if they felt uncomfortable or 
unwilling to finish the survey. 
7. The data collection process was conducted after the researcher received IRE3 approval 
for data collection. 
8. At the completion of the data collection, the principal researcher submitted a Report 
on the Termination of the Project to the Lynn University IRB. 
Methods of Data Analysis 
The Statistics Package of Social Science (SPSS) for Windows version 13.0 was 
used to conduct data analyses on collected data. A variety of statistical measures were 
used, including descriptive statistics, ANOVA, MANOVA, and multiple regression 
analysis. SPSS was also utilized to report coefficient alphas for modified instruments in 
order to address reliability and validity of the instrument. 
Frequency distributions were used to illustrate socio-demographic characteristics 
such as education, gender, years of business and negotiation experiences, and years of 
residence in foreign countries of participants from companies listed on the stock markets 
in Taiwan, Hong Kong and Mainland China. 
For Research Questions 1, 2, 4, 5, 6 and 7, a MANOVA was employed to 
investigate the relationship between cultural characteristics, socio-demographic 
characteristics and their perceived differences in negotiation styles between individual 
from Taiwan, Hong Kong, and Mainland China. For Research Question 3, an ANOVA 
was conducted to investigate individualism/collectivism characteristics in the three 
regions, and MANOVA was employed to investigate the relationship between cultural 
characteristics and their perceived differences in negotiation styles between individuals 
from Taiwan, Hong Kong, and Mainland China. 
The regression models below indicate what variables are going to be tested: 
To test dimension of Factual style: 
NSFS = a+biE+bzR+b3I/C+bdSD 
To test dimension of Intuitive style: 
NSIS = a+biE+bzR+bsI/C+ b4SD 
To test dimension of Normative style: 
NSNS = a+biE+bzR+b3I/C+ b4SD 
To test dimension of Analytical style: 
NSAS = a+biE+bzR+b3l/C+ b4SD 
NSFS=Negotiation style (Factual style) 
NSIS=Negotiation style (Intuitive style) 
NSNS=Negotiation style (Normative style) 
NSAS=Negotiation style (Analytical style) 
E=Education 
R=Religion 
I/C= Degree of Individualism/Collectivism Characteristics 
SD=Socio-Demographic Attributes 
Evaluation of Research Methods 
Since the 1990s, the use of the quantitative method has become more and more 
common (Giovannini, MacDiarmid, Calistri, & Conte, 2004). Below are several 
advantages that quantitative methodology offered this study: 
(a) A quantitative approach has the advantage of being able to compare and 
contrast between cultures through different organizations (Cabrera, & 
Bonache, 1999). 
(b) The quantitative approach takes studies from longitudinal research then 
applied them to cross-sectional research (Richards, 2001), and defined 
relationships between dependent and independent variables within the 
population (Leahy, 2004; Debra, 1995). 
(c) The quantitative approach can be self-reported (Ali, Oatley, & Toner, 2002). 
(d) This method has the ability to predict (Worrall, 2000), and produce clearer, 
more conclusive results for the causal observer (Labaree, 2003). 
(e) Gay (1996) indicated that quantitative research has the ability to build a 
connection between two or more variables. 
( f )  The quantitative method has an advantage when studies are done over a large 
population (Sameer, Jasmine, & Ron, 1996) or sample size (Reed, 1997). 
The results provide a way to generalize for the survey population (Richards, 
2001; Chapman, Coll, & Meeck, 1999). 
(g) Patton (1990) indicated that "the advantage of the quantitative approach is that 
it is possible to measure the reactions of many subjects to a limited set of 
questions, thus facilitating comparison and statistical aggregation of data" (p. 
165). 
(h) The methods employed valid and reliable research instruments that 
contributed to internal validity. 
(i) The survey was equally distributed to three different industries to avoid 
concentrating on a specific industry and to create more comprehensive results. 
Cj) For the data analysis, the statistical procedures considered were suitable to 
answer the research questions and analyze the hypotheses of the study. This 
helped strengthen the overall internal validity of the study. 
The weaknesses of this study's design were as follows: 
(a) Edwards (1998) indicated that the quantitative method has the disadvantage 
that "the results often fail to take into account the unique characteristics of 
individual cases" (p. 53). 
(b) In the quantitative method "issues are only measured if they are known prior 
to the beginning of the survey" (McCullough, 1997, phrase 10). 
(c) The fact that only half sectors among the TSEC, the HKEx, the SSE, and the 
Shanghai Stock Exchange were examined may raise questions about the 
external validity of this study due to the fact that the participants did not 
represent everyone engaged in business negotiations among Taiwan, Hong 
Kong, and Mainland China. 
Summary 
Chapter I11 presented the research methods employed in answering the research 
questions and testing the hypotheses for this study about cultural differences and 
negotiation styles between Taiwan, Hong Kong, and Mainland China. The purpose of 
this study was to better understand how cultural differences impact the negotiation styles 
of individuals from these three areas. 
Dr. Pierre Casse and Dr. Surinder Deols' model of four negotiation styles and 
Hofstede's model of individualism/collectivism characteristics were utilized in 
developing the research design. Additionally, the model provides socio-demographic 
data including gender, age, work experiences, and years of residence in foreign countries 
as well as independent variables. The questionnaire was developed by the researcher 
based on the four negotiation styles developed in 1985 by Dr. Pierre Casse and Dr. 
Surinder Deol. 
In Chapter IV, the researcher will present the following: ,1) Reliability analyses 
related to the questionnaires of individualistic/collectivist attitudes and four negotiation 
styles; 2) exploratory factor analyses to establish construct validity for the 
instrumentation of four negotiation styles; 3) MANOVA results related to the exploration 
of the seven research question; and 4) results from the testing of $he three hypotheses 
using multiple regression. 
CHAPTER IV 
DATA ANALYSIS AND RESULTS 
The purpose of this study was to explore the relationships among negotiation 
styles (analytical, normative, factual, and intuitive), culture (education, religion, and 
characteristics of individualism or collectivism), and socio-demographic characteristics 
(gender, age, work experiences, and years of residence in foreign countries). 
This research examined the cultural factors and socio-demographic characteristics 
(independent variables) that affected the frequency of employment of four negotiation 
styles (dependent variables). The research used a survey questionnaire to test the 
relationship between dependent and independent variables. The impact of 
socio-demographic attributes were also examined. All participants, CEOs and sales and 
purchase managers, were randomly selected from public companies in several industries 
in Taiwan, Hong Kong and Mainland China. 
This chapter presents the results of the study. The instrument validation which 
contains the reliability and factor analysis is also discussed. The internal consistency 
reliability of this instrument was examined by using Cronbach's alpha. The construct 
validity of the instrument was analyzed using exploratory factor analysis. The 
subsequent section summarizes the profiles of participants and organizations. 
The next section will present the results from the analyses of variance 
(MANOVA), which was used to analyze the four negotiation styles, cultures and 
socio-demographic characteristics of participants in Taiwan, Hong Kong, and Mainland 
China. The final section presents the outcome of the step-wise multiple regression 
analyses. 
In this study, 4,605 invitations were e-mailed to public companies' CEOs and 
sales and purchase managers in Taiwan, Hong Kong, and Mainland China by a stratified 
probability sampling plan. A hyper-link to the survey web site was provided on each 
invitation e-mail. Participants who chose to take part in. the study were directed to the 
survey. Data collection lasted for one month, and 860 questionnaires were returned. 
However, 251 questionnaires were incomplete or invalid. There were 168 usable 
questionnaires from Taiwan; 179 from Hong Kong, and 262 from Mainland China. A 
total of 609 usable questionnaires were obtained for data analysis. All questionnaires 
were coded for statistical analysis with the Statistical Package for Social Sciences (SPSS) 
computer software program. 
Reliability Analysis 
Cronbach's coefficient a was used to analyze variables that are composed of 
several scale items. In this study, the internal consistency reliability was measured by 
using Cronbach's coefficient a according to the mean or average correlation of each item 
with every other item. 
Initially, the internal consistency reliability of the individualist/collectivist 
characteristics and four negotiation styles were assessed and the reliability coefficients of 
each subscale showed as follows: 1) individualist/collectivist characteristics (10 items); 
Cronbach a=0.74; 2) analytical negotiation styles (18 items): Cronbach a=0.87; 3) 
normative negotiation styles (1 8 items): Cron bac h a=0.75 ; 4) factual negotiation 
styles (18 items): Cronbach a=0.8  5 ; and 5) intuitive negotiation styles (18 items): 
Cronbach a=0.82. 
Leech, Barrett, and Morgan (2005) recommend that Cronbach's a value should be 
above 0.70, but Lin (2006) states that Cronbach's a value in basic research should be at 
least 0.80. For higher internal consistency reliability, four questions were removed from 
the questionnaire of individualist~collectivist characteristics, and the Cronbach's a value 
became 0.81. Eight questions were removed from the questionnaire of analytical 
negotiation style, and the Cronbach's a value became 0.92. Eight questions were 
removed from the questionnaire of normative negotiation style, and the Cronbach's a 
value rose to 0.87. Eight questions were removed from the questionnaire of factual 
negotiation style, and the Cronbach's a value increased to 0.88. Eight questions were 
removed from the questionnaire of intuitive negotiation style, and the Cronbach's a value 
became 0.86. Therefore, all Cronbach's alpha values in this study were above 0.8. 
The internal consistency reliability of instruments of this study was therefore considered 
sufficient for social science research, as shown in Table 4- 1. 
Table 4-1 
Reliability Statistics of Individualism/Collectivism Characteristics and Four Negotiation 
Styles afrer Item Deletion 
Variable Cronbach's a Coefficient Items 
Individualism/Collectivism 0. 81 6 
Analytical Negotiation Style 0.92 10 
Normative Negotiation Style 0. 87 10 
Factual Negotiation Style 0. 88 10 
Intuitive Negotiation Style 0. 86 10 
Exploratory Factor Analysis 
The primary intentions of factor analysis were to inspect the associations among 
variables, according to the correlations between variables and to examine whether there 
are underlying factors. 
The Kaiser-Meyer-Olkin (KMO) test and Bartlett's test had to be examined before 
performing factor analysis. KMO indicates whether or not enough items are predicted 
by each construct, and Bartlett's test indicates whether or not the items are correlated 
highly enough to provide a reasonable basis for factor analysis. According to Lin 
(2006), a KMO value larger than 0.50 is acceptable, and in 2005, Leech, Barrett, and 
Morgan found that Bartlett's test should be significant. The KMO value for the 
variables used in the study was 0.54, and Bartlett's test was significant, which means all 
negotiation styles in this study were sufficient for social science research and factor 
analysis, and could therefore be performed. 
Principal axis factor analysis was employed to examine the underlying structure. 
For the Negotiation Style Questionnaire, 40 items were examined by principal axis factor 
analysis. These items were categorized into four negotiation styles. Each negotiation 
style was combined with several items that participants needed to respond to in the 
questionnaire. 
The minimum acceptable factor loading was 0.30 (Crocker & Algina, 1986; Hair, 
Anderson, Tatham, & Black, 1998). In 1999, Goodwin and Goodwin indicated that if a 
factor loading is less than 0.30, the variable should not be considered a part of the factor. 
All of the factor loadings in the study were above 0.30, indicating that the construct 
validity was acceptable as shown in Table 4-2. 
Table 4-2 
Factor Item Loadings for the Four Dimensions of Negotiation Style Questionnaire 
Factor Item Loadings Items 1 2 3 4 
Item #3 105: Analytical Negotiation Style 0.443 
Item #3 106: Analytical Negotiation Style 0.746 
Item #3 107: Analytical Negotiation Style 0.691 
Item #3 109: Analytical Negotiation Style 0.521 
Item #3 11 0: Analytical Negotiation Style 0.739 
Item #3 112: Analytical Negotiation Style 0.627 
Item #3 113: Analytical Negotiation Style 0.746 
Item #3 114: Analytical Negotiation Style 0. 739 
Item #3 115: Analytical Negotiation Style 0.510 
Item #3 11 8: Analytical Negotiation Style 0.644 
Item #3202: Normative Negotiation Style 
Item #3203: Normative Negotiation Style 
Item #3204: Normative Negotiation Style 
Item #3208: Normative Negotiation Style 
Item #32 10: Normative Negotiation Style 
Item #3212: Normative Negotiation Style 
Item #32 14: Normative Negotiation Style 
Item #3216: Normative Negotiation Style 
Item #32 17: Normative Negotiation Style 
Item #32 18: Normative Negotiation Style 
Item #3304: Factual Negotiation Style 
Item #3308: Factual Negotiation Style 
Item #33 10: Factual Negotiation Style 
Item #33 11: Factual Negotiation Style 
Item #33 13: Factual Negotiation Style 
Item #33 14: Factual Negotiation Style 
Item #33 15: Factual Negotiation Style 
Item #33 16: Factual Negotiation Style 
Item #33 17: Factual Negotiation Style 
Item #33 18: Factual Negotiation Style 
Item #3402: Intuitive Negotiation Style 
Item #3403: Intuitive Negotiation Style 
Item #3404: Intuitive Negotiation Style 
Item #3407: Intuitive Negotiation Style 
Item #3409: Intuitive Negotiation Style 
Item #3411: Intuitive Negotiation Style 
Item #3412: Intuitive Negotiation Style 
Item #3413: Intuitive Negotiation Style 
Item #3414: Intuitive Negotiation Style 
Item #3417: Intuitive Negotiation Style 
Socio-Demographic Descriptive Analysis 
Table 4-3 shows that among the 609 respondents, 453 (74.4%) were male and 156 
(25.6%) were female. In this study, 243 (39.9%) earned an annual income of less than 
US $35,000. There were 140 (23.0%) who earned from US $35,001 to $50,000; 164 
(26.9%) who earned from US $50,001 to $65,000; and 62 (10.2%) who earned more than 
US $65,000. In this study, 39 respondents (6.4%) held a high school diploma or 
equivalent; 23 respondents (3.8%) had an associate degree; 319 respondents (52.4%) 
were college or university graduates; and 228 respondents (37.4%) had a graduate degree. 
In terms of religion, 165 respondents (27.1%) were Buddhist; 67 (1 1.0%) were 
Christian; 38 (6.2%) were Muslim; and 339 (55.7%) were others. The largest number, 
nearly a third, 168 (27.6%) of respondents were from Taiwan; 179 (29.4%) were from 
Hong Kong; and 262 (43.0%) were from Mainland China. Respondents' age ranged 
fro'm 35 to 45 years old. There were 169 (27.7%) respondents under 35 years old; 258 
(42.4%) between 35 and 45 years old; 132 (21.7%) from 46 to 55 years old; and 50 (8.2%) 
who were older than 55. The frequency distribution of respondents' business experience 
is shown in Table 4-3. 
Table 4-3 
Manager Profile: Frequency Distribution of Socio-Demographic Characteristics I 
Socio-Demographic Characteristics I 
Frequency Percent 
Gender Male 453 74.4 
Female 156 25.6 
Income Under US $35,000 243 39. 9 
US $35,001-50,000 140 23.0 
US $50,001-65,000 164 26.9 
More than US $65,000 62 10.2 
Last Degree Completed High School Diploma or 39 6.4 Equivalent 
Associate Degree 23 3. 8 
Bachelor Degree 319 52.4 
Graduate Degree 228 37.4 
Religious Affiliation Buddhist 
Christian 
Muslim 
Other 
I Regions of Birth Taiwan 168 27. 6 
Hong Kong 179 29.4 
Mainland China 262 43.0 
Filling Out the Questionnaire Taiwan 168 27. 6 
Hong Kong 179 29.4 
Mainland China 262 43.0 
Under 35 
35-45 
46-55 
Table 4-4 shows that most of the respondents had 11 to 20 years of business 
experience. Among the respondents, 179 (29.4%) had less than five years of business 
experience; 149 (24.5%) had from 5 to 10 years; 188 (30.8%) had 11 to 20 years; 93 
(15.3%) had more than 20 years of business experience. The largest number of 
participants, 221 (36.3%) has less than five years of negotiating experience; 123 (20.2%) 
had from 5 to10 years; 157 (25.8%) had from 11 to 20 years; and 108 (17.7%) had more 
than 20 years of negotiating experience. 
Three hundred and thirty-eight (55.5%) respondents reported that Chinese was 
their native language; that for 64 (10.5%) respondents it was Taiwanese; the native 
language of 202 (33.2%) respondents was Cantonese; and five (0.8%) respondents 
claimed to speak an other language, which was usually English. Among the 
respondents, 537 (88.2%) spoke English; 2 (0.3%) spoke Spanish; 18 (3.0%) spoke an 
Indian Language; and 52 (8.5%) respondents speak another language. More than half of 
the respondents, 314 (51.5%) never lived in a foreign country; 205 (33.7%) respondents 
had lived in foreign countries for one to three years; 56 (9.2%) respondents had lived in 
foreign countries from four to six years:, and 34 (5.6%) respondents had lived in foreign 
countries for more than six years. The frequency distribution of respondents living in 
foreign countries is shown in Table 4-4. 
Table 4-4 
Manager ProJile: Frequency Distribution of Socio-Demographic Characteristics II 
Socio-Demographic Characteristics I1 
Frequency Percent 
Business Experience Under 5 179 29.4 
5-10 149 24.5 
11 -20 188 30. 8 
More than 20 93 15.3 
Negotiating Experience Under 5 
5-10 
11-20 
More than 20 
Native Language 
Other Languages 
Chinese 
Taiwanese 
Cantonese 
Other 
English 537 88.2 
Spanish 2 0.3 
Indian Language 18 3.0 
Other(s) 52 8. 5 
Lived in Foreign Countries Never 314 51.6 
1-3 years 205 33.7 
4-6 years 56 9.2 
More than 6 years 34 5.6 
Research Questions Explored 
Research Question 1 
For the first research question, "Is the education of managers or negotiators of 
public companies in Taiwan, Hong Kong and Mainland China a significant factor 
affecting their negotiation styles?" a multivariate analysis of variance (MANOVA) was 
used to investigate the relationship between education and perceived differences in 
negotiation styles among employees in Taiwan, Hong Kong, and Mainland China. The 
independent variable of this study was education. The dependent variable was 
negotiation style (analytical, normative, factual, and intuitive). This Research Question 
was divided into the following four sub-questions: 
la. Is there a significant relationship between the factual negotiation style and the 
education of managers or negotiators of public companies in the three 
regions? 
lb. Is there a significant relationship between the intuitive negotiation style and 
the education of managers or negotiators of public companies in the three 
regions? 
lc. Is there a significant relationship between the normative negotiation style and 
the education of managers or negotiators of public companies in the three 
regions? 
Id. Is there a significant relationship between the analytical negotiation style and 
the education of managers or negotiators of public companies in the three 
regions? 
The value of Wilks' Lambda was F = 2.859 (p<0.001), and that MANOVA for 
the interaction of education and region was significant. The Test of Between-Subject 
Effect, as shown in Table 4-5, indicated that the interaction between the education and 
regions was a significant factor 0,<0.05) in affecting the normative, analytical and 
intuitive negotiation styles but the interaction between the education and regions was not 
a significant factor 0, > 0.05) in affecting the factual negotiation style. 
Table 4-5 
Test of Between-Subject ESfect of Education Level 
Test of Between-Subject Effect 
Normative Analytical Factud Intuitive 
F P F P F P F P 
Education 
Level 1.126 0.338 2.229 0.084 2.229 0.084 5.189 0.002 
Regions 228 139 0.000 104.271 0.000 47.861 0.000 59.575 0.000 
~dicat ion 
* Regions 2.333 0.041 7.854 8.000 1.518 0.182 8.867 0.000 
Research Question l a  
The interaction between education and regions is not a significant variable 
affecting the factual negotiation style of business negotiators. That is, the factual 
negotiation style of business people in the three regions does not depend on the 
differences in education among the three regions (Table 4-5). 
Research Question 1 b 
Table 4-6 presents the results of the test on the intuitive negotiation style. Here 
4 
the education in multi-variable analysis for the high school diploma or equivalent group 
was a significant factor affecting the intrlitive negotiation style. The value of Wilks' 
Lambda was F= 84.377, p<0.001, and the value of the Test of Between-Subject Effect 
was F= 13.254, p<0.001. The education in multi-variable analysis in the associate 
degree group was a significant factor affecting the intuitive negotiation style, and the 
value of Wilks' Lambda was F= 13.640, p<0.001, and the value of the Test of 
Between-Subject Effect was F= 20.384, p<0.001. The education in multi-variable 
analysis in the bachelor degree group was a significant factor affecting the intuitive 
negotiation style, and the value of Wilks' Lambda was F=149.025, p<0.001, and the 
value of the Test of Between-Subject Effect was F= 121.524, p<0.001. The education 
in multi-variable analysis in the graduate degree group was a significant factor affecting 
the intuitive negotiation style, and the value of Wilks' Lambda was F= 122.005,p<0.001, 
and the value of the Test of Between-Subject Effect was F= 1 1  1.698, p<O.OOl. 
Table 4-6 
Multivariate Test and Test of Between-Subject Effect on Intuitive Negotiation Style for 
Education 
Dependent Education Multivariate Test Test of Between- 
Variable (Wilks' Lambda) Subject Effect 
F d f P F P 
Intuitive High 84. 377 8. 000 0. 000 13. 254 0. 000 
or Equivalent 
Associate Degree 13.640 4.000 0.000 20.384 0.000 
Bachelor Degree 149.025 8.000 0.000 121.542 0.000 
Graduate Degree 122.005 8.000 0.000 111.698 0.000 
Total mean scores of education for each region, based on the intuitive negotiation 
style, were as follows: high school diploma or equivalent (Taiwan = 2.900, Hong Kong = 
3.612, and Mainland China = 3.020), associate degree (Taiwan = 4.200 and Hong Kong = 
3.400), bachelor degree (Taiwan = 3.714, Hong Kong = 3.386, and Mainland China = 
2.878) and graduate degree (Taiwan = 3.624, Hong Kong = 3.406, and Mainland China = 
2.792) as shown in Table 4-7. 
Table 4-7 
Estimated Marginal Means on Intuitive Negotiation Style for Education 
Dependent Education Regions Mean Standard Variable Deviation 
Intuitive High School Diploma Taiwan 
or Equivalent 2,900 0.144 
Hong Kong 3.612 0.093 
Mainland China 3.020 0.099 
Associate Degree Taiwan 4.200 0.157 
Hong Kong 3.400 0.083 
Bachelor Degree Taiwan 3.714 0.046 
Hong Kong 3.386 0.046 
Mainland China 2.878 0.032 
Graduate Degree Taiwan 3.624 . 0.041 
Hong Kong 3.406 0.045 
Mainland China 2.792 0.040 
As for intuitive negotiation style, the mean difference of the Post Hoc Test for the 
high school diploma or equivalent groups, the Hong Kong group had the highest 
significant value; as for the bachelor and graduate degree groups, the Taiwan group had 
the highest significant value (Table 4-8). It means that negotiators from Hong Kong 
who have a high school diploma or equivalent prefer to employ the intuitive negotiation 
style more so than negotiators from Mainland China and Taiwan, and negotiators from 
Taiwan with the education of bachelor and graduate degrees mostly employ the intuitive 
negotiation style as opposed to negotiators from Hong Kong and Mainland China. 
Table 4-8 
Multiple Comparisons of Post Hoc Tests on Intuitive Negotiation Style for Education 
Dependent Education Regions (I) Regions (J) Mean 
Variable Difference Post Hoc 
tr-.n Test 
Intuitive High School 
Diploma or Taiwan Hong Kong 
Equivalent 
Mainland 
China 
Hong Kong Taiwan 
Mainland 
China 
Mainland 
China 
Hong Kong 
Bachelor Taiwan Degree Hong Kong 
- 
Mainland 
China 
Hong Kong Taiwan 
Mainland 
China 
Mainland Taiwan 
China 
Hong Kong 
Graduate Taiwan Degree Hong Kong 0.218* 
Mainland 
China 0.833* 
' Hong Kong Taiwan -0.218* TW > HK > 
Mainland 0.615* CN China 
Mainland Taiwan 
China -0. 833* 
Hong Kong -0.61 5* 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between education and regions 
is a significant variable affecting the intuitive negotiation style of business negotiators of 
the three regions. 
Research Question l c  
As Table 4-9 presents the results of the test on the normative negotiation style, the 
education in the high school diploma or equivalent group was a significant factor 
affecting the normative negotiation style, and the value of Wilks' Lambda was F= 
84.377, p<0.001, and the value of the Test of Between-Subject Effect was F=64.037, 
p<0.001. The education in the associate degree group was a significant factor affecting 
the normative negotiation style, and the value of Wilks' Lambda was F= 13.640, 
p<0.001, and the value of the Test of Between-Subject Effect was F= 10.377, p<0.001. 
The education in the bachelor degree group was a significant factor affecting the 
normative negotiation style, and the value of Wilks' Lambda was F=149.025, p<0.001, 
and the value of the Test of Between-Subject Effect was F= 244.164, p<0.001. The 
education in the graduate degree group was a significant factor affecting the normative 
negotiation style, and the value of Wilks' Lambda was F= 122.005, p<0.001, and the 
value of the Test of Between-Subject Effect was F= 229.5 19, p<O.OO 1. 
Table 4-9 
Multivariate Test and Test of Between-Subject Effect on Normative Negotiation Style for 
Education 
Dependent Education Multivariate Test Test of Between- 
Variable (Wilks' Lambda) Subject Effect 
F d f P F P 
Normative High School Diploma 
or Equivalent 84.377 8.000 0.000 307.309 0.000 
Associate Degree 13.640 4.000 0.000 10.377 0.004 
Bachelor Degree 149.025 8.000 0.000 244.164 0.000 
Graduate Degree 122.005 8.000 0.000 229.519 0.000 
Total mean scores of education for each region, based on the normative 
negotiation style, were as follows: high school diploma or equivalent (Taiwan = 4.300, 
Hong Kong = 2.441, and Mainland China = 3.700), associate degree (Taiwan = 3.900 and 
Hong Kong = 2.883), bachelor degree (Taiwan = 4.184, Hong Kong = 2.783, and 
Mainland China = 3.764) and graduate degree (Taiwan = 4.134, Hong Kong = 2.745, and 
Mainland China = 3.676) as shown in Table 4-10. 
Table 4-1 0 
Estimated Marginal Means on Normative Negotiation Slyle for Education 
Dependent Variable Education Regions Mean Standard Deviation ~- ~ 
Normative High School Taiwan 
~ ip loma  or 4.300 0.071 
Equivalent 
Hong Kong 2.441 0.046 
Mainland China 3.700 0.049 
Associate. Degree Taiwan 3.900 0.279 
Hong Kong 2.883 0.147 
Mainland China 
Bachelor Degree Taiwan 4.184 0.047 
Hong Kong 2.783 0.046 
Mainland China 3. 746 0.032 
Graduate Degree Taiwan 4.134 0.044 
Hong Kong 2.745 0.048 
Mainland China 3.676 0.043 
As for normative negotiation style, the mean difference of the Post Hoc Test 
among subjects at all level groups of education (high school diploma or equivalent group, 
bachelor degree and graduate degree), the Taiwan group had the highest significant value, 
as shown in Table 4-11. It means that negotiators from Taiwan with high school 
diploma or equivalent, bachelor and graduate degrees prefer to employ the intuitive 
negotiation style more so than negotiators from Mainland China and Hong Kong with the 
same credentials. 
Table 4- 1 1 
Multiple Comparisons of Post Hoc Tests on Normative Negotiation Style for Education 
Dependent Education Regions (I) Regions (J) kean Post Hoc 
Variable Difference (I-J) Test 
Normative High School 
Diploma or Taiwan Hong Kong 1.859* 
~ ~ i i v a l e n t  
Mainland 
China 0.600* 
-1. 859* TW>CN Hong Kong Taiwan 
Mainland >HK 
China -1.259* 
Mainland Taiwan 
China 
Hong Kong 1.259* 
Bachelor Taiwan Hong Kong l.401* Degree 
- 
Mainland 
China 0.438* 
Hong Kong Taiwan -1.401* TW >CN 
Mainland 
-0.963* > HK China 
Mainland Taiwan 
China 
Hong Kong 0.963* 
Graduate Taiwan Hong Kong 1.389* Degree 
Mainland 
China 0.458* 
Hong Kong Taiwan -1.389* TW>CN 
Mainland 
-0.930* > HK China 
Mainland Taiwan 
China 
Hong Kong 0.930* 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between education and regions 
is a significant variable affecting the normative negotiation style of business negotiators 
of the three regions. 
Research Question Id 
Table 4-12 presents the results of the test on the analytical negotiation style. The 
test found that the education in multi-variable analysis for the high school diploma or 
equivalent group was a significant factor affecting the analytical negotiation style, and 
the value of Wilks' Lambda was F= 84.377, p<0.001, and the value of the Test of 
Between-Subject Effect was F=60.449, p<0.001. The education in multi-variable 
analysis in the associate degree group was a significant factor affecting the analytical 
negotiation style, and the value of Wilks' Lambda was F= 13.640,p<O.O01, and the value 
of the Test of Between-Subject Effect was F= 7.242, p<0.05. The education in 
multi-variable analysis in the bachelor degree group was a significant factor affecting the 
analytical negotiation style, and the value of Wilks' Lambda was F=149.025, p<0.001, 
and the value of the Test of Between-Subject Effect was F= 214.536, p<0.001. The 
education in multi-variable analysis in the graduate degree group was a significant factor 
affecting the analytical negotiation style, and the value of Wilks' Lambda was F= 
122.005, p<0.001, and the value of the Test of Between-Subject Effect was F= 82.788, 
p<O.OOl. 
Table 4-12 
Multivariate Test and Test of Between-Subject Effect on Analytical Negotiation Style for 
Education 
Dependent Education Multivariate Test Test of Between- 
variable milks' Lambda) Subject Effect 
F d f P F P 
Analytical High School Diploma 
or Equivalent 84.377 8.000 0.000 60.449 0.000 
~ssociate Degree 13.640 4.000 0.000 7.242 0.014 
Bachelor Degree 149.025 8.000 0.000 214.536 0.000 
Graduate Degree 122.005 8.000 0.000 82.788 0.000 
Total mean scores of education for each region, based on the analytical 
negotiation style, were as follows: high school diploma or equivalent (Taiwan = 2.900, 
Hong Kong = 3.741, and Mainland China = 4.160), associate degree (Taiwan = 2.600 and 
Hong Kong = 3.422), bachelor degree (Taiwan = 2.638, Hong Kong = 3.545, and 
Mainland China = 4.027) and graduate degree (Taiwan = 2.830, Hong Kong = 3.742, and 
Mainland China = 3.690) as shown in Table 4-13. 
Table 4- 13 
Estimated Marginal Means on Analytical Negotiation Style for Education 
Dependent Variable Education Regions Mean Standard Deviation 
Analytical High School Taiwan 
Diploma or 2.900 0.095 
Equivalent 
Hong Kong 3.741 0.061 
Mainland China 4. 160 0.065 
Associate Degree Taiwan 2.600 0.270 
Hong Kong 3.422 0.142 
Bachelor Degree Taiwan 2.638 0.055 
Hong Kong 3.545 0.055 
Mainland China 4. 027 0.038 
Graduate Degree Taiwan 2.830 0.056 
Hong Kong 3.742 0.061 
Mainland China 3.690 0.054 
As for the analytical negotiation style, the mean difference of the Post Hoc Test of 
the high school diploma or equivalent group and the bachelor degree group, the Mainland 
Chiia group showed the highest significant value but as for the graduate degree group, 
the Hong Kong group had the highest significant value as shown in Table 4-14. It 
means that negotiators from Mainland China with the education of high school diploma 
or equivalent and bachelor degree prefer to employ the intuitive negotiation style more so 
than negotiators from Taiwan and Hong Kong, and negotiators from Hong Kong with the 
education of graduate degree mostly employ the intuitive negotiation style more so than 
negotiators from Mainland China and Taiwan. 
Table 4- 14 
Multiple Comparisons ofPost Hoc Tests on Analytical Negotiation Style for Education 
Dependent Education Regions (I) Regions (4 Mean Post Hoc 
Variable Difference (1-4 Test 
Analytical High School 
Diploma or Taiwan Hong Kong -0. 841* 
Equivalent 
Mainland 
China -1.260* 
Hong Kong Taiwan 0.841* CN>TW 
Mainland > HK 
China -0.419* 
Mainland Taiwan 
China 
Hong Kong 0.419* 
Bachelor Taiwan Hong Kong -0.907* Degree 
Mainland 
China -1.389* 
Hong Kong Taiwan 0.907* CN > HK 
Mainland 
-0.483* > TW China 
Mainland Taiwan 
China 
Hong Kong 0.483* 
Graduate Taiwan Hong Kong -0.912* Degree 
Mainland 
China -0. 860* 
Hong Kong Taiwan 0.912* HK > CN 
- - 
Mainland 0.0528 > TW China 
Mainland Taiwan 
China 
Hong Kong -0.052 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between education and regions 
is a significant variable affecting the analytical negotiation style of business negotiators 
of the three regions. 
Research Question 2 
For the second research question, "Is the religious beliefs of managers or 
negotiators of public companies in Taiwan, Hong Kong and Mainland China a significant 
factor affecting their negotiation styles?" MANOVA was used to investigate the 
relationship between religious beliefs and.perceived differences in negotiation styles 
among employees in Taiwan, Hong Kong, and Mainland China. The dependent variable 
was negotiation style (analytical, normative, factual, and intuitive). This research 
question was divided into the following four sub-questions: 
2a. Is there a significant relationship between the factual negotiation style and 
religious beliefs of managers or negotiators of public companies in the three 
regions? 
2b. Is there a significant relationship between the intuitive negotiation style and 
religious beliefs of managers or negotiators of public companies in the three 
regions? 
2c. Is there a significant relationship between the normative negotiation style and 
religious beliefs of managers or negotiators of public companies in the three 
regions? 
2d. Is there a significant relationship between the analytical negotiation style and 
religious beliefs of managers or negotiators of public companies in the three 
regions? 
The value of Wilks' Lambda was F = 5.159 @<0.001), MANOVA for the 
interaction of religion and regions was significant. The Test of Between-Subject Effect, 
as shown in Table 4-15, indicated that the interaction between the religion and regions 
was a significant factor @<0.05) in affecting the normative, analytical, factual and 
intuitive negotiation styles. 
Table 4-1 5 
Test of Between-Subject Effect of Religious Beliefs 
Test of Between-Subject Effect 
Normative Analytical Factual Intuitive 
F P F P F P F P 
Religion 2.548 0.055 7.925 0.000 4.215 0.006 1.112 0.343 
Regions 243.875 0.000 99.172. 0.000 38.984 0.000 126.576 0.000 
~ e z ~ i o n  * 
Regions 5.275 0.000 4.163 0.002 2.890 0.022 9.083 0.000 
Research Question 2a 
As Table 4-16 presents the results of the test on the factual negotiation style, the 
religion in multi-variable analysis for the Buddhist group was a significant factor 
affecting the factual negotiation style, and the value of Wilks' Lambda was F= 88.697, 
p<0.001, and the value of the Test of Between-Subject Effect was F= 47.926, p<0.001. 
The religion in multi-variable analysis in the Christian group was a significant factor 
affecting the factual negotiation style, and the value of Wilks' Lambda was F= 119.719, 
p<0.001. The value of the Test of Between-Subject Effect F= 0.81 1 ,  p= 0.371 was not 
significant. The religion in the Muslim group was a significant factor affecting the 
' factual negotiation style, and the value of Wilks' Lambda was F= 133.910, p<0.001, and 
the value of the Test of Between-Subject Effect was F= 21.965, p<O.OOl. The religion 
among the others was a significant factor affecting the factual negotiation style, and the 
value of Wilks' Lambda was F= 159.581, p<0.001, and the value of the Test of 
Between-Subject Effect was F= 24.271,p<O.OOl. 
Table 4- 16 
Multivariate Test and Test of Between-Subject Effect on Factual Negotiation Style for 
Religion 
Dependent Religion Multivariate Test Test of Between 
(Wilks' Lambda) -Subject Effect 
F df P F P 
Factual Buddhist 88.697 8.000 0.000 47.926 0.000 
Christian 19.719 4.000 0.000 0.811 0.371 
Muslim 133.910 4.000 0.000 21.965 0.000 
Other 159.518 8.000 0.000 24.271 0.000 
Total mean scores of religion for each region, based on the factual negotiation 
sele, were as follows: Buddhist (Taiwan = 3.801, Hong Kong = 3.830 and Mainland 
China = 2.814), Christian (Taiwan = 3.767 and Hong Kong = 3.928), Muslim (Taiwan = 
3.600 and Mainland China = 2.658) and "Others" (Taiwan = 3.861, Hong Kong = 33.803 
and Mainland China = 3.303) as shown in Table 4-17. 
Table 4- 17 
Estimated Marginal Means on Factual Negotiation Style for Religion 
Dependent Variable Religion Regions Mean Standard Deviation 
Factual Buddhist Taiwan 3.801 0.046 
Hong Kong 3.830 0.059 
Mainland China 2. 8 14 0.095 
Christian Taiwan 3.767 0.171 
Hong Kong 3.928 0.054 
Muslim Taiwan 3.600 0.187 
Mainland China 2.658 0.073 
Other Taiwan 3.861 0.083 
Hong Kong 3.803 0.085 
Mainland China 3.303 0.047 
As for the factual negotiation style, the mean difference of the Post Hoc Test of 
the Buddhist group, the Hong Kong group had the highest significant value than for those 
from Taiwan and Mainland China; as for the "Other" groups, the Taiwan group had the 
highest significant value than for those from Hong Kong and Mainland China (Table 
4-18). It means that negotiators from Hong Kong in the Buddhist group prefer to 
employ the factual negotiation style more so than negotiators from Taiwan and Mainland 
China, and negotiators from Taiwan in the "Other" groups mostly employ the factual 
negotiation style more so than negotiators from Hong Kong and Mainland China. 
Table 4-1 8 
Multiple Comparisons of Post Hoc Tests on Factual Negotiation Style for Religion 
Dependent Religion Regions (I) Regions (J) Mean Post Hoc Test 
Variable Difference (I-J) 
Factual Buddhist Taiwan Hong Kong -0. 029 
~ a i 2 a n d  
China 0.980* 
Hong Kong Taiwan 0.029 
Mainland 1.015* HK >TW China > CN 
Mainland Taiwan 
China 
Hong Kong -1.015* 
Other Taiwan Hong Kong 0.058 
Mainland 
China 0.558* 
Hong Kong Taiwan -0.058 TW>HK 
Mainland 0.500* > CN China 
Mainland Taiwan 
China -0. 558* 
Hong Kong -0.500* 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between religious beliefs and 
regions is a significant variable affecting the factual negotiation style of business 
negotiators of the three regions. 
Research Question 26 
As Table 4-19 presents the results of the test on the intuitive negotiation style, the 
religion in multi-variable analysis for the Buddhist group was a significant factor 
affecting the intuitive negotiation style, and the value of Wilks' Lambda was F= 88.697, 
p<0.001, and the value of the Test of Between-Subject Effect was F= 28.186, p<0.001. 
The religion in multi-variable analysis in the Christian group was a significant factor 
affecting the intuitive negotiation style, and the value of Wilks' Lambda was F= 119.719, 
p<0.001, and the value of the Test of Between-Subject Effect was F=23.648, p<0.001. 
The religion in multi-variable analysis in the Muslim group was a significant factor 
affecting the intuitive negotiation style, and the value of Wilks' Lambda was F= 133.910, 
p<0.001, and the value of the Test of Between-Subject Effect was F= 78.383, p<0.001. 
The religion in multi-variable analysis among the others was a significant factor affecting 
the intuitive negotiation style, and the value of Wilks' Lambda was F= 159.58 1 ,  p<O.OO 1 ,  
and the value of the Test of Between-Subject Effect was F= 139.853,p<O.OOl. 
Table 4- 19 
Multivariate Test and Test of Between-Subject Effect on Intuitive Negotiation Style for 
Religion 
Dependent Religion Multivariate Test Test of Between 
Variable (Wilks' Lambda) -Subject Effect 
F d f P F P 
Intuitive Buddhist 88.697 8.000 0.000 28.186 0.000 
Christian 19.719 4.000 0.000 23.648 0.000 
Muslim 133.910 4.000 0.000 78.383 0.000 
Other 159.518 8.000 0.000 139.835 0.000 
Total mean scores of religion for each region, based on the intuitive negotiation 
style, were as follows: Buddhist (Taiwan - 3.566, Hong Kong = 3.524 and Mainland 
China = 2.729), Christian (Taiwan = 3.900 and Hong Kong = 3.330), Muslim (Taiwan = 
4.100 and Mainland China = 2.485) and Others (Taiwan = 3.713, Hong Kong = 3.408 
and Mainland China = 2.93 1) (Table 4-20). 
Table 4-20 
Estimated Marginal Means on Intuitive Negotiation Style for Religion 
Dependent Variable Religion Regions Mean Standard Deviation 
Intuitive Buddhist Taiwan 3.566 0.049 
Hong Kong 3.524 0.064 
Mainland China 2. 729 0.102 
Christian Taiwan 3.900 0.112 
Hong Kong 3.330 0.035 
Muslim Taiwan 4.100 0.170 
Mainland China 2.485 0.066 
Other Taiwan 3.713 0.043 
Hong Kong 3.408 0.044 
Mainland China 2.93 1 0.025 
As for the intuitive negotiation style, the mean difference of the Post Hoc Test of 
the Buddhist and "Other" groups, the Taiwan group had the highest significant value than 
for those fiom Hong Kong and Mainland China as shown in Table 4-21. It means that 
negotiators fiom Taiwan in the Buddhist and "Other" groups prefer to employ the 
intuitive negotiation style more so than negotiators fiom Hong Kong and Mainland 
China. 
Table 4-21 
Multiple Comparisons of Post Hoc Tests on Intuitive Negotiation Style for Religion 
Dependent Religion Regions (I) Regions (J) Mean Post Hoc Test 
Variable Difference (I-J) 
Intuitive Buddhist Taiwan Hong Kong 0.041 
Mainland 
China 
Hong Kong Taiwan -0.041 
Mainland 0.795* TW>HK China > CN 
Mainland Taiwan 
China 
Hong Kong -0.795* 
Other Taiwan Hong Kong 0.305* 
Mainland 
China 
Hong Kong Taiwan -0.305* 
- - 
Mainland 0.476* TW>HK China > CN 
Mainland 
China Taiwan 
Hong Kong -0.476* 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between religious beliefs and 
regions is a significant variable affecting the intuitive negotiation style of business 
negotiators of the three regions. 
Research Question 2c 
As Table 4-22 presents the results of the test on normative negotiation style, the 
religion in multi-variable analysis for the Buddhist group was a significant factor 
affecting the normative negotiation style, and the value of Wilks' Lambda was F= 
88.697, p<0.001, and the value of the Test of Between-Subject Effect was F=203.968, 
p<0.001. The religion in multi-variable analysis in the Christian group was a significant 
factor affecting the normative negotiation style, and the value of Wilks' Lambda was F= 
119.719, p<0.001, and the value of the Test of Between-Subject Effect was F=24.749, 
p<0.001. The religion in multi-variable analysis in the Muslim group was a significant 
factor affecting the normative negotiation style, and the value of Wilks' Lambda was F= 
133.910, p<0.001, and the value of the Test of Between-Subject Effect was F= 394.737, 
p<0.001. The religion in multi-variable analysis among the others was a significant 
factor affecting the normative negotiation style, and the value of Wilks' Lambda was F= 
159.581, p<0.001, and the value of the Test of Between-Subject Effect was F= 309.853, 
Table 4-22 
Multivariate Test and Test of Between-Subject Effect on Normative Negotiation Style for 
Religion 
Dependent Religion Multivariate Test Test of Between 
Variable milks' Lambda) -Subject Effect 
F d f P F P 
Normative Buddhist 88.697 8.000 0.000 203.968 0.000 
Christian 19.719 4.000 0.000 24.749 0.000 
Muslim 133.910 4.000 0.000 394.737 0.000 
Other 159.518 8.000 0.000 309.853 0.000 
Total mean scores of religion for each region, based on the normative negotiation 
style, were as follows: Buddhist (Taiwan = 4.182, Hong Kong = 2.624 and Mainland 
China = 3.593, Christian (Taiwan = 3.900 and Hong Kong = 2.895), Muslim (Taiwan = 
4.200 and Mainland China = 3.291) and "Others" (Taiwan = 4.143, Hong Kong = 2.709 
and Mainland China = 3.802) as shown in Table 4-23. 
Table 4-23 
Estimated Marginal Means on Normative Negotiation Style for Religion 
Dependent Variable Religion Regions Mean Standard Deviation 
Normative Buddhist Taiwan 4.182 0.047 
Hong Kong 2.624 0.061 
Mainland China 3. 595 0.098 
Christian Taiwan 3.900 0.193 
Hong Kong 2.895 0.060 
Muslim Taiwan 4.200 0.043 
Mainland China 3.291 0.017 
I .  Other Taiwan 4.143 0.043 
Hong Kong 2.709 0.044 
Mainland China 3.802 0.025 
As for the normative negotiation style, the mean difference of the Post Hoc Test 
of the Buddhist and "Other" groups, the Taiwan group had a higher significant value than 
for those fiom Mainland China and Hong Kong as shown in Table 4-24. It means that 
negotiators fiom Taiwan in the Buddhist and "Other" groups prefer to employ the 
normative negotiation style more so than negotiators from Mainland China and Hong 
Kong. 
Table 4-24 
Multiple Comparisons of Post Hoc Tests on Normative Negotiation Style for Religion 
Dependent Religion Regions (I) Regions (4 Mean Post Hoc Test 
Variable Difference (1-4 
Normative Buddhist Taiwan Hong Kong 1.558* 
Mainland 
China 0.587* 
Hong Kong Taiwan -1. 558* 
Mainland 
-0.971* TW>CN China > HK 
Mainland Taiwan 
China 
Hong Kong 0.971* 
Other Taiwan Hong Kong 1.433* 
Mainland 
China 0.340* 
Hong Kong Taiwan -1.433* 
Mainland 
-1.093* TW>CN China > HK 
Mainland Taiwan 
China -0.340* 
Hong Kong 1.093* 
. * The mean difference is significant at the .@5 level. 
Therefore, it can be concluded that the interaction between religious beliefs and 
regions is a significant variable affecting the normative negotiation style of business 
negotiators of the three regions. 
Research Question 2d 
As Table 4-25 shows the results of the test on the analytical negotiation style, the 
religion in multi-variable analysis for the Buddhist group was a significant factor 
affecting the analytical negotiation style, and the value of Wilks' Lambda was F= 88.697, 
p<0.001, and the value of the Test of Between-Subject Effect was F= 104.458,p<0.001. 
Religion in the Christian group was a significant factor affecting the analytical 
negotiation style, and the value of Wilks' Lambda was F= 119.719, p<0.001, and the 
value of the Test of Between-Subject Effect was F= 53.244, p<0.001. It was also a 
significant factor affecting the analytical negotiation style in the Muslim group with a 
value of Wilks' Lambda of F= 133.910, p<0.001, and the value of the Test of 
Between-Subject Effect was F= 14.403, p=0.001. The religion in multi-variable 
analysis among the others was a significant factor affecting the analytical negotiation 
style, and the value of Wilks' Lambda was F= 159.581, p<0.001, and the value of the 
Test of Between-Subject Effect was F= 124.550,p<O.OOl. 
Table 4-25 
Multivariate Test and Test of Between-Subject Effect on Analytical Negotiation Style for 
Religion 
Dependent Religion Multivariate Test Test of Between 
Variable (Wilks' Lambda) -Subject Effect 
F d f P F P 
Analytical Buddhist 88.697 8.000 0.000 104.458 0.000 
Christian 19.719 4.000 0.000 53.244 0.000 
Muslim 133.910 4.000 0.000 14.403 0.001 
Other 159.518 8.000 0.000 124.550 0.000 
Total mean scores of religion for each region, based on the analytical negotiation 
style, were as follows: Buddhist (Taiwan = 2.745, Hong Kong = 3.550 and Mainland 
China = 3.862), Christian (Taiwan = 2.150 and Hong Kong = 3.705), Muslim (Taiwan = 
3.500 and Mainland China = 4.133) and Others (Taiwan = 2.712, Hong Kong = 3.609 
and Mainland China = 3.902) as shown in Table 4-26. 
Table 4-26 
Estimated Marginal Means on Analytical Negotiation Style for Religion 
Dependent Variable Religion Regions Standard 
Mean Deviation 
' Analytical Buddhist Taiwan 2.754 0.042 
Hong Kong 3.550 0.054 
Mainland China 3. 862 0.087 
Christian Taiwan 2.150 0.203 
Mong Kong 3.705 0.064 
Muslim Taiwan 3.500 0. 156 
Mainland China 4. 133 0.061 
Other Taiwan 2.712 0.066 
Hong Kong 3.609 0.067 
Mainland China 3. 902 0.037 
As for the analytical negotiation style, the mean difference of the Post Hoc Test of 
the Buddhist and "Other" .groups, the Mainland China group had a higher significant 
value than for those from Hong Kong and Taiwan as shown in Table 4-27. It means that 
negotiators from Mainland China in the Buddhist and "Other" groups prefer to employ 
the analytical negotiation style more so than negotiators from Hong Kong and Taiwan. 
Table 4-27 
Multiple Comparisons of Post Hoc Tests on the Analytical Negotiation Style for Religion 
Dependent Religion Regions (I) Regions (J) Mean Post Hoc Test 
Variable Difference (1-4 
Analytical Buddhist Taiwan Hong Kong -0. 796* 
Mainland 
China -1. 108* 
Hong Kong Taiwan 0.796* 
Mainland 
-0.3 12* CN > HK China > TW 
Mainland Taiwan 
China 
Hong Kong 0.312* 
Other Taiwan Hong Kong -0. 897* 
Mainland 
China -1. 191* 
Hong Kong Taiwan 0.897* 
- - 
Mainland 
-0.293* CN > HK China > TW 
Mainland Taiwan 
China 
Hong Kong 0.293* 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between religious beliefs and 
regions is a significant variable affecting the analytical negotiation style of business 
negotiators of the three regions. 
Research Question 3 
For the third research question, "Is the individualist/collectivist attitude of 
managers or negotiators of public companies in Taiwan, Hong Kong and Mainland China 
a significant factor affecting their negotiation styles?" a multivariate analysis of variance 
(MANOVA) was employed to investigate the relationship between 
individualist~collectivist attitude and perceived differences in negotiation styles among 
people from Taiwan, Hong Kong, and Mainland China. The independent variable of 
this study was individualist/collectivist characteristics. The dependent variable was 
negotiation style (analytical, normative, factual, and intuitive). This research question 
was divided into the following four sub-questions: 
3a. Is there a significant relationship between the factual negotiation style and 
individualist/collectivist characteristics of managers or negotiators of public 
companies in the three regions? 
3b. Is there a significant relationship between the intuitive negotiation style and 
individualist/collectivist characteristics of managers or negotiators of public 
companies in the three regions? 
3c. Is there a significant relationship between the normative negotiation style and 
individualist/collectivist characteristics of managers or negotiators of public 
companies in the three regions? 
3d. Is there a significant relationship between the analytical negotiation style and 
individualist~collectivist characteristics of managers or negotiators of public 
companies in the three regions? 
For a representative sample, a total score mean of a measurement between the 
highest and lowest groups should be statistically significant, according to the procedures 
of independent sample test. However, the measurement or achievement test normally 
utilizes the first or the last 27% percentile as a way of grouping. Kelly (1939) stated 
that when the test score is normally distributed, using 27% as a cut-off can have greater 
reliability among items, and lower or greater than the cut-off is used, the result of the 
item reliability is likely to be weakened. To visualize the degree of individualism and 
collectivism for the research, there were 609 useful questionnaires; therefore, the 165 
respondents with the highest scores and the 165 respondents with the lowest scores were 
chosen. 
The study investigated the tendency of individualism/collectivism attitude in 
advance before test research question 3, and found that Hong Kong negotiators are more 
individualistic than negotiators from Taiwan and Mainland China. The study found that 
Taiwan negotiators are more collectivist than negotiators from Mainland China and Hong 
Kong. 
The value of Wilks' Lambda was F=5.175 (p<0.001), the multivariate analysis of 
variance (MANOVA) for the interaction of individualist/collectivist characteristics and 
regions was significant. The Test of Between-Subject Effect, as shown in Table 4-28, 
indicated that the interaction between the individualist/collectivist characteristics and 
regions was a significant factor (p<0.05) in affecting the normative, analytical, factual 
and intuitive negotiation styles. 
Table 4-28 
Test of Between-Subject Efect of Individualism/Collectivism 
Test of Between-Subject Effect 
Normative Analytical Factual Intuitive 
F P F P F P F P 
Individualism 
/Collectivism 24.596 0.000 0.094 0.759 0.732 0.393 28.977 0.000 
Regions 381.027 0.000 159.342 0.000 20.954 0.000 67.204 0.000 
Individualism 
/Collectivism 8.122 0.000 3.281 0.039 4.384 0.013 4.981 0.007 
*Regions 
Research Question 3a 
As Table 4-29 indicates that the individualism/collectivism attitude in 
multi-variable analysis among the individualism group was a significant factor affecting 
the factual negotiation style, and the value of Wilks' Lambda was F= 85.445, p<0.001, 
and the value of the Test of Between-Subject Effect was F= 5.550, p<0.01. The 
individualist/collectivist attitude in multi-variable analysis among the collectivist group 
had been a significant factor affecting the factual negotiation style, and the value of 
Wilks' Lambda was F= 68.739, p<0.001, and the value of the Test of Between-Subject 
Effect was F= 19.721,p<O.OOl. 
Table 4-29 
Multivariate Test and Test of Between-Subject Efect on Factual Negotiation Style for 
Dependent Individualism Multivariate Test Test of Between- 
Variable /Collectivism (Wilks' Lambda) Subject Effect 
F d f P F P 
Factual Individualism 85.445 8.000 0.000 5.550 0.005 
Collectivism 68. 739 8. 000 0.000 19.721 0.000 
Total mean scores of individualist/collectivist characteristics for each region, 
based on the factual negotiation style, were as follows: Individualism (Taiwan=3.784, 
Hong Kong=3.944 and Mainland China=3.598) and Collectivism (Taiwan=3.942, Hong 
Kong=3.937 and Mainland China=3.275), as shown in Table 4-30. 
Table 4-30 
Estimated Marginal Means on Factual Negotiation Style for Individualism /Collectivism 
Dependent Variable Individualism Regions Mean Standard /Collectivism Deviation 
Factual Individualism Taiwan 3.784 0.076 
Hong Kong 3.944 0.064 
Mainland China 3. 598 0.082 
Collectivism Taiwan 3.942 0.079 
Hong Kong 3.937 0.101 
Mainland China 3. 275 0.086 
As for the factual negotiation style, the mean difference of the Post Hoc Test of 
the individualist group, the Hong Kong group had a higher significant value than for 
those from Taiwan and Mainland China, and as for the collectivist group, the Taiwan 
group had a higher significant value than for those from Hong Kong and Mainland China 
(Table 4-31). It means that negotiators from Hong Kong in the individualist group 
prefer to employ the factual negotiation style more so than negotiators from Taiwan and 
Mainland China, and negotiators from Taiwan in the collectivist group mostly employ the 
factual negotiation style more so than negotiators from Hong Kong and Mainland China. 
Table 4-3 1 
Multiple Comparisons of Post Hoc Tests on Factual Negotiation Style for 
Individualism /Collectivism 
Dependent Individualism Regions (I) Regions (J) Mean Post Hoc 
Variable /Collectivism Difference (I-J) Test 
Factual Individualism Taiwan Hong Kong -0. 159 
Mainland 
China 0. 187 
Hong Kong Taiwan 0. 159 HK > 
Mainland 0.346* TW> China CN 
Mainland Taiwan 
China 
Hong Kong -0.346* 
Collectivism Taiwan Hong Kong 0.005 
Mainland 
China 0.666* 
Hong Kong Taiwan -0.005 TW> 
Mainland 0.661* HK > China CN 
Mainland Taiwan 
China 
Hong Kong -0. 661* 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between 
individualist/collectivist characteristics and regions is a significant variable affecting the 
factual negotiation style of business negotiators of the three regions. 
Research Question 3b 
As Table 4-32 presents the results of the test on the intuitive negotiation style, the 
individualist~collectivist attitude in multi-variable analysis among the individualist group 
was a significant factor affecting the intuitive negotiation style, and the value of Wilks' 
Lambda was F= 85.445, p<0.001, and the value of the Test of Between-Subject Effect 
was F= 36.45 1, p<0.00 1. The individualist/collectivist attitude in multi-variable 
analysis among the collectivism group was a significant factor affecting the intuitive 
negotiation style, and the value of Wilks' Lambda was F= 68.739, p<0.001, and the value 
of the Test of Between-Subject Effect was F= 36.184,p<0.001. 
Table 4-32 
Multivariate Test and Test of Between-Subject Effect on Intuitive Negotiation Style for 
Individualism/Collectivism 
Dependent Individualism Multivariate Test Test of Between- 
Variable /Collectivism (Wilks' Lambda) Subject Effect 
F d f P F P 
Intuitive Individualism 85. 445 8. 000 0.000 36.451 0.000 
Collectivism 68.739 8.000 0.000 36. 148 0.000 
Total mean scores of individualist/collectivist characteristics for each region, 
based on the intuitive negotiation style, were as follows: Individualism (Taiwan=3.771, 
Hong Kong-3.397 and~a in l and  China=3.149) and Collectivism (Taiwan=3.427, Hong 
Kong=3.356 and Mainland China=2.840) as shown in Table 4-33. 
Table 4-33 
~stimated Marginal Means on Intuitive Negotiation Style for Individualism /Collectivism 
Dependent Variable Individualism Regions Mean Standard /Collectivism Deviation 
Intuitive Individualism Taiwan 3.771 0.050 
Hong Kong 3.397 0.042 
Mainland China 3. 149 0.055 
Collectivism Taiwan 3.427 0.049 
Hong Kong 3.356 0.063 
Maidand China 2. 840 0.054 
As for the intuitive negotiation style, the mean difference of the Post Hoc Test of 
the individualist and collectivist groups, the Taiwan group had a higher significant value 
than for those from Hong Kong and Mainland China as shown in Table 4-34. It means 
' that negotiators from Taiwan in the individualist and collectivist groups prefer to employ 
the intuitive negotiation style more so than negotiators from Hong Kong and Mainland 
China. 
Table 4-34 
Multiple Comparisons of Post Hoc Tests on Intuitive Negotiation Style for 
Individualism/Collectivism 
Dependent Individualism Regions (I) Regions (J) Mean Post Hoc 
Variable /Collectivism Difference (I-J) Test 
Intuitive Individualism Taiwan Hong Kong 0.373* 
Mainland 
China 0.622* 
Hong Kong Taiwan -0.373* TW> 
Mainland 0.248* HK > China CN 
Mainland Taiwan 
China -0.622* 
Hong Kong -0.248* 
Collectivism Taiwan Hong Kong 0.071 
~ a i 2 a n d  - 
China 
Hong Kong Taiwan -0. 071 TW> 
Mainland 0.516* HK > China CN 
Mainland Taiwan 
China 
Hong Kong -0.516* 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between 
individualist/collectivist characteristics and regions is a significant variable affecting the 
intuitive negotiation style of business negotiators of the three regions. 
Research Question 3c 
As Table 4-35 presents the results of the test on the normative negotiation style, 
the individualist /collectivist attitude in multi-variable ana1ysis:among the individualist 
group was a significant factor affecting the normative negotiation style, and the value of 
Wilks' Lambda was F= 85.445, p<0.001, and the value of the Test of Between-Subject 
Effect was F=260.613, p<O.OOl. The individualist /collectivist attitude in multi-variable 
analysis among the collectivism group was a significant factor affecting the normative 
negotiation style, and the value of Wilks' Lambda was F= 68.739, p<0.001, and the value 
of the Test of Between-Subject Effect was F= 137.197,p<O.OOl. 
Table 4-35 
Multivariate Test and Test of Between-Subject Efect on Normative Negotiation Style for , 
Individualism /Collectivism 
Dependent Individualism Multivariate Test Test of Between- 
Variable /Collectivism (Wilks' Lambda) Subject Effect 
F d f P F P 
Normative Individualism 85.445 8. 000 0.000 260.613 0.000 
Collectivism 68. 739 8. 000 0.000 137.197 0.000 
Total mean scores of individualist/collectivist characteristics for each region, 
based on the normative negotiation style, were as follows: Individualism (Taiwan=4.176, 
Hong Kong=2.598 and Mainland China=3.809) and Collectivism (Taiwan=4.184, Hong 
Kong=3.017 and Mainland China=4.021) as shown in Table 4-36. 
Table 4-36 
Estimated Marginal Means on Normative Negotiation Style for 
Dependent Variable Individualism Regions Standard 
/Collectivism Mean Deviation 
Normative Individualism Taiwan 4.176 0.056 
Hong Kong 2.589 0.048 
Mainland China 3. 809 0.061 
Collectivism Taiwan 4.184 0.045 
Hong Kong 3.017 0.058 
Mainland China 4. 021 0.049 
As for the normative negotiation style, the mean difference of the Post Hoc Test 
of the individualist and collectivist groups, the Taiwan group had a higher significant 
value than for those from Mainland China and Hong Kong as shown in Table 4-37. It 
means that negotiators from Taiwan in the individualist and collectivist groups prefer to 
employ the normative negotiation style more so than negotiators from Mainland China 
and Hong Kong. 
Table 4-37 
Multiple Comparisons of Post Hoc Tests on Normative Negotiation Style for 
Dependent Individualism Regions (I) Regions (J) Mean Post Hoc 
Variable /Collectivism Difference (1-4 Test 
Normative Individualism Taiwan Hong Kong 1.588* 
Mainland 
China 0.367* 
Hong Kong Taiwan -1. 588* TW>CN 
Mainland 
-1.221' > HK China 
Mainland Taiwan 
China 
Hong Kong 1.221* 
Collectivism Taiwan Hong Kong 1.167* 
Mainland 
China 0. 163 
Hong Kong Taiwan -1. 167* TW>CN 
Mainland 
-1. 004* > HK China 
Mainland Taiwan 
China 
Hong Kong 1.004* 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between 
individualist/collectivist characteristics and regions is a significant variable affecting the 
normative negotiation style of business negotiators of the three regions. 
Research Question 3d 
As Table 4-38 presents the results of the test on the analytical negotiation style, 
the individualist/collectivist attitude in multi-variable analysis among the individualist 
group was a significant factor affecting the analytical negotiation style, and the value of 
Wilks' Lambda was F= 85.445, p<0.001, and the value of the Test of Between-Subject 
Effect was F=85.445, p<0.001. The individualist/collectivist attitude in multi-variable 
analysis among the collectivism group was a significant factor affecting the analytical 
negotiation style, and the value of Wilks' Lambda was F= 68.739,p<0.001, and the value 
of the Test of Between-Subject Effect was F= 79.866,p<O.OOl. 
Table 4-38 
Multivariate Test and Test of Between-Subject Efect on Analytical Negotiation Style for 
Individualism /Collectivism 
Dependent Individualism Multivariate Test Test of Retween- 
Variable /Collectivism (Wilks' Lambda) Subject Effect 
F d f P F P 
Analytical Individualism 85. 445 8. 000 0.000 95.665 0.000 
Collectivism 68. 739 8. 000 0.000 79.866 0.000 
Total 'mean scores of individualist/collectivist characteristics for each region, 
based on the analytical negotiation style, were as follows: Individualism (Taiwan=2.725, 
Hong Kong=3.711 and Mainland China=3.665) and Collectivism (Taiwan=2.672, Hong 
Kong=3.544 and Mainland China=3.837) as shown in Table 4-39. 
Table 4-39 
Estimated Marginal Means on Normative Negotiation Style for 
Dependent Variable Individualism Regions Mean Standard /Collectivism Deviation 
Normative Individualism Taiwan 2.725 0.058 
Hong Kong 3.711 0.049 
Mainland China 3. 665 0.063 
Collectivism Taiwan 2.672 0.065 
Hong Kong 3.544 0.083 
Mainland China 3. 837 0.071 
As for the analytical negotiation style, the mean difference of the Post Hoc Test of 
the Individualist group, the Hong Kong group had a higher significant value than for 
those from Mainland China and Taiwan, and as for the Collectivist group, the Mainland 
China group had a higher significant value than for those from Hong Kong and Taiwan 
(Table 4-40). It means that negotiators from Hong Kong in the individualist group 
prefer to employ the analytical negotiation style more so than negotiators from Mainland 
China and Taiwan, and negotiators from Mainland China in the collectivist group mostly 
employ the analytical negotiation style more so than negotiators from Hong Kong and 
Taiwan. 
Table 4-40 
Multiple Comparisons of Post Hoc Tests on Analytical Negotiation Style for 
Individualism/Collectivism 
Dependent . Individualism Regions (I) Regions (J) Mean Post Hoc 
Variable /Collectivism Difference (I-J) Test 
Analytical Individualism Taiwan Hong Kong -0.986* 
Mainland 
China -0.940* 
Hong Kong Taiwan 0.986* HK > CN 
Mainland 0.046 > TW China 
Mainland Taiwan 
China 0.940* 
Hong Kong -0.046 
Collectivism Taiwan Hong Kong -0.873* 
Mainland 
China -1. 165* 
Hong Kong Taiwan 0.872* CN > 
Mainland 
-0.293* >HKTW China 
Mainland Taiwan 
China 1.165* 
Hong Kong 0.293* 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between 
individualist/collectivist characteristics and regions is a significant variable affecting the 
analytical negotiation style of business negotiators of the three regions. 
Research Question 4 
For the fourth research question, "Is the gender of the managers or negotiators of 
public companies in Taiwan, Hong Kong and Mainland China a significant factor 
affecting their negotiation styles?" MANOVA was used to investigate the relationship 
between gender and their perceived differences in negotiation styles in employees from 
Taiwan, Hong Kong, and Mainland China. The independent variable was gender. The 
dependent variable was negotiation style (analytical, normative, factual, and intuitive). 
There were four dimensions of negotiation styles as perceived by CEOs and sales and 
purchase managers: (a) analytical; (b) normative; (c) factual; and (d) intuitive. This 
Research Question was divided into the following four sub-questions: 
4a. Is there a significant relationship between the factual negotiation style and 
gender of managers or negotiators of public companies in the three regions? 
4b. Is there a significant relationship between the intuitive negotiation style and 
gender of managers or negotiators of public companies in the three regions? 
4c. Is there a significant relationship between the normative negotiation style and 
gender of managers or negotiators of public companies in the three regions? 
4d. Is there a significant relationship between the analytical negotiation style and 
gender of managers or negotiators of public companies in the three regions? 
The value of Wilks' Lambda was F = 18.792 (p<0.001), MANOVA for the 
interaction of gender and regions was significant. The Test of Between-Subject Effect, 
as sown in Table 4-41, indicated that the interaction between the gender and regions was 
a significant factor (p<0.05) in affecting the factual negotiation style but the interaction 
between the gender and regions was not a significant factor (p > 0.05) in affecting the 
normative, analytical and intuitive negotiation styles. 
Table 4-41 
Test of Between-Subject Efect of Interaction for Gender 
Test of Between-Subiect Effect 
" 
Normative Analytical Factual Intuitive 
F P F P F P F P 
Gender 3.907 0.049 5.596 0.018 1.367 0.243 18.243 0.000 
Regions 484.810 0.000 227.919 0.000 156.925 0.000 165.795 0.000 
Research Question 4a 
As Table 4-42 presents the results of the test on the factual negotiation style, the 
gender in multi-variable analysis for the male group was a significant factor affecting the 
factual negotiation style, and the value of Wilks' Lambda was F=208;740, p<0.001, and 
the value of the Test of Between-Subject Effect was F=22.609, p<0.001. The gender in 
multi-variable analysis in the female group was a significant factor affecting the factual 
negotiation style, and the value of Wilks' Lambda was F=183.293, p<0.001, and the 
value of the Test of Between-Subject Effect was F=349.288,p<O.OOl. 
Table 4-42 
Multivariate Test and Test of Between-Subject Effect on Factual Negotiation Style for 
Gender 
Dependent Gender Multivariate Test Test of Between- 
Variable (Wilks' Lambda) Subject Effect 
F d f P F P 
Factual Male 208.740 8 0.000 22.609 0.000 
Female 183.293 8 0.000 349.288 0.000 
Total mean scores of gender for each region, based on the factual negotiation 
style, were as follows: male (Taiwan = 3.745, Hong Kong = 3.630 and Mainland China = 
3.3 18) and female (Taiwan = 4.044, Hong Kong = 4.236 and Mainland China = 2.596) as 
shown in Table 4-43. 
Table 4-43 
Estimated Marginal Means on Factual Negotiation Style for Gender 
Dependent Variable Gender Regions Mean Standard Deviation 
Factual Male Taiwan 3.745 0.054 
Hong Kong 3.630 0.057 
Mainland China 3.3 18 0.041 
Female Taiwan 4.044 0.054 
Hong Kong 4.236 0.043 
Mainland China 2.596 0.049 
As for the factual negotiation style, the mean difference of the Post Hoc Test of 
the male group, the Taiwan group had a higher significant value than for those from 
Hong Kong and Mainland China, and as for the female group, the Hong Kong group had 
a higher significant value than for those from Taiwan and Mainland China (Table 4-44). 
It means that negotiators from Taiwan in the male group prefer to employ the factual 
negotiation style more so than negotiators from Hong Kong and Mainland China, and 
negotiators from Hong Kong in the female group mostly employ the factual negotiation 
style more so than negotiators from Taiwan and Mainland China. 
Table 4-44 
Multiple Comparisons of Post Hoc Tests on Factual Negotiation Style for Gender 
Dependent Gender Regions (I) Regions (J) Mean Post Hoc 
Variable Difference (I-J) Test 
Factual Male Taiwan Hong Kong 0. 114 
Mainland China 0.427* 
Hong Kong Taiwan -0. 115 TW>HK 
Mainland China 0.312* > CN 
Mainland China Taiwan -0.427* 
Hong Kong -0.312* 
Female Taiwan Hong Kong -0. 193* 
Mainland China 1.448* 
Hong Kong Taiwan 0.193* HK > TW 
Mainland China 1.640* > CN 
Mainland China Taiwan -1.448* 
Hong Kong -1.640* 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between gender .and regions is a 
significant variable affecting the factual negotiation style of business negotiators of the 
three regions. 
Research Question 4b 
The interaction between gender and regions is not a significant variable affecting 
the intuitive negotiation style of business negotiators. That is, the intuitive negotiation 
style of business people in the three regions does not depend on the differences in gender 
among the three regions (see Table 4-41). 
Research Question 4c 
The interaction between gender and regions is not a significant variable affecting 
the normative negotiation style of business negotiators. That is, the normative 
negotiation style of business people in the three regions does not depend on the 
differences in gender among the three regions (see Table 4-41). 
Research Question 4d 
The interaction between gender and regions is not a significant variable affecting 
the analytical negotiation style of business negotiators. That is, the analytical 
negotiation style of business people in the, three regions does not depend on the 
differences in gender among the three regions (see Table 4-41). 
Research Question 5 
For the fifth research question, "Is the age of the managers or negotiators of 
public companies in Taiwan, Hong Kong and Mainland China a significant factor 
affecting their negotiation styles?" MANOVA was used to investigate the relationship 
between age and their perceived differences in negotiation styles in employees from 
Taiwan, Hong Kong, and Mainland China. The independent variable of this study was 
age. The dependent variable was negotiation style (analytical, normative, factual, and 
intuitive). The negotiation styles as perceived by CEOs and sales and purchase 
managers were comprised of four dimensions: (a) analytical negotiation style; (b) 
normative negotiation style; (c) factual negotiation style; and (d) intuitive negotiation 
style. This Research Question was divided into the following four sub-questions: 
5a. Is there a significant relationship between the factual negotiation style and age 
of managers or negotiators of public companies in the three regions? 
5b. Is there a significant relationship between the intuitive negotiation style and 
age of managers or negotiators of public companies in the three regions? 
5c. Is there a significant relationship between the normative negotiation style and 
age of managers or negotiators of public companies in the three regions? 
5d. Is there a significant relationship between the analytical negotiation style and 
age of managers or negotiators of public companies in the three regions? 
The value of Wilks' Lambda was F = 5.113 (p<0.001), MANOVA for the 
interaction of age and regions was significant. The Test of Between-Subject Effect, as 
shown in Table 4-45, indicated that the interaction between the age and regions was a 
significant factor @<0.05) in affecting the normative, factual and intuitive negotiation 
styles but the interaction between the age and regions was a not significant factor (p > 
0.05) in affecting the analytical negotiation style. 
Table 4-45 
Test of Between-Subject Efect ofAge 
~ e ~ i o n s  463.278 0.000 253.042 0.000 89.987 0.000 209.088 0.000 
Age * 
Regions 9.813 0.000 0.345 0.913 4.215 0.000 7.640 0.000 
Research Question 5a 
As Table 4-46 presents the results of the test on the factual negotiation style, the 
age in multi-variable analysis for the under 35 year-old group was a significant factor 
affecting the factual negotiation style, and the value of Wilks' Lambda was F=59.539, 
p<0.001, and the value of the Test of Between-Subject Effect was F=33.383, p<0.001. 
The age in multi-variable analysis in the 35 to 45 year-old group was a significant factor 
affecting the factual negotiation style, and the value of Wilks' Lambda was F=121.240, 
- p<0.001, and the value of the Test of Between-Subject Effect was F=14.127, p<0.001. 
The age in multi-variable analysis in the 45-55 year-old group was a significant factor 
affecting the factual negotiation style,. and the value of Wilks' Lambda was F=155.232, 
p<0.001, and the value of the Test of Between-Subject Effect was F=52.762, p<0.001. 
The age in multi-variable analysis in the over 55 year-old group was a significant factor 
affecting the factual negotiation style, and the value of Wilks' Lambda was F=92.287, 
p<O.OOl, and the value of the Test of Between-Subject Effect was F=53.120,p<O.O01. 
Table 4-46 
Multivariate Test and Test of Between-Subject EfSect on Factual Negotiation Style for 
Age 
Dependent Age Multivariate Test Test of Between 
Variable (WiPks' Lambda) -Subject Effect 
F d f P F P 
Factual Under 35 59.539 8.000 0.000 33.383 0.000 
35-45 121.240 8.000 0.000 14.127 0.000 
46-55 155.232 8.000 0.000 52.762 0.000 
Above 55 92.287 8.000 0.000 53.120 0.000 
Total mean scores of age for each region, based on the factual negotiation style 
were as follows: under 35 (Taiwan = 3.916, Hong Kong = 4.047, and Mainland China = 
3.201); 35 to 45 (Taiwan = 3.757, Hong Kong = 3.741, and Mainland China = 3.310); 
46-55 (Taiwan = 3.749, Hong Kong = 3.884, and Mainland China = 2.885); and above 55 
(Taiwan = 3.945, Hong Kong = 3.817, and Mainland China = 2.778) as shown in Table 
Table 4-47 
Estimated Marginal Means on Factual Negotiation Style for Age 
Dependent Variable Age Regions Standard 
Mean Deviation 
Factual Under 35 Taiwan 3.916 0.095 
Hong Kong 4.047 0.099 
Mainland China 3.20 1 0.067 
35-45 Taiwan 3.757 0.088 
Hong Kong 3.741 0.075 
Mainland China 3.3 10 0.059 
46-55 Taiwan 3.749 0.066 
Hong Kong 3.884 0.066 
Mainland China 2. 885 0.079 
Above 55 Taiwan 3.945 0.083 
Hong Kong 3.817 0.107 
Mainland China 2. 778 0.087 
As for the factual negotiation style, the mean difference of the Post Hoc Test of 
the under 35 and the 46 to 55 year-old groups, the Hong Kong group had a higher 
significant value than for those from Taiwan and Mainland China, and as for the 35 to 45 
and the above 55 year-old groups, the Taiwan group had a higher significant value than 
for those from Hong Kong and Mainland China (Table 4-48). It means that negotiators 
from Hong Kong in the under 35 and the 46 to 55 year-old groups prefer to employ the 
factual negotiation style more so than negotiators from Taiwan and Mainland China, and 
negotiators from Taiwan in the 35 to 45 and the above 55 year-old groups mostly employ 
the factual negotiation style more so than negotiators from Hong Kong and Mainland 
China. 
Table 4-48 
Multiple Comparisons of Post Hoc Tests on Factual Negotiation Style for Age 
Dependent Age Regions (I) Regions (J) Mean 
Variable Difference Post Hoc 
(I-J) Test 
Factual Under 35 Taiwan Hong Kong -0. 131 
Mainland China 0.715* 
Hong Kong Taiwan 0.131 HK > TW 
Mainland China 0.846* > CN 
Mainland China Taiwan -0. 715* 
Hong Kong -0. 846* 
35-45 Taiwan Hong Kong 0.016 
Mainland China 0.447* 
Hong Kong Taiwan -0.016 TW>HK 
Mainland China 0.431* > CN 
Mainland China Taiwan -0.447* 
Hong Kong -0.431" 
46-55 Taiwan Hong Kong -0. 135 
Mainland China 0.864* 
Hong Kong Taiwan 0.135 HK>TW 
Mainland China 0.998* > CN 
Mainland China Taiwan -0. 864* 
Hong Kong -0.998* 
Above 55 Taiwan Hong Kong 0.128 
Mainland China 1.167* 
Hong Kong Taiwan -0. 128 TW>HK 
Mainland China 1.039* > CN 
Mainland China Taiwan -1. 167* 
Hong Kong -1.039* 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between age and regions is a 
significant variable affecting the factual negotiation style of business negotiators of the 
three regions. 
Research Question 5b 
As Table 4-49 presents the results of the test on intuitive negotiation style, the age 
in multi-variable analysis for the under 35 year-old group was a significant factor 
affecting the intuitive negotiation style, and the value of Wilks' Lambda was F'=59.539, 
p<0.001, and the value of the Test of Between-Subject Effect was F=53.557, p<0.001. 
The age in multi-variable analysis in the 35 to 45 year-old group was a significant factor 
affecting the intuitive negotiation style, and the value of Wilks' Lambda was F=121.240, 
p<0.001, and the value of the Test of Between-Subject Effect was F=78.942, p<0.001. 
The age in multi-variable analysis in the 45-55 year-old group was a significant factor 
affecting the intuitive negotiation style, and the value of Wilks' Lambda was F=155.232, 
p<0.001, and the value of the Test of Between-Subject Effect was F=97.348, p<0.001. 
The age in multi-variable analysis in the over 55 year-old group was a significant factor 
affecting the intuitive negotiation style, and the value of Wilks' Lambda was F=92.287, 
p<0.001, and the value of the Test of Between-Subject Effect was F=33.671,p<0.001. 
Table 4-49 
Multivariate Test and Test of Between-Subject Effect on Intuitive Negotiation Style for 
Dependent Age Multivariate Test Test of Between 
Variable (Wilks' Lambda) -Subject Effect 
F d f P F P 
Intuitive Under 35 59.539 8.000 0.000 53.557 0.000 
35-45 121.240 8.000 0.000 78.942 0.000 
46-55 155.232 8.000 0.000 97.348 0.000 
Above 55 92.287 8.000 0.000 33.671 0.000 
Total mean scores of age for each region, based on the intuitive negotiation style, 
were as follows: under 35 (Taiwan =3.365, Hong Kong =3.380, and Mainland China 
=2.813); 35 to 45 (Taiwan =3.671, Hong Kong =3.436, and Mainland China =2.952); 
46-55 (Taiwan =3.967, Hong Kong =3.424, and Mainland China =2.897); and above 55 
(Taiwan =3.445, Hong Kong =3.375, and Mainland China =2.394) as shown in Table 
Table 4-50 
Estimated Marginal Means on Intuitive Negotiation Style for Age 
Dependent Variable Age Regions Mean Standard Deviation 
Intuitive Under 35 Taiwan 3.365 0.054 
Hong Kong 3.380 0.056 
Mainland China 2. 8 13 0.038 
35-45 Taiwan 3..671 0.052 
Hong Kong 3.436 0.044 
Mainland China 2.952 0.035 
46-55 Taiwan 3.967 0.050 
Hong Kong 3.424 0.050 
Mainland China 2. 879 0.060 
Above 55 Taiwan 3.445 0.095 
Hong Kong 3.375 0. 122 
Mainland China 2.394 0.100 
As for the intuitive negotiation style, the mean difference of the Post Hoc Test of 
the under 35 year-old group, the Hong Kong group had a higher significant value than for 
those from Taiwan and Mainland China, and as for the 35 to 45, the 46 to 55 and the 
above 55 year-old groups, the Taiwan group had a higher significant value than for those 
from Hong Kong and Mainland China (Table 4-51). It means that negotiators from 
Hong Kong in the under 35 year-old group prefer to employ the intuitive negotiation style 
than negotiators more so from Taiwan and Mainland China; negotiators from Taiwan in 
the 35 to 45, 46 to 55 and above 55 year-old groups mostly employ the intuitive 
negotiation style more so than negotiators fi-om Hong Kong and Mainland China. 
Table 4-5 1 
Multiple Comparisons of Post Hoc Tests on Intuitive Negotiation Style for Age 
Dependent Age Regions (I) Regions (4 
Variable Mean Post Hoc Difference 
(1-4 Test 
Intuitive Under 35 Taiwan Hong Kong -0.015 
Mainland China 0.552* 
Hong Kong Taiwan 0.015 HK > TW 
Mainland China 0.567* > CN 
Mainland China Taiwan -0. 552* 
Hong Kong -0.567* 
35-45 Taiwan Hong Kong 0.236* 
Mainland China 0.719* 
Hong Kong Taiwan -0.236* TW > HK 
Mainland China 0.483* > CN 
Mainland China Taiwan -0.719* 
Hong Kong -0.483* 
46-55 Taiwan Hong Kong 0.543* 
Mainland China 1.088* 
Hong Kong Taiwan -0.543* TW > HK 
Mainland China 0.545* > CN 
Mainland China Taiwan -1.088* 
Hong Kong -0.545* 
Above 55 Taiwan Hong Kong 0.070 
Mainland China 1.051* 
Hong Kong Taiwan -0.070 TW > HK 
Mainland China 0.98 1 * > CN 
Mainland China Taiwan -1.051* 
Hong Kong -0.981* 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between age and regions is a 
significant variable affecting the intuitive negotiation style of business negotiators of the 
three regions. 
Research Question 5c 
As Table 4-52 presents the results of the test on the normative negotiation style, 
the age in multi-variable analysis for the under 35 year-old group was a significant factor 
affecting the normative negotiation style, and the value of Wilks' Lambda was F=59.539, 
p<0.001, and the value of the Test of Between-Subject Effect was F=64.037, p<0.001. 
The age in multi-variable analysis in the 35 to 45 year-old group was a significant factor 
affecting the normative negotiation style, and the value of Wilks' Lambda was 
F=121.240, p<0.001, and the value of the Test of Between-Subject Effect was 
F=263.133, p<0.001. The age in multi-variable analysis in the 45-55 year-old group 
was a significant factor affecting the normative negotiation style, and the value of Wilks' 
Lambda was F=155.232, p<0.001, and the value of the Test of Between-Subject Effect 
was F=396.037, p<0.001. The age in multi-variable analysis in the over 55 year-old 
group was a significant factor affecting the normative negotiation style, and the value of 
Wilks' Lambda was F=92.287, p<0.001, and the value of the Test of Between-Subject 
Effect was F=462.382,p<O.OOl. 
Table 4-52 
Multivariate Test and Test of Between-Subject Efect on Normative Negotiation Style for 
Dependent Age Multivariate Test Test of Between 
Variable (Wilks' Lambda) -Subject Effect 
F df P F P 
Normative Under 3 5 59.539 8.000 0.000 64.037 0.000 
35-45 121.240 8.000 0.000 263. 133 0.000 
46-55 155.232 8.000 0.000 396.037 0.000 
Above 55 92.287 8.000 0.000 462.382 0.000 
Total mean scores of age for each region, based on the factual negotiation style, 
were as follows: under 35 (Taiwan = 3.912, Hong Kong = 2.805, and Mainland China = 
3.627); 35 to 45 (Taiwan = 4.138, Hong Kong = 2.722, and Mainland China = 3.800); 
46-55 (Taiwan = 4.306, Hong Kong = 2.771, and Mainland China = 3.950); and above 55 
(Taiwan = 4.375, Hong Kong = 2.617, and Mainland China = 3.200) as shown in Table 
Table 4-53 
Estimated Marginal Means on Normative Negotiation Style for Age 
Dependent Variable Age Regions Mean Standard Deviation 
Normative Under 35 Taiwan 3.912 0.071 
Hong Kong 2.805 0.074 
Mainland China 3. 627 0.050 
35-45 Taiwan 4.138 0.052 
Hong Kong 2.722 0.044 
Mainland China 3. 800 0.035 
46-55 Taiwan 4.306 0.040 
Hong Kong 2.771 0.040 
Mainland China 3. 950 0.048 
Above 55 Taiwan 4.375 0.038 
Hong Kong 2.617 0.049 
Mainland China 3.200 0.040 
As for the normative negotiation style, the mean difference of the Post Hoc Test 
among subjects at all age groups (under 35, 35-45, 46-55, and above 55), the Taiwan 
group had a higher significant value than for those from Mainland China and Hong Kong 
as shown in Table 5-54. It means that negotiators from Taiwan in the under 35,35 to 45, 
46 to 55 and above 55 year-old groups mostly employ the normative negotiation style 
more so than negotiators from Mainland China and Hong Kong. 
Table 4-54 
Multiple Comparisons of Post Hoc Tests on Normative Negotiation Style for Age 
Dependent Age Regions (I) Regions (J) Mean 
Variable Post Hoc Difference Test 
(1-9 
Normative Under 35 Taiwan Hong Kong 1. 107* 
Mainland China 0.285* 
Hong Kong Taiwan -1.107* TW>CN 
Mainland China -0. 822* > HK 
Mainland China Taiwan -0.285* 
Hong Kong 0.822* 
35-45 Taiwan Hong Kong 1.416* 
Mainland China 0.338* 
Hong Kong Taiwan -1.416* TW > CN 
Mainland China -1.078* > HK 
Mainland China Taiwan -0.338* 
Hong Kong 1.078* 
46-55 Taiwan Hong Kong 1.535* 
Mainland China 0.356* 
Hong Kong Taiwan -1.535* TW> CN 
Mainland China -1. 179* > HK 
Mainland China Taiwan -0.356* 
Hong Kong 1.179* 
Above 55 Taiwan Hong Kong 1.758* 
Mainland China 1.175* 
Hong Kong Taiwan -1.758* TW > CN 
Mainland China -0.583* > HK 
Mainland China Taiwan -1. 175* 
Hong Kong 0.583* 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between age and regions is a 
significant variable affecting the normative negotiation style of business negotiators of 
the three regions. 
Research Question 5d 
The interaction between age and regions is not a significant variable affecting the 
analytical negotiation style of business negotiators. That is, the analytical negotiation 
style of business people in the three regions does not depend on the differences in age 
among the three regions (see Table 4-45). 
Research Question 6 
For the sixth research question, "Is the work experience of managers or 
negotiators of public companies in Taiwan, Hong Kong and Mainland China a significant 
factor affecting their negotiation styles?" MANOVA was employed to investigate the 
relationship between work experience and their perceived differences in negotiation 
styles between individual from Taiwan, Hong Kong, and Mainland China. The 
independent variable of this study was work experience. The dependent variable was 
negotiation style (analytical, normative, factual, and intuitive). The negotiation styles as 
. perceived by CEOs and sales and purchase managers were comprised of four dimensions: 
(a) analytical; (b) normative; (c) factual; and (d) intuitive. This Research Question was 
divided into four sub-questions: 
6a. Is there a significant relationship between the factual negotiation style and 
work experience of managers or negotiators of public companies in the three 
regions? 
6b. Is there a significant relationship between the intuitive negotiation style and 
work experience of managers or negotiators of public companies in the three 
regions? 
6c. Is there a significant relationship between the normative negotiation style and 
work experience of managers or negotiators of public companies in the three 
regions? 
6d. Is there a significant relationship between the analytical negotiation style and 
work experience of managers or negotiators of public companies in the three 
regions? 
The value of Wilks' Lambda was F = 4.964 (p<0.001), MANOVA for the 
interaction of business experience and regions was significant. The Test of 
Between-Subject Effect, as shown in Table 4-55, indicated that the interaction between 
the business experience and regions was a significant factor (p > 0.05) in affecting the 
normative, analytical, factual and intuitive negotiation styles. 
Table 4-55 
Test of Between-Subject Effect of Business Experience 
Test of Between-Subject Effect 
Normative Analytical Factual Intuitive 
F P F P F P F P 
Business 
Experience 5.591 0.001 14.921 0.000 5.555 0.001 8.267 0.000 
~eg ions  451.090 0.000 276.749 0.000 72.370 0.000 122.321 0.000 
Business 
Experience 5.592 0.000 3.478 0.002 5.419 0.000 5.843 0.000 
*Regions 
Research Question 6a 
As Table 4-56 presents the results of the test on the factual negotiation style, the 
business experience in the under 5 years group was a significant factor affecting the 
factual negotiation style, and the value of Wilks' Lambda was F= 81.207, p<0.001, and 
the value of the Test of Between-Subject Effect was F= 24.666, p<O.OOl. The business 
experience in the five to ten years group was a significant factor affecting the factual 
negotiation style, and the value of Wilks' Lambda was F= 52.576, p<O.OOl, and the value 
of the Test of Between-Subject Effect was F= 4.919, p<0.01. The business experience 
in multi-variable analysis in the 11 to 20 years group was a significant factor affecting the 
factual negotiation style, and the vahe of Wilks' Lambda was F-110.503, p<0.001, and 
the value of the Test of Between-Subject Effect was F= 82.380, p<0.001. The business 
experience in multi-variable analysis in the more than 20 years group was a significant 
factor affecting the factual negotiation style, and the value of Wilks' Lambda was F= 
116.931, p<0.001, and the value of the Test of Between-Subject Effect was F= 27.508, 
Table 4-56 
Multivariate Test and Test of Between-Subject Effect on Factual Negotiation Style for 
Business Experience 
Dependent Business Multivariate Test Test of Between- 
Variable Experience (Wilks' Lambda) Subject Effect 
F d f P F P 
Factual Under 5 81.207 8.000 0.000 24.666 0.000 
5-10 52.576 8.000 0.000 4.919 0.009 
11-20 110.503 8.000 0.000 82.380 0.000 
More than 20 116.93 1 8.000 0.000 27.508 0.000 
Total mean scores of business experience for each region, were as follows: under 
5 (Taiwan = 3.800, Hong Kong = 4.047, and Mainland China = 3.233), 5-10 years 
(Taiwan = 4.013, Hong Kong = 3.747, and Mainland China = 3.464), 11-20 years 
(Taiwan = 3.655, Hong Kong = 3.904, and Mainland China = 2.890) and more than 20 
years (Taiwan = 3.935, Hong Kong = 3.772, and Mainland China = 3.082) as shown in 
Table 4-57. 
Table 4-57 
Estimated Marginal Means on Factual Negotiation Style for Business Experience 
Dependent Variable Business Regions Standard 
Experience Mean Deviation 
Factual Under 5 Taiwan 3.800 0.423 
Hong Kong 4.074 0.482 
Mainland China 3.233 0.754 
5-10 Taiwan 4.013 0.387 
Hong Kong 3.747 0.502 
Mainland China 3.464 0.910 
11-20 Taiwan 3.655 0.320 
Hong Kong 3.904 0.428 
Mainland China 2. 890 0.600 
More than 20 Taiwan 3.935 0.184 
Hong Kong 3.772 0.356 
Mainland China 3.082 0.827 
As for the factual negotiation style, the mean difference of the Post Hoc Test of 
the work experience of under 5 and 11 to 20 year groups, the Hong Kong group had a 
higher significant value than for those from Taiwan and Mainland China, and as for the 
work experience of 5 to 10 and more than 20 year groups, the Taiwan group had a higher 
significant value than for those from Hong Kong and Mainland China (Table 4-58). It 
means that negotiators from Hong Kong in the work experience of under 5 and 11 to 20 
year groups prefer to employ the factual negotiation style more so than negotiators from 
Taiwan and Mainland China; negotiators from Taiwan in the work experience of 5 to 10 
and more than 20 year groups mostly employ the factual negotiation style more so than 
i negotiators from Hong Kong and Mainland China. 
Table 4-58 
Multiple Comparisons of Post Hoc Tests on Factual Negotiation Style for Business 
Experience 
Dependent Business Regions (I) Regions (a Mean Post Hoc Variable Experience Difference 
(1-4 Test 
Factual Under 5 Taiwan Hong Kong -0.274 
Mainland 
China 0.567* 
Hong Kong Taiwan 0.274 HK>TW 
Mainland 0.841* > CN China 
Mainland China Taiwan -0.567* 
Hong Kong -0.841 * 
Taiwan Hong Kong 0.266 
- 
~ a i 2 a n d  
China 0.549* 
Hong Kong Taiwan -0.266 TW > HK 
Mainland 0.283 > CN China 
Mainland China Taiwan -0.549* 
Hong Kong -0.283 
Taiwan Hong Kong -0.249* 
Mainland 
China 0.765* 
Hong Kong Taiwan 0.249* HK> TW 
- - 
Mainland 1.014* > CN China 
Mainland China Taiwan -0.765* 
Hong Kong -1.014* 
More than 
20 Taiwan Hong Kong 0.163 
Mainland 
China 0.853* 
Hong Kong Taiwan -0. 163 TW > HK 
Mainland > CN 
China 0.690* 
Mainland China Taiwan -0. 853* 
Hong Kong -0.690* 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between work experience and 
regions is a significant variable affecting the factual negotiation style of business 
negotiators of the three regions. 
Research Question 66 
As Table 4-59 presents the results of the test on the intuitive negotiation style, the 
business experience in multi-variable analysis for the under 5 years group was a 
significant factor affecting the intuitive negotiation style, and the value of Wilks' Lambda 
was F= 81.207, p<0.001, and the value of the Test of Between-Subject Effect was F= 
167.178, p<0.001. The business experience in multi-variable analysis in the 5 to 10 
years group was a significant factor affecting the intuitive negotiation style, and the value 
of Wilks' Lambda was F= 52.576,p<0.001, and the value of the Test of Between-Subject 
Effect was F= 27.828, p<0.001. The business experience in multi-variable analysis in 
the 11 to 20 years group was a significant factor affecting the intuitive negotiation style, 
and the value of Wilks' Lambda was F=110.503, p<0.001, and the value of the Test of 
Between-Subject Effect was F= 5 1.763, p<0.00 1. The business experience in 
multi-variable analysis in the more than 20 years group was a significant factor affecting 
the intuitive negotiation style, and the value of Wilks' Lambda was F= 11 6.93 1 ,  p<O.OO 1 ,  
and the value of the Test of Between-Subject Effect was F= 27.188,p<O.O01. 
Table 4-59 
Multivariate Test and Test of Between-Subject Efect on Intuitive Negotiation Style for 
Business Experience 
Dependent Business Multivariate Test Test of Between- 
Variable Experience (Wilks' Lambda) Subject Effect 
F d f P F P 
- 
Intuitive Under 5 81.207 8.000 0.000 167.178 0.000 
5-10 52.576 8.000 0.000 27.828 0.000 
11 -20 110.503 8.000 0.000 51.763 0.000 
More than 
20 116.931 8.000 0.000 27. 118 0.000 
Total mean scores of business experience for each region, based on the intuitive 
negotiation style, were as follows: under 5 (Taiwan = 3.604, Hong Kong = 3.426, and 
Mainland China = 2.764), 5-10 years (Taiwan = 3.093, Hong Kong = 3.413, and 
Mainland China = 2.900), 11-20 years (Taiwan = 3.726, Hong Kong = 3.432, and 
Mainland China = 2.934) and more than 20 years (Taiwan = 3.777, Hong Kong = 3.368, 
and Mainland China = 2.947) as shown in Table 4-60. 
Table 4-60 
Estimated Marginal Means on Intuitive Negotiation Style for Business Experience 
Dependent Variable Business Regions Mean Standard Experience Deviation 
Intuitive Under 5 Taiwan 3.604 0.265 
Hong Kong 3.426 0.324 
Mainland China 2.764 0.277 
5-10 Taiwan 3.093 0.675 
Hong Kong 3.413 0.325 
Mainland China 2.900 0.388 
11-20 Taiwan 3.726 0.311 
Hong Kong 3.432 0.292 
Mainland China 2. 934 0.599 
More than 20 Taiwan 3.777 0.496 
Hong Kong 3.368 0.243 
Mainland China 2.947 0.328 
As for the intuitive negotiation style, the mean difference of the Post Hoc Test of 
the work experience of under 5,11 to 20 and more than 20 year groups, the Taiwan group 
hhd a higher significant value than for those from Hong Kong and Mainland China, and 
as for the work experience of 5 to 10 year group, the Hong Kong group had a higher 
significant value than for those from Taiwan and Mainland China (Table 4-61). It 
means that negotiators from Taiwan in the work experience of under 5, 11 to 20 and more 
than 20 year groups prefer to employ the intuitive negotiation style more so than 
negotiators from Hong Kong and Mainland China; negotiators from Hong Kong in the 
work experience of 5 to 10 year group mostly employ the intuitive negotiation style more 
so than negotiators from Taiwan and Mainland China. 
Table 4-6 1 
Multiple Comparisons ofPost Hoc Tests on Intuitive Negotiation Style for Business 
Experience 
Dependent Business Regions (I) Regions (J) Mean 
Variable Experience Difference Post Hoc 
cr-.n Test \- - I  
Intuitive Under 5 Taiwan Hong Kong 0. 178* 
~a in l and  
China 
Hong Kong Taiwan -0. 178* T W >  HK 
Mainland 0.661* > CN China 
Mainland China Taiwan -0. 840* 
Hong Kong -0.661* 
Taiwan Hong Kong -0.320* 
Mainland 
China 0. 193 
Hong Kong Taiwan 0.320* HK> T W  
Mainland 0.513* > C N  China 
Mainland China Taiwan -0. 193 
Hong Kong -0.513* 
Taiwan Hong Kong d. 294* 
Mainland 
China 0.792* 
Hong Kong Taiwan -0.294* T W  > HK 
Mainland 0.498* > CN China 
Mainland China Taiwan -0.792* 
Hong Kong -0.498* 
More than 20 Taiwan Hong Kong 0.410* 
Mainland 
China 0.831* 
Hong Kong Taiwan -0.420* T W  > HK 
Mainland 0.421* > CN China 
Mainland China Taiwan -0. 83 1 * 
Hong Kong -0.42 1 * 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between work experience and 
regions is a significant variable affecting the intuitive negotiation style of business 
negotiators of the three regions. 
Research Question 6c 
As Table 4-62 presents the results of the test on the normative negotiation style, 
the business experience in multi-variable analysis for the under 5 years group was a 
significant factor affecting the normative negotiation style, and the value of Wilks' 
Lambda was F= 81.207, p<0.001, and the value of the Test of Between-Subject Effect 
was F=67.990, p<0.001. The business experience in multi-variable analysis in the 5 to 
10 years group was a significant factor affecting the normative negotiation style, and the 
value of Wilks' Lambda was F= 52.576, p<0.001, and the value of the Test of 
Between-Subject Effect was F= 118.472, p<0.001. The business experience in 
multi-variable analysis in the 1 1  to 20 years group was a significant factor affecting the 
normative negotiation style, and the value of Wilks' Lambda was F=110.503, p<0.001, 
and the value of the Test of Between-Subject Effect was F= 230.692, p<0.001. The 
business experience in multi-variable analysis in the more than 20 years group was a 
significant factor affecting the normative negotiation style, and the value of Wilks' 
Lambda was F= 116.931, p<0.001, and the value of the Test of Between-Subject Effect 
was F= 258.979,p<0.001. 
Table 4-62 
Multivariate Test and Test of Between-Subject Effect on Normative Negotiation Style for 
Business Experience 
Dependent Business Multivariate Test Test of Between- 
Variable Experience (Wilks' Lambda) Subject Effect 
F d f P F P 
Normative Under 5 81.207 8.000 0.000 67.990 0.000 
5-10 52.576 8.000 0.000 118.472 0.000 
11-20 110.503 8.000 0.000 230.692 0.000 
More than 20 116.93 1 8.000 0.000 258.979 0.000 
Total mean scores of business experience for each region, based on the normative 
negotiation style, were as follows: under 5 (Taiwan = 4.051, Hong Kong = 2.785, and 
Mainland China = 3.843), 5-10 years (Taiwan = 3.880, Hong Kong = 2.772, and 
Mainland China = 3.704), 11-20 years (Taiwan = 4.121, Hong Kong = 2.724, and 
Mainland China = 3.524) and more than 20 years (Taiwan = 4.361, Hong Kong = 2.681, 
and Mainland China = 3.900) as shown in Table 4-63. 
Table 4-63 
Estimated Marginal Means on Normative Negotiation Style for Business Experience 
Dependent Variable Business Regions Mean Standard Experience Deviation 
Normative Under 5 Taiwan 4.051 0.470 
Hong Kong 2.785 0.670 
Mainland China 3. 843 0.408 
5-10 Taiwan 3.880 0.086 
Hong Kong 2.772 0.478 
Mainland China 3.704 0.302 
11-20 Taiwan 4.121 0.385 
Hong Kong 2.724 0.451 
Mainland China 3.524 0. 187 
More than 20 Taiwan 4.361 0.296 
Hong Kong 2.681 0.378 
Mainland China 3. 900 0.000 
As for the normative negotiation style, the mean difference of the Post Hoc Test 
among subjects at all groups of years of work experience (under 5 , s  to 10, 11 to 20 and 
more than 20 years), the Taiwan group had a higher significant value than for those fiom 
Mainland China and Hong Kong (Table 4-64). It means that negotiators from Taiwan in 
the work experience of under 5 ,5  to 10, 11 to 20 and more than 20 year groups prefer to 
employ the normative negotiation style more so than negotiators fiom Mainland China 
and Hong Kong. 
Table 4-64 
Multiple Comparisons of Post Hoc Tests on Normative Negotiation Style for Business 
Experience 
Dependent Business Regions (I) Regions (J) Mean 
Difference Post Hoc Variable Experience 
- - Test (1-J) 
Normative Under 5 Taiwan Hong Kong 1.266* 
Mainland 
China 
Hong Kong Taiwan 
Mainland 
China 
Mainland China Taiwan 
Hong Kong 
Taiwan Hong Kong 
Mainland 
China 
Hong Kong Taiwan 
Mainland 
China 
Mainland China Taiwan 
Hong Kong 
Taiwan Hong Kong 
Mainland 
China 
Hong Kong Taiwan 
Mainland 
China 
Mainland China Taiwan 
Hong Kong 
More than Taiwan 
20 
Hong Kong 
Hong Kong 
Mainland 
China 
Taiwan 
Mainland 
China 
Mainland China Taiwan -0.461 * 
Hong Kong 1.218* 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between work experience and 
regions is a significant variable affecting the normative negotiation style of business 
negotiators of the three regions. 
Research Question 6d 
As Table 4-65 presents the results of the test on the analytical negotiation style, 
the business experience in multi-variable analysis for the under 5 years group was a 
significant factor affecting the analytical negotiation style, and the value of Wilks' 
Lambda was F= 81.207, p<0.001, and the value of the Test of Between-Subject Effect 
was F= 61.479,p<O.001. The business experience in multi-variable analysis in the five 
to ten years group was a significant factor affecting the analytical negotiation style, and 
the value of Wilks' Lambda was F= 52.576, p<0.001, and the value of the Test of 
Between-Subject Effect was F= 43.520, p<0.001. The business experience in 
multi-variable analysis in the 11 to 20 years group was a significant factor affecting the 
analytical negotiation style, and the value of Wilks' Lambda was F=110.503, p<0.001, 
and the value of the Test of Between-Subject Effect was F= 128.467, p<0.001. The 
business experience in multi-variable analysis in the more than 20 years group was a 
significant factor affecting the analytical negotiation style, and the value of Wilks' 
Lambda was F= 116.931, p<0.001, and the value of the Test of Between-Subject Effect 
was F= 240.529, p<O.OOl. 
Table 4-65 
Multivariate Test and Test of Between-Subject Effect on Analytical Negotiation Style for 
Business Experience 
Dependent Business Multivariate Test Test of Between- 
Variable Experience (Wilks' Lambda) Subject Effect 
F d f P F P 
Analytical Under 5 81.207 8.000 0.000 61.479 0.000 
5-10 52.576 8.000 0.000 43.502 0.000 
11-20 110.503 8.000 0.000 128.467 0.000 
More than 20 116.93 1 8.000 0.000 - 240.529 0.000 
Total mean scores of business experience for each region, based on the analytical 
negotiation style, were as follows: under 5 (Taiwan = 2.636, Hong Kong = 3.381, and 
Mainland China = 3.867), 5-10 years (Taiwan = 2.593, Hong Kong = 3.581, and 
Mainland China = 3.759, 11-20 years (Taiwan = 2.888, Hong Kong = 3.691, and 
Mainland China = 4.048) and more than 20 years (Taiwan = 2.722, Hong Kong = 3.868, 
' and Mainland China = 4.435) as shown in Table 4-66. 
Table 4-66 
Estimated Marginal Means on Analytical Negotiation Style for Business Experience 
Dependent Variable Business Regions Mean Standard Experience Deviation 
Analytical Under 5 Taiwan 2.636 0.623 
Hong Kong 3.381 0.521 
Mainland China 3.867 0.663 
5-10 Taiwan 2.593 0.312 
Hong Kong 3.581 0.383 
Mainland China 3. 755 0.505 
11-20 . Taiwan 2.888 0.536 
Hong Kong 3.691 0.317 
Mainland China 4.048 0.356 
More than 20 Taiwan 2.722 0.371 
Hong Kong 3.868 0.247 
Mainland China 4.435 0.111 
As for the analytical negotiation style, the mean difference of the Post Hoc Test 
among subjects at all groups of years of work experience (under 5 ,5  to 10, 11 to 20 and 
more than 20 years), the Mainland China group had a higher significant value than for 
those from Hong Kong and Taiwan (Table 4-67). It means that negotiators from 
Mainland China in the work experience of under 5, 5 to 10, 11 to 20 and more than 20 
year groups prefer to employ the analytical negotiation style more so than negotiators 
from Hong Kong and Taiwan. 
Table 4-67 
Multiple Comparisons of Post Hoc Tests on Analytical Negotiation Style for Business 
Experience 
Dependent Business Regions (I) Regions (4 Mean Post 
Variable Experience Difference (T-.n Test \- - I  
Analytical Under 5 Taiwan Hong Kong -0.745* 
Mainland 
China -1.231" 
Hong Kong Taiwan 0.745* CN>HK 
- - 
Mainland 
-0.486* > TW China 
Mainland China Taiwan 1.231* 
Hong Kong 0.486* 
Taiwan Hong Kong -0.988* 
~a in l and  -
China -1. 162* 
Hong Kong Taiwan 0.988* CN>HK 
Mainland 
-0. 174 > TW China 
Mainland China Taiwan 1.162* 
Hong Kong 0.174 
11-20 Taiwan Hong Kong -0.803 * 
Mainland 
China -1. 160* 
Hong Kong Taiwan 0.803* CN>HK 
Mainland 
-0.356* >TW China 
Mainland China Taiwan 1.160* 
Hong Kong 0.356* 
More than Taiwan 
20 
Hong Kong 
Hong Kong -1.146* 
Mainland 
China 
Taiwan 
Mainland 
China 
Mainland China Taiwan 1.713* 
Hong Kong 0.567* 
. * The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between work experience and 
regions is a significant variable affecting the analytical negotiation style of business 
negotiators of the three regions. 
Research Question 7 
For the seventh research question, "Is the years of residence in foreign countries 
of managers or negotiators of public companies in Taiwan, Hong Kong and Mainland 
China a significant factor affecting their negotiation styles?'MANOVA was employed to 
investigate the relationship between years of residence in foreign countries and their 
perceived differences in negotiation styles in employees from Taiwan, Hong Kong, and 
Mainland China. The independent variable was years of residence in foreign countries. 
The dependent variable was negotiation style (analytical, normative, factual, and 
intuitive). The negotiation styles as perceived by CEOs and sales and purchase 
managers were: (a) analytical; (b) normative; (c) factual; and (d) intuitive. This 
Research Question was divided into the following four sub-questions: 
7a. Is there a significant relationship between the factual negotiation style and 
years of residence in foreign countries of managers or negotiators of public 
companies in the three regions? 
7b. Is there a significant relationship between the intuitive negotiation style and 
years of residence in foreign countries of managers or negotiators of public 
companies in the three regions? 
7c. Is there a significant relationship between the normative negotiation style and 
years of residence in foreign countries of managers or negotiators of public 
companies in the three regions? 
7d. Is there a significant relationship between the analytical negotiation style and 
years of residence in foreign countries of managers or negotiators of public 
companies in the three regions? 
The value of Wilks' Lambda was F = 18.042 (p<0.001), MANOVA for the 
interaction of years of residence in foreign countries and regions was significant. The 
Test of Between-Subject Effect, as shown in Table 4-68, indicated that the interaction 
between the living abroad and regions was a significant factor (p > 0.05) in affecting the 
normative, analytical, factual and intuitive negotiation styles. 
Table 4-68 
Test of Between-Subject Effect of Years of Residence in Foreign Countries 
Test of Between-Subject Effect 
Normative Analytical Factual Intuitive 
F P F P F P F P 
Living 
abroad 6.230 0.000 7.840 0.000 2.683 0.046 8.858 0.000 
Regions 349.021 0.000 250.440 0.000 98.283 0.000 156.148 0.000 
Living 
abroad * 7.212 0.000 13.397 0.000 23. 193 0.000 35.949 0.000 
Regions 
Research Question 7a 
As Table 4-69 presents the results of the test on the factual negotiation style, the 
living abroad in multi-variable analysis among those who had never lived abroad was a 
significant factor affecting the factual negotiation style, and the value of Wilks' Lambda 
was F= 157.427, p<0.001, and the value of the Test of Between-Subject Effect was F= 
5.012, p<0.01. The living abroad in multi-variable analysis in the 1 to 3 years group 
was a significant factor affecting the factual negotiation style, and the value of Wilks' 
Lambda was F=148.518, p<0.001, and the value of the Test of Between-Subject Effect 
was F= 165.750, p<0.001. The living abroad in multi-variable analysis in the 4 to 6 
years group was a significant factor affecting the factual negotiation style, and the value 
of Wilks' Lambda was F=153.583, p<0.001. The value of the Test of Between-Subject 
Effect F= 1.099, p= 0.299 was not significant. The living abroad in multi-variable 
analysis among those who had lived abroad for more than six years was a significant 
factor affecting the factual negotiation style, and the value of Wilks' Lambda was F= 
262.338, p<0.001, and the value of the Test of Between-Subject Effect was F= 6.789, 
p<0.05. 
Table 4-69 
Multivariate Test and Test of Between-Subject Efect on Factual Negotiation Style for 
Living Abroad 
Dependent Living Multivariate Test Test of Retween- 
Variable Abroad (Wilks' Lambda) Subject Effect 
F d f P F P 
Factual Never 157.427 8.000 0.000 5.012 0.007 
1-3 years 148.518 8.000 0.000 165.750 0.000 
4-6 years 153.583 4.000 0.000 1.099 0.299 
. - 
More than 
6 years 262.338 4.000 0.000 6.789 0.014 
Total mean scores of living abroad for each region, based on the factual 
negotiation style, were as follows: never (Taiwan = 3.763, Hong.Kong = 3.763, and 
Mainland China = 3.540), 1-3 years (Taiwan = 4.073, Hong Kong = 3.806, and Mainland 
China = 2.734), 4-6 years (Taiwan = 3.875 and Hong Kong = 3.969) and more than 6 
years (Taiwan = 3.771 and Hong Kong = 4.215) as shown in Table 4-70. 
Table 4-70 
Estimated Marginal Means on Factual Negotiation Style for Living Abroad 
Dependent Variable Living Abroad Regions Standard 
Mean Deviation 
Factual Never Taiwan 3.763 0.061 
Hong Kong 3.763 0.079 
Mainland China 3. 540 0.052 
1-3 years Taiwan 4.073 0.095 
Hong Kong 3.806 0.055 
Mainland China 2.734 0.042 
4-6 years Taiwan 3.875 0.072 
Hong Kong 3.969 0.054 
More than 6 years Taiwan 3.771 0. 105 
Hong Kong 4.215 0.134 
As for the factual negotiation style, the mean difference of the Post Hoc Test of 
the never lived abroad group, the Hong Kong group had a higher significant value than 
for those from Taiwan and Mainland China, and as for the group of lived abroad 1 to 3 
years, the Taiwan group had a higher significant value than for those from Hong Kong 
and: Mainland China (Table 4-71). It means that negotiators from Hong Kong in the 
never lived abroad group prefer to employ the factual negotiation style more so than 
negotiators from Taiwan and Mainland China; negotiators from Taiwan in the lived 
abroad 1 to 3 years group mostly employ the factual negotiation style more so than 
negotiators from Hong Kong and Mainland China. 
Table 4-7 1 
Multiple Comparisons of Post Hoc Tests on Factual Negotiation Style for Living Abroad 
Dependent Living Regions (I) Regions (J) Mean 
Variable Abroad Difference Post Hoc 
IT-.n Test 
Factual Never Taiwan Hong Kong -0. 001 
Mainland China 0.223* 
Hong Kong Taiwan 0.001 HK>TW 
Mainland China 0.223 > CN 
Mainland China Taiwan -0.223* 
Hong Kong -0.223 
1-3 years Taiwan Hong Kong 0.266 
Mainland China 1.339* 
Hong Kong Taiwan -0.266 TW>HK> 
Mainland China 1.072* CN 
Mainland China Taiwan -1.. 339* 
Hong Kong -1.072* 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between years of residence in 
foreign countries and regions is a significant variable affecting the factual negotiation 
style of business negotiators of the three regions. 
Research Question 76 
As Table 4-72 presents the results of the test on the intuitive negotiation style; 
living abroad in multi-variable analysis among those who had never lived abroad was a 
significant factor affecting the intuitive negotiation style, and the value of Wilks' Lambda 
was F= 157.427, p<0.001, and the value of the Test of Between-Subject Effect was F= 
135.047,p<O.OOl. The living abroad in multi-variable analysis in the 1 to 3 years group 
was a significant factor affecting the intuitive negotiation style, and the value of Wilks' 
Lambda was F=148.518, p<0.001, and the value of the Test of Between-Subject Effect 
was F= 138.843, p<0.001. The living abroad in multi-variable analysis in the 4 to 6 
years group was a significant factor affecting the intuitive negotiation style, and the value 
of Wilks' Lambda was F=153.583, p<0.001, and the value of the Test of 
Between-Subject Effect was F= 16.942, p<0.00 1. The living abroad in multi-variable 
analysis among the more than 6 years group was a significant factor affecting the 
intuitive negotiation style, and the value of Wilks' Lambda was F= 262.338, p<0.001, 
and the value of the Test of Between-Subject Effect was F= 25.288,p<0.001. 
Table 4-72 
Multivariate Test and Test of Between-Subject Efect on Intuitive Negotiation Style for 
Living Abroad 
Dependent Living Multivariate Test Test of Between- 
Variable Abroad (Wilks' Lambda) Subject Effect 
F df P F P 
Intuitive Never 157.427 8.000 0.000 135.047 0.000 
1-3 years 148.518 8.000 0.000 132.843 0.000 
4-6 years 153.583 4.000 0.000 16.942 0.000 
More than 262.338 4. 000 6 vears 0.000 25.288 0.000 
Total mean scores of living abroad for each region, based on the intuitive 
negotiation style, were as follows: never (Taiwan = 3.731, Hong Kong = 3.237, and 
Mainland China = 2.997), 1-3 years (Taiwan = 3.123, Hong Kong = 3.670, and Mainland 
China = 2.685), 4-6 years (Taiwan = 3.535 and Hong Kong = 3.283) and more than 6 
years (Taiwan = 3.924 and Hong Kong = 3.346) as shown in Table 4-73. 
Table 4-73 
Estimated Marginal Means on Intuitive Negotiation Style for Living Abroad 
Dependent Variable Living Abroad Regions Mean Standard Deviation 
Intuitive Never Taiwan 3.731 0.034 
Hong Kong 3.237 0.044 
Mainland China 2.997 0.029 
1-3 years Taiwan 3.123 0.084 
Hong Kong 3.670 0.048 
Mainland China 2.685 0.037 
4-6 years Taiwan 3.535 0.049 
Hong Kong 3.283 0.037 
More than 6 years Taiwan 3.924 0.071 
Hong Kong 3.346 0.090 
As for the intuitive negotiation style, the mean difference of the Post Hoc Test of 
the never lived abroad group, the Taiwan group had a higher significant value than for 
those from Hong Kong and Mainland China, and as for the group of lived abroad 1 to 3 
years, the Hong Kong group had a higher significant value than for those from Taiwan 
and Mainland China (Table 4-74). It means that negotiators from Taiwan in the never 
lived abroad group prefer to employ the intuitive negotiation style more so than 
negotiators from Hong Kong and Mainland China; negotiators from Hong Kong in the 
lived abroad 1 to 3 years group mostly employ the intuitive negotiation style more so 
than negotiators from Taiwan and Mainland China. 
Table 4-74 
Multiple Comparisons of Post Hoc Tests on Intuitive Negotiation Style for Living Abroad 
Dependent Living Regions (I) Regions (J) Mean 
Variable Abroad Difference Post Hoc 
(1-4 Test 
Intuitive Never Taiwan Hong Kong 0.494* 
Mainland China 0.734* TW, HK, 
Hong Kong Taiwan -0.494* 
Mainland China 0.239* CN 
Mainland China Taiwan -0.734* 
Hong Kong -0.239* 
1-3 years Taiwan Hong Kong -0.547* 
Mainland China 0.437* 
Hong Kong Taiwan 0.547* HK>TW 
Mainland China 0.984* > CN 
Mainland China Taiwan -0.437* 
Hong Kong -0.984* 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between years of residence in 
foreign countries and regions is a significant variable affecting the intuitive negotiation 
style of business negotiators of the three regions. 
Research Question 7c 
As Table 4-75 presents the results of the test on the normative negotiation style, 
the living abroad in multi-variable analysis among those who had never lived abroad was 
a significant factor affecting the normative negotiation style, and the value of Wilks' 
Lambda was F= 157.427, p<0.001, and the value of the Test of Between-Subject Effect 
was F= 410.480, p<0.001. The living abroad in multi-variable analysis in the 1 to 3 
years group was a significant factor affecting the normative negotiation style, and the 
value of Wilks' Lambda was F=148.518, p<0.001, and the value of the Test of 
Between-Subject Effect was F= 87.167, p<0.001. The living abroad in multi-variable 
analysis in the 4 to 6 years group was a significant factor affecting the normative 
negotiation style, and the value of Wilks' Lambda was F=153.583, p<0.001, and the 
value of the Test of Between-Subject Effect was F= 112.41 5, p<0.001. The living 
abroad in multi-variable analysis in the more than 6 years group was a significant factor 
affecting the normative negotiation style, and the value of Wilks' Lambda was F= 
262.338, p<0.001, and the value of the Test of Between-Subject Effect was F= 133.700, 
Table 4-75 
Multivariate Test and Test of Between-Subject Effect on Normative Negotiation Style for 
Living Abroad 
Dependent Living Multivariate Test Test of Between- 
Variable Abroad (Wilks' Lambda) Subject Effect 
F d f P F P 
Normative Never 157.427 8.000 0.000 410.480 0.000 
1-3 years 148.518 8.000 0.000 87.167 0.000 
4-6 years 153.583 4.000 0.000 112.415 0.000 
More than 
6 vears 262.338 4.000 0.000 133.700 0.000 
Total mean scores of living abroad for each region, based on the normative 
negotiation style, were as follows: never (Taiwan = 4.239, Hong Kong = 2.621, and 
Mainland China = 3.761), 1-3 years (Taiwan = 3.945, Hong Kong = 2.831, and Mainland 
China = 3.672), 4-6 years (Taiwan = 3.875 and Hong Kong = 2.697) and more than 6 
years (Taiwan = 4.238 and Hong Kong = 3.062) as shown in Table 4-76. 
Table 4-76 
Estimated Marginal Means on Normative Negotiation Style for Living Abroad 
Dependent Variable Living Abroad Regions Mean Standard Deviation 
Normative Never Taiwan 4.239 0.035 
Hong Kong 2.621 0.045 
Mainland China 3.761 0.030 
1-3 years Taiwan 3.945 0.098 
Hong Kong 2.831 0.056 
Mainland China 3.672 0.043 
4-6 years Taiwan 3.875 0.089 
Hong Kong 2.697 0.066 
More than 6 years Taiwan 4.238 0.063 
Hong Kong 3.062 0.080 
As for the normative negotiation style, the mean difference of the Post Hoc Test 
among subjects at all years of residence in foreign country groups (never and 1 to 3 
years), the Taiwan group had a higher significant value than for those from Mainland 
China and Hong Kong as shown in Table 4-77. It means that negotiators from Taiwan 
in the never lived abroad and lived abroad 1 to 3 years groups prefer to employ the 
normative negotiation style more so than negotiators from Mainland China and Hong 
Kong. 
Table 4-77 
Multiple Comparisons of Post Hoc Tests on Normative Negotiation Style for Living 
Abroad 
Dependent Living Regions (I) Regions (J) 
Variable Abroad Mean Post Hoc Difference 
,- - Test (1-J) 
Normative Never Taiwan Hong Kong 1.618* 
Mainland China 0.478* TW > CN 
Hong Kong Taiwan -1.618* 
Mainland China -1. 140* > HK 
Mainland China Taiwan -0.478* 
Hong Kong 1.140* 
1-3 years Taiwan Hong Kong 1. 114* 
Mainland China 0.273* 
Hong Kong Taiwan -1.114* TW>CN 
Mainland China -0. 840* > HK 
Mainland China Taiwan -0.273* 
Hong Kong 0.840* 
* The mean difference is significant at the .05 level. 
Therefore, it can be concluded that the interaction between years of residence in 
foreign countries and regions is a significant variable affecting the normative negotiation 
style of business negotiators of the three regions. 
Research Question 7d 
As Table 4-78 presents the results of the test on the analytical negotiation style; 
living abroad in multi-variable analysis among those who had never lived abroad was a 
significant factor affecting the normative negotiation style, and the value of Wilks' 
Lambda was F= 157.427, p<0.001, and the value of the Test of Between-Subject Effect 
was F= 108.774, p<0.001. The living abroad in multi-variable analysis in the 1 to 3 
years group was a significant factor affecting the normative negotiation style, and the 
value of Wilks' Lambda was F=148.518, p<0.001, and the value of the Test of 
Between-Subject Effect was F= 174.48 1 ,  p<O.OO 1.  The living abroad in multi-variable 
analysis in the 4 to 6 years group was a significant factor affecting the normative 
negotiation style, and the value of Wilks' Lambda was F=153.583, p<0.001, and the 
value of the Test of Between-Subject Effect was F= 365.802, p<0.001. The living 
abroad in multi-variable analysis in the more than six years group was a significant factor 
affecting the normative negotiation style, and the value of Wilks' Lambda was F= 
262.338, p<0.001. The value of the Test of Between-Subject Effect F= 2.665, p<0.001 
had not been significant. 
Table 4-78 
Multivariate Test and Test of Between-Subject Effect on Analytical Negotiation Style for 
Living Abroad 
Dependent Living Multivariate Test Test of Between- 
Variable Abroad (Wilks' Lambda) Subject Effect 
F d f P F P 
Analytical Never 157.427 8.000 0.000 108.774 0.000 
1-3 years 148.518 8.000 0.000 174.481 0.000 
4-6 years 153.583 4.000 0.000 365.802 0.000 
More than 
6 years 262.338 4.000 0.000 2.665 0.112 
Total mean scores of living abroad for each region, based on the analytical 
negotiation style, were as follows: never (Taiwan = 2.731, Hong Kong = 3.421, and 
Mainland China = 3.740), 1-3 years (Taiwan = 2.564, Hong Kong = 3.724, and Mainland 
China = 4.165), 4-6 years (Taiwan = 2.515 and Hong Kong = 3.869) and more than 6 
years (Taiwan = 3.167 and Hong Kong = 3.415) as shown in Table 4-79. 
Table 4-79 
Estimated Marginal Means on Analytical Negotiation Style for Living Abroad 
Dependent Variable Living Abroad Regions Mean Standard Deviation 
Analytical Never Taiwan 2.731 0.052 
Hong Kong 3.421 0.068 
Mainland China 3. 740 0.044 
1-3 years Taiwan 2.564 0.080 
Hong Kong 3.724 0.046 
Mainland China 4. 165 0.035 
4-6 years Taiwan 2.515 0.057 
Hong Kong 3.869 0.042 
Mainland China 
More than 6 years Taiwan 3.167 0.094 
Hong Kong 3.415 0. 120 
Mainland China 
As for the analytical negotiation style; the mean difference of the Post Hoc Test 
among subjects at all years of residence in foreign country groups (never and 1 to 3 
years), the Mainland China group had a higher significant value than for those from Hong 
Kong and Taiwan (Table 4-80). It means that negotiators from Mainland China in the 
never lived abroad and lived abroad 1 to 3 years groups prefer to employ the analytical 
negotiation style more so than negotiators from Hong Kong and Taiwan. 
Therefore, it can be concluded that the interaction between years of residence in 
foreign countries and regions is a significant variable affecting the analytical negotiation 
style of business negotiators of the three regions. 
Table 4-80 
Multiple Comparisons of Post Hoc Tests on Anal'ical Negotiation Style for Living 
Abroad 
Dependent Living Regions (I) Regions (4 Mean 
Variable Abroad Difference Post Hoc 
(I-A Test \ ,  
Analytical Never Taiwan Hong Kong -0.689* 
Mainland China -1.009* 
Hong Kong Taiwan 0.689* CN > HK 
Mainland China -0.3 19* > TW 
Mainland China Taiwan 1.009* 
Hong Kong 0.319* 
1-3 years Taiwan Hong Kong -1. 160* 
Mainland China - 1. 60 1 * 
Hong Kong Taiwan 1.160* CN > HK 
Mainland China -0.440* > TW 
Mainland China Taiwan 1.601* 
Hong Kong 0.440* 
* The mean difference is significant at the .05 level. 
Test of Research Hypotheses 
Multiple regression analysis is to predict the impact of several independent 
variables, including education, religious beliefs, and individualistic/collectivist attitudes 
on dependent variables, including factual, intuitive, normative and analytical negotiation 
styles. Furthermore, multiple regression analysis can provide the possible multiple 
correlations of independent variables with the dependent variables from highest or lowest. 
For test of the research hypotheses, the significance of the regression model, R' value, 
un-standardized coefficients (B), and standardized coefficients (Std. P) are reported in this 
study. .According to Leech, Barrett, and Morgan (2005), the definitions of terms are as 
follows: 
1. R' value: This value varied from 0.0 to 1.0 and indicated that the 
percentage of the variance could be predicted from the combination of the 
independent variables. 
2. Un-standardized coefficients (B): The coefficient of the independent 
variables in the regression equation. 
3. Standardized coefficients @): This value varied from -1.0 to 1.0. If the 
value is negative, that means the independent variable has a negative 
relationship with the dependent variable. If the value is positive, that means 
the independent variable has a positive relationship with the dependent 
variable. This value also indicates the weight of each independent variable 
on influencing the dependent variable. 
The hypotheses are that different cultural characteristics of Taiwan, Hong Kong 
and mainland China affect the business negotiation styles of the three regions. The 
. independent variables of the multiple regression model were measured by the three 
variables, education, religious beliefs, and individualistic/collectivist attitudes in each 
region, and the dependent variables were the four negotiation styles. The three 
hypotheses are as follows: 
H1: The cultural characteristics, including education, religious beliefs, and 
individualistic/collectivist attitudes, affect business negotiation styles among 
individuals from Taiwan. 
Table 4-8 1 depicts the results of F(3,164)=4,135, p < 0.05, and the R~ value was 
0.07, which meant that this model explained 7% of the variance on the factual negotiation 
style. The prediction model on the factual negotiation style was follows: 
Factual negotiation style=5.147 - 0.027 (Education) + 0.041 (Religious Beliefs) - 
0.435 (Individualism/Collectivism) 
The value of the ps indicated the contribution that an individual factor makes to 
the model, and the values of the ps from highest to lowest were for 
individualist/collectivist characteristics, religious beliefs and education variables. The 
factors of education and individualism/collectivism characteristics had a negative 
influence on the factual negotiation style, and the education did not significantly predict 
the factual negotiation style from the whole set of predictors. 
Table 4-8 1 
Hierarchical Multiple Regression Coeficients of Factual Negotiation Style of Taiwan 
a B Std. Er. Std. /I t Df of Df of ~2 Regression Residual 
(Constant) 5. 147 
Education 
Level -0.027 0.037 -0.056 -0.711 
Religious 
Beliefs 
Individualism/ 
Collectivism 
Table 4-82 depicts the results of F(3,164)=7.043, p < 0.001, and the R' value 
was .11, which meant that the model explained 11% of the variance on the intuitive 
negotiation style. The prediction model on the intuitive negotiation style was as 
follows: 
Intuitive negotiation style=1.504 + 0.023 (Education) + 0.020 (Religious Beliefs) 
+ 0.660 (Individualism/Collectivism) 
The value of the /3s indicated the contribution that an individual factor makes to 
the model, and the values of the bs  from highest to lowest were for 
individualist/collectivist characteristics, religious beliefs and education variables. All of 
the factors had a positive influence on the intuitive negotiation style. The education and 
religious beliefs did not significantly predict the intuitive negotiation style from the 
. whole set of predictors, 
Table 4-82 
Hierarchical Multiple Regression Coeficients of Intuitive Negotiation Style of Taiwan 
a B Std. Er. Std. /I t Df of Df of Regression Residual R~ 
(Constant) 1.504 
Education 
Level 
Religious 
Beliefs 
Individualism/ 
Collectivism 
Table 4-83 depicts the results of F(3,164)=0.363, and the R~ value was 0.007, 
which meant that the model explained 0.07% of the variance on the normative style. 
The prediction model on the normative negotiation style was as follows: 
Normative negotiation style =4.593 - 0.022 (Education) - 0.003 (Religious 
Beliefs) - 0.11 6 (Individualism/Collectivism) 
The value of the ps indicated the contribution that an individual factor makes to 
the model, and the values of the ps from highest to lowest were for 
individualist~collectivist characteristics, education and religious beliefs. All of the 
factors. had a negative influence on the normative negotiation style, and did not 
significantly predict to the model for predicting the normative negotiation style. 
Table 4-83 
-Hierarchical Multiple Regression Coeficients of Normative Negotiation Style of Taiwan 
a B Std. Er. Std. B t Df of Df of ~2 Regression Residual 
(Constant) 4.593 
Education 
Level 
Religious 
Beliefs 
Individualism/ 
Collectivism 
Table 4-84 depicts the results of F(3,164)=0.549, and the R' value was 0.01, 
which meant that the model explained 1% of the variance on the analytical negotiation 
style. The prediction model on the analytical style was as follows: 
Analytical negotiation style=2.533 + 0.072 (Education) - 0.015 (Religious 
Beliefs) - 0.001 (Individualism/Collectivism) 
The value of the ps indicated the contribution that an individual factor makes to 
the model, and the values of the ps from highest to lowest were for education, religious 
beliefs, and individualist/collectivist characteristics. The factors of religious beliefs and 
individualism/collectivism characteristics had a negative influence on the analytical 
negotiation style, and all of the factors did not significantly predict the analytical 
negotiation style from the whole set of predictors. 
Table 4-84 
Hierarchical Multiple Regression Coeficients ofAnalytica1 Negotiation Style of Taiwan 
a B Std. Er. Std. B t Df of Df of R2 Regression Residual 
(Constant) 2.533 
Education 
Level 0.072 0.057 0. 104 1.276 
Religious 
Beliefs -0.015 0.030 -0.042 -0.493 0.549 3 164 0.010 
Individualism/ 
Collectivism 
H2: The cultural characteristics, including education, religious beliefs, and 
individualistic/collectivist attitudes, affect business negotiation styles among 
individuals from Hong Kong. 
Table 4-85 depicts the results of F(3,175)=0.167, and the R' value was 0.003, 
which meant that this model explained 0.03% of the variance on the factual negotiation 
style. The prediction model on the factual negotiation style was follows: 
Factual negotiation style=4.029 + 0.001 (Education) - 0.019 (Religious Beliefs) - 
0.041 (Individualism/Collectivism) 
The value of the ps indicated the contribution that an individual factor makes to 
the model, and the values of the ps from highest to lowest were for religious beliefs, 
individualist/collectivist characteristics and education variables. The factors of religious 
beliefs and individualism/collectivism had a negative influence on the factual negotiation 
style, and all of the factors did not significantly predict the factual negotiation style from 
the whole set of predictors. 
Table 4-85 
Hierarchical Multiple Regression Coeflcients of Factual Negotiation Style of Hong Kong 
a B Std. Er. Std. /I t Df of Df of ~2 Regression Residual 
(constant) 4.029 
Education 
Level 
Religious 
-0.019 0.029 -0.051 -0.668 0. 167 3 175 0.003 Beliefs 
Individualism/ 
Collectivism 
Table 4-86 depicts the results of F(3,175)=1.728, and the R' value was 0.03, 
which meant that the model explained 3% of the variance on the intuitive negotiation 
style. The prediction model on the intuitive negotiation style was as follows: 
Intuitive negotiation style=3.425 - 0.043 (Education) - 0.020 (Religious Beliefs) + 
0.054 (Individualism/Collectivism) 
The value of the bs indicated the contribution that an individual factor makes to 
the model, and the values of the ps from highest to lowest were for education, religious 
beliefs and individualist~collectivist characteristics. The factors of education and 
religious beliefs had a negative influence on the intuitive negotiation style, and all the 
factors did not significantly predict the intuitive negotiation style from the whole set of 
predictors. 
Table 4-86 
Hierarchtcal Multiple Regression CoeBcients of Intuitive Negotiation Style of Hong Kong 
a B Std. Er. Std. P t Df of Df of ~2 Regression Residual 
(Constant) 3.425 
Education 
Level 
Religious 
Beliefs 
Individualism/ 
Collectivism 
Table 4-87 depicts the results of F(3,175)=7.501, p < 0.001, and the R~ value 
was .11, which meant that the model explained 11 % of the variance on the normative 
style. The prediction model on the normative negotiation style was as follows: 
Normative negotiation style =4.793 + 0.048 (Education) - 0.007 (Religious 
Beliefs) - 0.685 (Individualism/Collectivism) 
The value of the ps indicated the contribution that an individual factor makes to 
the model, and the values of the ps from highest to lowest were for 
individualist/collectivist characteristics, education and religious beliefs. The factors of 
religious beliefs and individualist/collectivist characteristics had a negative influence on 
the normative negotiation style, and the factors of education and religious beliefs did not 
significantly predict to the model for predicting the normative negotiation style. 
Table 4-87 
Hierarchical Multiple Regression Coeficients of Normative Negotiation Style of Hong Kong 
a B Std. Er. Std. /? t Df of Df of ~2 Regression Residual 
p~ 
(Constant) 4.793 
Education 
Level 
Religious 
Beliefs 
Individualism/ 
Collectivism 
Table 4-88 depicts the results of F(3,175)=2.081, and the R~ value was 0.03, 
which meant that the model explained 3% of the variance on the analytical negotiation 
style. The prediction model on the analytical style was as follows: 
Analytical negotiation style=2.666 + 0.050 (Education) + 0.006 (Religious Beliefs) 
+ 0.248 (Individualism/Collectivism) 
The value of the ps indicated the contribution that an individual factor makes to 
the model, and the values of the ps from highest to lowest were for 
individualist~collectivist characteristics, education and religious beliefs. All the factors 
had a positive influence on the analytical negotiation style, and did not significantly 
predict the analytical negotiation style from the whole set of predictors. 
Table 4-88 
Hierarchical Multiple Regression Coefficients ofAnaZytica1 Negotiation Style of Hong Kong 
a B Std. Er. Std. /I t Df of Df of ~2 Regression Residual 
(Constant) 2.666 
Education 
Level 
Religious 
Beliefs 
Individualism/ 
Collectivism 
H3: The cultural characteristics, including education, religious beliefs, and 
individualistic/collectivist attitudes, affect business negotiation styles among 
individuals from Mainland China. 
Table 4-89 depicts the results of F(3,258)=7.645, p < 0.01, and the R~ value was 
0.08, which meant that this model explained 8% of the variance on the factual negotiation 
style. The prediction model on the factual negotiation style was follows: 
Factual negotiation style=1.734 + 0.191 (Education) + 0.267 (Religious Beliefs) - 
0.042 (Individualism/Collectivism) 
The value of the /3s indicated the contribution that an individual factor makes to 
the model, and the values of the /3s from highest to lowest were for religious beliefs, 
education and individualist/collectivist characteristics. The factor of 
individualist/collectivist characteristics had a negative influence on the factual 
negotiation style, and the individualist/collectivist characteristics did not significantly 
predict the factual negotiation style from the whole set of predictors. 
Table 4-89 
Hierarchical Multiple Regression Coeficients ojFactual Negotiation Style of Mainland China 
a B Std. Er. Std. B t Df of Df of ~2 Regression Residual 
(Constant) 1.734 
Education 
Level 
Religious 
Beliefs 
Individualisq 
Collectivism 
Table 4-90 depicts the results of F(3,258)=7.217, p < 0.001, and the R~ value was 
0.08, which meant that the model explained 8% of the variance on the intuitive 
negotiation s'tyle. The prediction model on the intuitive negotiation style was as 
follows: 
Intuitive negotiation style=1.739 - 0.042 (Education) + 0.083 (Religious Beliefs) 
+ 0.305 (Individualism/Collectivism) 
The value of the ps indicated the contribution that an individual factor makes to 
the model, and the values of the ps from highest to lowest were for religious beliefs, 
individualist/collectivist characteristics and education variables. The factor of education 
had a negative influence on the intuitive negotiation style, and the education did not 
significantly predict the intuitive negotiation style from the whole set of predictors. 
Table 4-90 
Hierarchical Multiple Regression Coeflcients of Intuitive Negotiation Style of Mainland China. 
a B Std. Er. Std. /I t Df of Df of ~2 Regression Residual 
(Constant) 1.739 
Education 
-0.042 0.038 -0.070 -1. 115 Level 
Religious 
Beliefs 
Individualism/ 
Collectivism 0.305 0.  115 0 .  162 2.648 ** 
*p=<.05; ** p=<.O 1 ;  *** p=<.OOl 
Table 4-91 depicts the results of F(3,258)=29.059, p < 0.001, and the R~ value 
was .25, which meant that the model explained 25% of the variance on the normative 
style. The prediction model on the normative negotiation style was.as follows: 
Normative negotiation style =5.027 + 0.016 (Education) + 0.157 (Religious 
Beliefs) - 0.63 1 (Individualism/Collectivism) 
The value of the ps indicated the contribution that an individual factor makes to 
the model, and the values of the ps from highest to lowest were for 
individualist~collectivist characteristics, religious beliefs and education variables. The 
factor of individualism/collectivism characteristics had a negative influence on the 
normative negotiation style, and the factor of education did not significantly predict to the 
model for predicting the normative negotiation style. 
Table 4-91 
Hierarchical Multiple Regression Coeficients of Normative Negotiation Style of Mainland China 
a B Std. Er. Std. P t Df of Df of RZ Regression Residual 
(Constant) 5.027 
Education 0.016 0.027 0.032 0.557 Level 
Religious 0.157 0.023 0.387 6.736*** 29.059*** 3 258 0.253 Beliefs 
Individualism/ 
-0.631 0.083 -0.416 -7.565*** Collectivism 
*p=<.05; ** p=<.Ol; *** p=<.OOl 
Table 4-92 depicts the results of F(3,258)=7.858, p < 0.001. The R~ value was 
0.08, which meant that the model explained 8% of the variance on the analytical 
negotiation style. The prediction model on the analytical style was as follows: 
Analytical negotiation style=5.452 - 0.228 (Education) - 0.061 (Religious 
Beliefs) - 0.184 (Individualism/Collectivism) 
The value of the ps indicated the contribution that an individual factor makes to 
the model, and the values of the ps from highest to lowest were for education, religious 
beliefs and individualist/collectivist characteristics. All the factors had a negative 
influence on the analytical negotiation style, and the religious beliefs and 
individualist/collectivist characteristics did not significantly predict the analytical 
negotiation style from the whole set of predictors. 
Table 4-92 
Hierarchical Multiple Regression Coeflcients of Analytical Negotiation Style of Mainland China 
a B Std. Er. Std. /3 t Df of Df of ~2 Regression Residual 
(Constant) 5.452 
Education 
Level 
Religious 
Beliefs 
Individualism/ 
Collectivism 
Summary 
Chapter N presented descriptive statistics of the sample, discussed the 
psychometric characteristics of the instrumentation used in the study, and reported the 
results of the examination of research questions and hypotheses testing. Chapter V will 
present a discussion of the interpretations, limitations, practical implications, conclusions, 
and recommendations pertaining to this study, based on the literature and findings related 
to culture and negotiation styles 
CHAPTER V 
DISCUSSION 
Chapter V presents a discussion of the results presented in Chapter IV. This 
chapter begins with an interpretation of those results in light of the literature. The next 
section provides practical implications for negotiators from Taiwan, Hong Kong and 
Mainland China. The final section reviews this study and provides related limitations, 
recommendations for future studies, and conclusions. 
Interpretations 
Socio-Demographic Characteristics of the Sample 
The socio-demographic factors in this research were comprised of education 
(CEOs and sales and purchase managers), religious beliefs, gender, age, work 
experiences, and years of residence in foreign countries. There were 609 participants 
from public companies in Taiwan, Hong Kong, and Mainland China. Over 74 percent 
of the participants were male, while 25.4 percent were female. Thirty-nine respondents 
(6.4%) had a high school diploma or equivalent, 23 respondents (3.8%) heid an associate 
degree, 319 respondents (52.4%) had a bachelor degree, and 228 respondents (37.4%) 
held a graduate degree. In this study, although 27.1% of respondents were Buddhist, 
more than half (55.7%) reported that they were something other than Buddhist, Christian, 
or Muslim. There were 169 respondents (27.7%) under 35 years old, although the 
single largest group consisted of the 258 respondents (42.4%) were from 35 to 45 years 
old. Additionally, 132 respondents (21.7%) were 46 to 55 years old, while 50 
respondents (8.2%) were above 55 years old. One hundred and seventy-nine 
respondents (29.4%) has less than 5 years of business experience; 149 respondents 
(24.5%) had 5 to 10 years of business experience; 188 respondents (30.8%) had 11 to 20 
years of business experience; and 93 respondents (15.3%) had more than 20 years of 
business experience. The majority of respondents, (51.5%) had never lived in foreign 
countries, while 205 respondents (33.7%) had spent 1 to 3 years in foreign countries. 
Only 56 respondents (9.2%) had lived from 4 to 6 years in foreign countries, and 34 
respondents (5.6%) had lived in foreign countries for more than 6 years. 
, The descriptive statistics of socio-demographic factors in this research were 
consistent with the latest population statistics by public companies on the Taiwan Stock 
Exchange Corporation (TSEC), Hong Kong Exchanges and Clearing Limited (HKEx), 
Shenzhen Stock Exchange (SSE), and Shanghai Stock Exchange in 2005. Hence, this 
study is representative of all public companies in Taiwan, Hong Kong, and Mainland 
China. 
The results of this study also found that older people had more business 
experience. This finding is consistent with prior studies that found younger people had 
limited or less work experience (Edwards, 2006; Galperin & Leck, 2007). 
Psychometric Characteristics of the Instruments 
Reliability Analysis 
Cronbach's coefficient a was used to analyze variables that are composed of 
several scale items. Lin (2006) states that Cronbach's a value in basic research should 
be at least 0.80. In this study, the internal consistency reliability was measured by using 
Cronbach's coefficient a. 
In the study, the Cronbach's a value of analytical negotiation style is 0.92. 
The Cronbach's a value of normative negotiation style is 0.87. The Cronbach's a value 
of factual negotiation style is 0.88. The Cronbach's a value of intuitive negotiation 
styleis 0.86. Therefore, all Cronbach's alpha values in this study were above 0.8. The 
internal consistency reliability of instruments of this study was therefore considered 
sufficient for social science research. 
Exploratory Factor Analysis 
The primary intentions of factor analysis are to inspect the associations among 
variables, according to the correlations between variables and to examine whether there 
are underlying factors. The principal axis factor analysis was employed to examine the 
underlying structure. In 1999, Goodwin and Goodwin indicated that if a factor loading 
is less than 0.30, the variable should not be considered a part of the factor. 
For the Negotiation Style Questionnaire, 40 items were categorized into four 
negotiation styles. Each negotiation style was combined with several items that 
participants needed to respond to in the questionnaire. All of the factor loadings in the 
study were above 0.30, indicating that the construct validity was acceptable. 
Research Questions 
Research Question 1: Perceived Negotiation Styles and Education 
As shown in Table 5-1, among the four negotiation styles, the results indicated 
that only three dimensions--intuitive, normative, and analytical--had a significant 
relationship affected by education among the three regions. The factual negotiation 
style was not found to have a significant relationship with education as shown in Table 
5-1. Negotiators fiom Taiwan with a bachelor or graduate degree mostly employ the 
intuitive negotiation style, and with a high school diploma or equivalent, bachelor or 
graduate degree prefer to employ the intuitive negotiation style. Negotiators from Hong 
Kong with a high school diploma or equivalent prefer to employ the intuitive negotiation 
style, and with a graduate degree mostly employ the intuitive negotiation style. 
Negotiators from Mainland China with a high school diploma or equivalent or bachelor 
degree prefer to employ the intuitive negotiation style. 
Table 5-1 
Research Question, Sub-Research Questions, Relationships and Findings of Education 
Research Sub- Research Relationships Findings Question Questions 
1 No significant 1 a 
relationship 
Negotiators from Hong Kong with a high school 
diploma or equivalent prefer to employ the intuitive 
Ib negotiation style more so than negotiators from Significant Mainland China and Taiwan. Negotiators from 
relationship Taiwan with a bachelor or graduate degree mostly 
employ the intuitive negotiation style more so than 
negotiators kom Hong Kong and Mainland China. 
l c  Significant Negotiators from Taiwan with a high school diploma 
or equivalent, bachelor or graduate degree prefer to 
relationship 
employ the intuitive negotiation style more so than 
negotiators from Mainland China and Hong Kong. 
Negotiators from Mainland China with a high school 
diploma or equivalent or bachelor degree prefer to 
employ the intuitive negotiation style more so than 
Id Significant negotiators from Taiwan and Hong Kong. 
relationship Negotiators from Hong Kong with a graduate degree 
mostly employ the intuitive negotiation style more so 
than negotiators from Mainland China and Taiwan. 
During the time that Taiwan was a colony of Japan, Taiwan's educational system 
was adopted from the Japanese educational model (Tsurumi, 1984). Bray and Qin 
(2001).indicated that Taiwan's subsequent economic prosperity led to the expansion of 
higher education, and many scholars had received their higher education in the USA or 
Japan. Taiwan retains some connections with Japan, but its academic world has also 
been influenced by America (Bray & Qin, 2001). 
In Mainland China, Russian was the dominant foreign language during the initial 
years of the People's Republic (Bray & Qin, 2001). Because social policies at that time 
were closely guided by the Soviet Union, much of the education system, especially the 
university sector, was restructured along Soviet lines (Hayhoe, 1999). Gu (2001) 
indicated that "China is a socialist country guided by the thought of Karl Marx and Mao 
Zedong" (p. 242), while Taiwan and Hong Kong had never stressed Marxism and 
Maoism (Bray & Qin, 2001). 
The results of this study revealed significant differences (p < 0.05) sf the 
intersection of Test of Between-Subject Effect of education among the three regions on 
intuitive, normative, and analytical negotiation styles, but there was no significant 
difference (p > 0.05) on factual negotiation style among managers and negotiators from 
Taiwan, Hong Kong, and Mainland China. 
None of the respondents fiom Mainland China had an associate degree. Mou 
(2005) stated that only 164 of 1,277 institutes offer associate diplomas. Duan (2003) 
indicated that while there is a need for a two or three year pre-bachelor system to meet 
the demands of economic development in China, there are too few of the colleges in 
proportion to China's population. This may explain why there are no respondents from 
Mainland China with an associate degree. 
At the high school diploma or equivalent level on intuitive negotiation style, 
Hong Kong negotiators had the highest preference to employ the intuitive negotiation 
style compared to negotiators from Mainland China and Taiwan. At the bachelor and 
graduate degree levels, Taiwan negotiators had the highest preference to employ the 
intuitive negotiation style compared to negotiators from Hong Kong and Mainland China. 
The normative negotiation style was correlated with education for the subjects in 
the study of Taiwan negotiators. At the all levels (high school diploma or equivalent, 
bachelor and graduate degrees), Taiwan negotiators had the highest preference to employ 
the normative negotiation style compared to negotiators from Mainland China and Hong 
Kong. 
The analytical negotiation style had a significant negative correlation (B= -0.104) 
with education for the subjects of the regression model in this study. Mainland China 
negotiators from all educational levels (hlgh school diploma or equivalent, bachelor and 
graduate degrees) had the highest preference to employ the analytical negotiation style 
compared to negotiators from Mainland China and Taiwan. 
Research Question 2: Perceived Negotiation Sqles and Religious Beliefs 
As summarized in Table 5-2, there was a significant relationship between all four 
negotiation styles--factual, intuitive, normative, and analytical--and religious belief 
among the three regions. Negotiators from Taiwan in the Buddhist and "Other" groups 
prefer to employ the intuitive and normative negotiation styles. Negotiators from Hong 
Kong in the Buddhist group prefer to employ the factual negotiation style. Negotiators 
from Mainland China in the Buddhist and "Other" groups prefer to employ the analytical 
negotiation style. The findings are as follows: 
Table 5-2 
Research Question, Sub-Research Questions, Relationships and Findings of Religious 
Beliefs 
Research Sub- Research Relationships Findings Question Questions 
Negotiators from Hong Kong in the Buddhist 
group prefer to employ the factual negotiation 
style more so than negotiators from Taiwan and 
2 2a .Significant Mainland China, and negotiators from Taiwan 
relationship in the "Other" groups mostly employ the 
factual negotiation style more so than 
negotiators from Hong Kong and Mainland 
China. 
Negotiators from Taiwan in the Buddhist and 
2b Significant "Other" groups prefer to employ the intuitive 
relationship negotiation style more so than negotiators from 
Hong Kong and Mainland China. 
Negotiators from Taiwan in the Buddhist and 
Significant "Other" groups prefer to employ the normative 
relationship . negotiation style more so than negotiators from 
Mainland China and Hong Kong. 
Negotiators from Mainland China in the 
2d Significant Buddhist and "Other" groups prefer to employ 
relationship the analytical negotiation style more so than 
negotiators from Hong Kong and Taiwan. 
Buddhism came to Mainland China from India (called Mahayana Buddhism) in 
the 1st century AD, and spread to Taiwan during the Ming dynasty. At present, 
Buddhism in Taiwan is different from Buddhism in most places in China, because it is 
combined with Taoism and Taiwanese folk religion (Tsai, 2006). Boyle and Sheen 
(1997) indicated that during the period of 1949 to 1956, religious groups were 
encouraged to. organize under state control in Mainland China, and atheism was spread 
vigorously during this time. This trend worsened during the Cultural Revolution from 
1966 to 1976, with widespread discrimination against believers and attacks on the 
property and places of worship of religious groups (Boyle & Sheen, 1997). Buddhist 
temples were destroyed, and religions were persecuted outright. During this period, 
even the little freedom of writing about Buddhism vanished (Yang, 2004), and the 
government banned the people from having any religious beliefs (Stranger, 2006). 
There were no Muslim respondents from Hong Kong, and no Christian 
respondents from Mainland China. Zang (2003) claims that Mainland China is much 
less religious than Taiwan. In the 1950s, Islam was one of the recognized religions in 
Mhinland China, but during the Cultural Revolution, Islam was labeled and attacked as a 
barrier to China's socialist transition (Ashiwa & Wank, 2006). The Cultural Revolution 
completely changed long-standing systems of Chinese values (Cheung & Chow, 1999). 
Statistics for Chinese Christians by the government-sanctioned China Christian 
Council showed that, in 1977, there were 13.3 million Christians in Mainland China out 
of a total population of about 1.3 billion. Christianity, compared to the percentage of the 
population, was far smaller in Mainland China in 2000 (Lee, 2000). In 2004, there were 
only about 70,000 Muslims among the seven million people living in Hong Kong (Hong 
Kong Yearbook, 2004). 
This study revealed significant differences O, < 0.05) of the intersection of Test of 
Between-Subject Effect of religious beliefs among the three regions on all four 
negotiation styles. 
The factual negotiation style had a significant negative correlation (B= -0.080) 
with religion for the subjects of the regression model in this study. Among the 
Buddhists in the three regions, those from Hong Kong had the highest preference to 
employ the factual negotiation style compared to Buddhists from Taiwan and Mainland 
China. Among the "Other" in the three regions, those from Taiwan had the highest 
preference to employ the factual negotiation style than did Buddhists from Hong Kong 
and Mainland China. 
The intuitive negotiation style had a significant negative correlation (B= -0.101) 
with religion for the subjects of the regression model in this study. Among the 
Buddhists and "Other" in the three regions, those from Taiwan had a higher preference to 
employ the intuitive negotiation style than did Buddhists from Hong Kong and Mainland 
China. 
The normative negotiation style was significant with religion for the subjects in 
' this study. Among the Buddhists and "Other" in the three regions, those from Taiwan 
had a higher preference to employ the normative negotiation style than did Buddhists 
from Mainland China and Hong Kong. 
The analytical negotiation style was significant with religion for the subjects in 
this study. Among the Buddhists and "Other" in the three regions, those from Mainland 
China had the highest preference to employ the analytical negotiation style than did 
Buddhists from Hong Kong and Taiwan. 
Research Question 3: Perceived Negotiation Styles and Individualist/Collectivist 
Attitude 
All four negotiating styles--factual, intuitive, normative, and analytical--showed a 
significant relationship with the individualist/collectivist attitude among the three regions. 
Negotiators from Taiwan in the individualist and collectivist groups prefer to employ the 
intuitive and normative negotiation styles. Negotiators from Hong Kong in the 
individualist group prefer to employ the. factual and analytical negotiation styles. 
Negotiators from Mainland China in the collectivist group mostly employ the analytical 
negotiation style. The findings are shown in Table 5-3. 
Table 5-3 
Research Question, Sub-Research Questions, Relationships and Findings of Individualist 
/Collectivist Attitude 
Negotiators from Hong Kong in the individualist 
group prefer to employ the factual negotiation style 
more so than negotiators from Taiwan and Significant 3a Mainland China, and negotiators from Taiwan in 
relationship the collectivist group mostly employ the factual 
negotiation style more so than negotiators from 
Hong Kong and Mainland China. 
Negotiators from Taiwan in 'the individualist and 
3b collectivist groups prefer to employ the intuitive Significant negotiation style more so than negotiators from 
relationship Hong Kong and Mainland China. 
Negotiators from Taiwan in the individualist and 
3c collectivist groups prefer to employ the normative Significant 
negotiation style more so than negotiators from 
relationship Mainland China and Hong Kong. 
Negotiators from Hong Kong in the individualist 
group prefer to employ the analytical negotiation 
style more so than negotiators from Mainland 
3d Significant China and Taiwan, and negotiators from Mainland 
relationship China in the collectivist group mostly employ the 
analytical negotiation style more so than 
negotiators from Hong Kong and Taiwan. 
From the Post Hoc Tests, there was a significant difference among Taiwan, Hong 
Kong, and Mainland China in individualisdcollectivism. Hong Kong has a higher 
individualism attitude than Taiwan and Mainland China. Taiwan has the highest 
collectivism attitude. These results of the study were consistent with the findings of a 
prior empirical study (Hofstede, 1980). 
This study found,significant differences (p < 0.05) of the intersection of Test of 
Between-Subject Effect of individualisdcollectivism among the three regions on the 
factual, intuitive, normative and analytical negotiation styles. 
The factual negotiation style was correlated with individualism/collectivism 
characteristics in this study. Compared to the degree of individualism in the three 
regions, Hong Kong negotiators had a higher preference to employ the factual negotiation 
style than did negotiators from Taiwan and Mainland China. Among those with a 
collectivism attitude in the three regions, Taiwan negotiators had a higher preference to 
employ the factual negotiation style than did negotiators from Hong Kong and Mainland 
China, 
The intuitive negotiation style was correlated with individualisdcollectivism 
characteristics. In terms of both collectivism and individualism in the three regions, 
Taiwan negotiators had a higher preference to employ the intuitive negotiation style 
compared to negotiators from Hong Kong and Mainland China. 
The normative negotiation style had a significant negative correlation with 
individualisdcollectivism characteristics for the subjects of the regression model in this 
. study. Among those with individualism and collectivism attitudes in the three regions, 
. . .  
Taiwan negotiators had a higher preference to employ the normative negotiation style 
than did negotiators from Mainland China and Hong Kong. 
The analytical negotiation style was correlated with individualisrn/collectivism 
characteristics for the subjects in this study. Among those with individualism 
characteristics in the three regions, Hong Kong negotiators had a higher preference to 
employ the analytical negotiation style than did negotiators from Mainland China and 
Taiwan. Among those with collectivism characteristics in the three regions, Mainland 
China negotiators had a higher preference to employ the analytical negotiation style than 
did negotiators from Hong Kong and Taiwan. 
Research Question 4: Perceived Negotiation Styles and Gender 
Only the factual negotiation style showed a significant relationship with gender 
among the three regions. None of the other three negotiation styles--intuitive, normative, 
.and analytical-- was found to have significant relationship with gender among the three 
regions. Negotiators from Taiwan in the male group prefer to employ the factual 
negotiation style, and negotiators from Hong Kong in the female group mostly employ 
the factual negotiation style. The findings are shown in Table 5-4. 
Table 5-4 
Research Question, Sub-Research Questions, Relationships and Findings of Gender 
Research Sub- Research Relationships Findings Question Questions 
Negotiators from Taiwan in the male group 
prefer to employ the factual negotiation style 
more so than negotiators from Hong Kong and 
4' 4a Significant Mainland China, and negotiators from Hong 
relationship Kong in the female group mostly employ the 
factual negotiation style more so than 
negotiators from Taiwan and Mainland China. 
4b No significant 
relationship 
4c No significant 
relationship 
4d No significant 
relationship 
This study found significant differences (p < 0.05) of the intersection of Test of 
Between-Subject Effect of gender among Taiwan, Hong Kong, and Mainland China on 
factual negotiation style, but not for the other three negotiation styles. 
The factual negotiation style was correlated with gender. Taiwan negotiators 
who were male had a higher preference for the factual negotiation style than did male 
negotiators from Hong Kong and Mainland China. Hong Kong negotiators who were 
female had a higher preference to employ the factual negotiation style than did female 
negotiators from Taiwan and Mainland China. 
Post (2004) stated that Taiwanese girls develop aspirations at levels nearly equal 
to boys, compared to girls of Wuhan in Mainland China, and Hong Kong is closely 
following the Taiwanese experience. This may account for why all negotiators from 
Taiwan and Hong Kong prefer the factual negotiation style. 
Research Question 5: Perceived Negotiation Styles andAge 
Among the four negotiation styles, the results indicated that only three--factual, 
intuitive, and normative--showed a significant relationship with age among the three 
regions. The analytical negotiation style was not found to have a significant relationship 
with the age among the three regions. Negotiators from Taiwan in the 35 to 45,46 to 55 
and above 55 year-old groups mostly employ the intuitive and normative negotiation 
styles. Negotiators from Hong Kong in the under 35 year-old group prefer to employ 
the intuitive negotiation style, and in the under 35 and the 46 to 55 year-old groups prefer 
to employ the factual negotiation style. The findings are shown in Table 5-5. 
Table 5-5 
Research Question, Sub-Research Questions, Relationships and Findings ofAge 
Research Sub- Research Relationships Findings Question Questions 
Negotiators from Hong Kong in the under 35 and 
the 46 to 55 year-old groups prefer to employ the 
I factual negotiation style more so than negotiators 
significant from Taiwan and Mainland China, and 
5 5a relationship negotiators from Taiwan in the 35 to 45 and the 
above 55 year-old groups mostly employ the 
factual negotiation style more so than negotiators 
from Hong Kong and Mainland China. 
Negotiators from Hong Kong in the under 35 
year-old group prefer to employ the intuitive 
negotiation style more so than negotiators from 
5b Significant Taiwan and Mainland China; negotiators from 
relationship Taiwan in the 35 to 45, 46 to 55 and above 55 
year-old groups mostly employ the intuitive 
negotiation style more so than negotiators from 
Hong Kong and Mainland China. 
Negotiators from Taiwan in the under 35, 35 to 
45,46 to 55 and above 55 year-old groups mostly 5c Significant 
employ the normative negotiation style more so 
relationship than negotiators from Mainland China and Hong 
Kong. 
5d No significant 
relationship 
This study found significant differences (p < 0.05) of the intersection of Test of 
Between-Subject Effect of age among the three regions on factual negotiation style, 
intuitive negotiation style, and normative negotiation style, but there was no significant 
difference (p > 0.05) for analytical negotiation style among Taiwan, Hong Kong, and 
Mainland China. 
The factual negotiation style was correlated with age. Hong Kong negotiators 
who were younger than 35, or between the ages of 46 and 55 had the highest preference 
to employ the factual negotiation style compared to negotiators of the same age of 
younger than 35, or between the ages of 46 and 55from Taiwan and Mainland China. 
For negotiators between 35 and 45, and above 55, those negotiators from Taiwan had the 
highest preference to employ the factual negotiation style compared to negotiators from 
Hong Kong and Mainland China. 
The intuitive negotiation style was correlated with age. Hong Kong negotiators 
who were younger than 35 had a higher preference to employ the intuitive negotiation 
style than did negotiators of the same age of younger than 35 from Taiwan and Mainland 
China. Taiwan negotiators between 35 and 45, between 46 and 55, and above 55 had 
the highest preference to employ the intuitive negotiation style compared to negotiators 
between 35 and 45, 46 and 55, and above 55 yeas old from Hong Kong and Mainland 
China. 
The normative negotiation style was correlated with age. Taiwan negotiators of 
all ages (under 35, 35 to 45, 46 to 55, and the above 55 year-old groups) had a higher 
preference to employ the normative negotiation style than negotiators of the same age 
level from Mainland China and Hong Kong. 
Research Question 6: Perceived Negotiation Styles and Work Experience 
I All four negotiation styles--factual, intuitive, normative, and analytical--showed a 
significant relationship with work experience among the three regions. Negotiators 
from Taiwan in the work experience of under 5,5 to 10, 11 to 20 and more than 20 year 
groups prefer to employ the normative negotiation style. Negotiators from Hong Kong 
in the work experience of under 5 and 11 to 20 year groups prefer to employ the factual 
negotiation style. Negotiators from Mainland China in the work experience of under 5, 
5 to 10, 11 to 20 and more than 20 year groups prefer to employ the analytical negotiation 
style. The findings are shown in Table 5-6. 
Table 5-6 
Research Question, Sub-Research Questions, Relationships and-Findings of Work 
Experience 
Research Sub- Research Relationships Findings Question Questions 
Negotiators from Hong Kong in the work experience of 
under 5 and 11 to 20 year groups prefer to employ the 
factual negotiation style more so than negotiators from 
6 6a Significant Taiwan and Mainland China; negotiators from Taiwan in 
relationship, the work experience of 5 to 10 and more than 20 year 
groups mostly employ the factual negotiation style more 
so than negotiators from Hong Kong and Mainland 
China. 
Negotiators from Taiwan in the work experience of under 
5, 11 to 20 and more than 20 year groups prefer to 
employ the intuitive negotiation style more so than 
6b Significant negotiators from Hong Kong. and Mainland China; 
relationship negotiators from Hong Kong in the work experience of 5 
to 10 year group mostly employ the intuitive negotiation 
style more so than negotiators from Taiwan and 
Mainland China. 
Negotiators from Taiwan in the work experience of under 
6c Significant 5, 5 to 10, 11 to 20 and more than 20 year groups prefer 
relationship to employ the normative negotiation style more so than 
negotiators from Mainland China and Hong Kong. 
Negotiators from Mainland China in the work experience 
6d Significant of under 5, 5 to 10, 11 to 20 and more than 20 year 
relationship groups prefer to employ the analytical negotiation style 
more so than negotiators from Hong Kong and Taiwan. 
There were significant differences 0, < 0.05) s f  the intersection of Test of 
Between-Subject Effect of work experience among the three regions on all four 
negotiation styles. 
The factual negotiation style was correlated with work experience. Hong Kong 
negotiators with less than 5 years, and between 11 and 20 years of experience had a 
higher preference to employ the factual negotiation style compared to their counterparts 
from Taiwan and Mainland China. Taiwan negotiators with 5 to 10, and more than 20 
years of work experience had a higher preference to employ the factual negotiation style 
compared to negotiators from Hong Kong and Mainland China. 
The intuitive negotiation style was correlated with work experience. Taiwan 
negotiators with less than 5, between 11 and 20, and more than 20 years of work 
experience had a higher preference to employ the factual negotiation style than their 
counterparts from Hong Kong and Mainland China. Hong Kong negotiators with 5 to 
10 years of work experience had a higher preference to employ the factual negotiation 
style than negotiators from Taiwan md Mainland China. 
The normative negotiation style was correlated with work. All Taiwan 
negotiators, with under 5, 5 to 10, 11 to 20, and more than 20 years of work experience 
had the highest preference to employ the normative negotiation style compared to 
negotiators from Mainland China and Hong Kong. 
The analytical negotiation style was correlated with work experience. All of the 
negotiators from Mainland China with under 5, 5 to 10, 11 to 20, and more than 20 years 
of work experience, had a higher preference for the analytical negotiation style than 
negotiators from Hong Kong and Taiwan. 
Huo and Randoll (1991) stated that multi-national companies must be attentive 
not only to cultural differences, but also to differences between societies that share 
religions, language, and traditions. Experience from one Chinese society may not be 
applicable to other Chinese societies, and a manager who works well in Taiwan may not 
work as well in Mainland China (Li, Lam, & Qian, 2000). This is one reason why 
Taiwan, Hong Kong, and Mainland China prefer different negotiation styles according to 
work experience. 
Research* Question 7: Perceived Negotiation Styles and Years of Residence in Foreign 
Countries 
The results indicated a significant relationship between all four negotiating 
styles--factual, intuitive, normative, and analytical--and the years of residence in foreign 
countries among the three regions. Negotiators from Taiwan in the never lived abroad 
and lived abroad 1 to 3 years groups prefer to employ the normative negotiation style. 
- 
' Negotiators from Hong Kong in the never lived abroad group prefer to employ the factual 
negotiation style, and in the lived abroad 1 to 3 years group mostly employ the intuitive 
negotiation style. Negotiators from Mainland China in the never lived abroad and lived 
abroad 1 to 3 years groups prefer to employ the analytical negotiation style. The 
findings are shown in Table 5-7. 
Table 5-7 
Research Question, Sub-Research Que.stions, Relationships and Findings of Residence in 
Foreign Countries 
Research Sub- Research Relationships Findings Question Questions 
Negotiators from Hong Kong in the never lived 
abroad group prefer to employ the factual 
negotiation style more so than negotiators from 
significant Taiwan and Mainland China; negotiators from 7a Taiwan in the lived abroad 1 to 3 years group 
mostly employ the factual negotiation style more 
so than negotiators from Hong Kong and 
Mainland China. 
Negotiators from Taiwan in the never lived 
abroad group prefer to employ the intuitive 
negotiation style more so than negotiators from 
7b Significant Hong Kong and Mainland China; negotiators 
relationship from Hong Kong in the lived abroad 1 to 3 years 
group mostly employ the intuitive negotiation 
style more so than negotiators from Taiwan and 
Mainland China. 
Negotiators from Taiwan in the never lived 
7c Significant abroad and lived abroad 1 to 3 years groups prefer to employ the normative negotiation style 
relationship 
more so than negotiators from Mainland China 
and Hong Kong. 
Negotiators from Mainland China in the never 
lived abroad and lived abroad 1 to 3 years groups 
7d Significant prefer to employ the analytical negotiation style 
relationship 
more so than negotiators from Hong Kong and 
Taiwan. 
There were significant differences 0, < 0.05) of the intersection of Test of 
Between-Subject Effect of years of residence in foreign countries among the three 
regions on all negotiation styles. 
The factual negotiation style was correlated with years of residence in foreign 
countries.. Among the negotiators who never lived abroad, those from Hong Kong had 
the highest preference to employ the factual negotiation style compared to negotiators 
from Taiwan and Mainland China. Among the negotiators who lived abroad from one 
to three years, Taiwan negotiators had the highest preference to employ the factual 
negotiation style compared to negotiators from Hong Kong and Mainland China. 
The intuitive negotiation style was correlated with years of residence in foreign 
countries for the subjects in this study. Among the negotiators who never lived abroad 
in the three regions, those from Taiwan had a higher preference to employ the intuitive 
negotiation style than negotiators from Hong Kong and Mainland China. Among the 
negotiators who lived abroad from one to three years, those from Hong Kong negotiators 
had a higher preference to employ the intuitive negotiation style than negotiators from 
Taiwan and Mainland China. 
The normative negotiation style was correlated with years of residence in foreign 
countries. Among the negotiators who never lived abroad and those who had lived 
abroad for 1 to 3 years, negotiators from Taiwan had a higher preference to employ the 
normative negotiation style than negotiators from Mainland China and Hong Kong. 
The analytical negotiation style was correlated with years of residence in foreign 
countries. Among the negotiators who never lived abroad, and who had lived abroad for 
1 to 3 years, negotiators from Mainland China had the highest preference for the 
analytical negotiation style compared to negotiators from Hong Kong and Taiwan. 
None of the respondents from Mainland China had lived abroad for more than 4 
years. Deng Xiaoping announced his "open door policy" in 1979 (International Tax 
Review, 2007). The government encouraged students to study in other countries, but 
many of these students found good jobs abroad and did not return home (Phoutrides, 
2005). This could be one reason why no respondents from Mainland China had lived 
abroad for more than four years. 
Hypotheses: Perceived Negotiation Styles and Cultural Characteristics 
Step-wise multiple regression analysis was utilized to explore the relationship 
between four negotiation styles and culture among individuals from Taiwan, Hong Kong 
and Mainland China. The results of multiple regression analysis are as follows: 
Hypothesisl: 
The results indicated that religious beliefs and individualistic /collectivist attitudes 
significant affect factual negotiation style, and individualistic /collectivist attitudes 
significant affects intuitive negotiation style among individuals from Taiwan. Other 
variables do not significant affect business negotiation styles among individuals from 
Taiwan. The findings are shown in Table 5-8. 
Table 5-8 
Research Hypothesis 1 and Results among Individuals fiom Taiwan 
Hypothesis Negotiation Styles Culture Results 
education Not HI. The cultural characteristics, Supported 
including education, religious 
beliefs, and individualistic Hla. Factual religious beliefs Supported 
/collectivist attitudes, significantly negotiation style 
affect business negotiation styles- 
- 
among individuals from Taiwan. individualistic Supported /collectivist attitudes 
education Not Supported 
Hlb. Intuitive religious beliefs Not 
negotiation style Supported 
individualistic Supported /collectivist attitudes 
education Not Supported 
Hlc. Normative religious beliefs Not 
negotiation style Supported 
individualistic Not 
/collectivist attitudes Supported 
education Not Supported 
Hl d. Analytical religious beliefs Not 
negotiation style Supported 
individualistic Not 
/collectivist attitudes Supported 
Hypothesis 2: 
The results indicated that only individualistic/collectivist attitudes significant 
affect normative negotiation style among individuals from Hong Kong. Other variables 
do not significant affect business negotiation styles among individuals from Hong Kong. 
The findings are shown in Table 5-9. 
Table 5-9 
Research Hypothesis 2 and Results among Individuals @om Hong Kong 
Hypothesis Negotiation Styles Culture Results 
H2: The cultural characteristics, 
including education, religious 
beliefs, and individualistic/ 
collectivist attitudes, significantly H2a. Factual 
negotiation style 
affect business negotiation styles 
education Not Supported 
religious beliefs Not Supported 
among individuals from Hong 
Kong. 
individualistic 
/collectivist attitudes Not Supported 
H2b. Intuitive 
negotiation style 
H2c. Normative 
negotiation style 
H2d. Analytical 
negotiation style 
education Not Supported 
religious beliefs Not Supported 
individualistic 
/collectivist attitudes Not Supported 
education Not Supported 
religious beliefs Not Supported 
individualistic 
/collectivist attitudes Supported 
education Not Supported 
religious beliefs Not Supported 
individualistic 
/collectivist attitudes Not Supported 
Hypothesis 3: 
The results indicated that education and religious beliefs significant affect factual 
negotiation style; religious beliefs and individualistic/collectivist attitudes significant 
affect intuitive and normative negotiation styles, and education significant affects 
analytical negotiation style among individuals from Mainland China. Other variables do 
not significant affect business negotiation styles among individuals fiom Mainland China. 
The findings are shown in Table 5-10. 
Table 5-10 
Research Hypothesis 3 and Results among Individuals fiom Mainland China 
Hv~othesis Negotiation Stvles Culture Results 
H3. The cultural characteristics, education Supported 
including education, religious 
beliefs, and individualistic H3a. Factual lcollectivist attitudes, significantly religious beliefs Supported 
negotiation style 
affect business negotiation styles 
among individuals from Mainland 
China. individualistic Not /collectivist attitudes Supported 
education Not Supported 
H3b. Intuitive 
religious beliefs Supported 
negotiation style 
individualistic Supported /collectivist attitudes 
education Not Supported 
H3c. Normative religious beliefs Supported 
negotiation style 
individualistic Supported /collectivist attitudes 
education Supported 
H3d' religious beliefs Not 
negotiation style Supported 
individualistic Not 
/collectivist attitudes Suvvorted 
Practical Implications 
This paper makes several practical implications that will be helpful in 
intercultural communication. 
1. This study emphasizes the critical importance of the individualist/collectivist attitude 
in cross-cultural negotiation. The multiple regression analyses revealed that 
individualism/collectivism characteristics were most influential on negotiation styles. 
When negotiators understand this, they may accept and adopt the concept. 
Moreover, as negotiators' attitudes to negotiation become more positive, they will be 
more likely to be receptive toward this new challenge in business negotiation. 
2. The study found that Hong Kong negotiators were more individualistic than 
negotiators from Taiwan and Mainland China. Hofstede found that people from 
individualistic cultures tend to be more concerned with their own rights, benefits, and 
outcomes (Osman-Gani & Tan, 2002). Gulbro and Herbig (1999) added that high 
levels of individualism result in more time spent in direct communication. 
3. The study found that Taiwan negotiators were more collectivist than negotiators from 
Mainland China and Hong Kong. Hofstede found that people from collectivist 
cultures are typically more concerned with the group and social welfare (Osman-Gani 
& Tan, 2002). Gulbro and Herbig (1999) indicated that high levels of collectivism 
result in more time spent on indirect activities unrelated to communication. 
4. The researcher suggests that the negotiators still need to be trained in body language, 
strategies, temper control, international manners, and customs. A better knowledge 
of negotiation should be helpful in understanding business and in realizing which 
negotiation styles are most appropriate for a particular country. The appropriate 
negotiation skills can bring more competitive advantages and benefits. 
5. Negotiators should create a data base about negotiation knowledge that can be applied 
in different countries. The researcher also suggests that further training and drilling 
are required for negotiators, and that negotiators should focus on a culture's specific 
requirements rather than general principles. Although the strategies would be costly 
in the short-term, company owners who realize the benefits of negotiation stand to 
gain more competitive advantages in the long term. 
6. Negotiators from Taiwan with a high school diploma or equivalent, bachelor or 
graduate degree; in the Buddhist and "Other" groups; individualist and collectivist 
groups; under 35,35 to 45,46 to 55 and above 55 year-old groups; work experience of 
under 5, 5 to 10, 11 to 20 and more than 20 year groups, and never lived abroad and 
lived abroad 1 to 3 years groups most likely to employ the normative negotiation style 
more so than negotiators from Mainland China and Hong Kong. 
7. Negotiators from Hong Kong in the Buddhist group; individualist group; female group; 
under 35 and the 46 to 55 year-old groups; work experience of under 5 and 11 to 20 
year groups, and never lived abroad group most likely to employ the factual negotiation 
style more so than negotiators from Taiwan and Mainland China. 
8. Negotiators from Mainland China with a high school diploma or equivalent or bachelor 
degree; in the Buddhist and "Other" groups; individualist group; work experience of 
under 5, 5 to 10, 11 to 20 and more than 20 year groups, and never lived abroad and 
lived abroad 1 to 3 years groups most likely to employ the analytical negotiation style 
more so than negotiators from Hong Kong and Taiwan. 
Limitations 
This study had the following limitations: 
1. The findings were limited to the public companies under the Taiwan Stock Exchange 
Corporation (TSEC), Hong Kong Exchanges, Clearing Limited (HKEx), Shenzhen 
Stock Exchange (SSE), and Shanghai Stock Exchange in 2005. 
2. The participants of this study were selected only from public companies, and were 
limited to CEOs and sales and purchase managers from Taiwan, Hong Kong and 
Mainland China, so the findings of this study may not be generalized to all business 
negotiators of public companies. 
3. This study was constrained by person-power, financial resources, and time; therefore 
the study adopted only a quantitative research method and employed a self-reporting 
questionnaire to conduct the survey. The researcher cannot verify the authenticity of 
the responses. The study assumes that all of the respondents replied truthfully. 
4. This study was based on Dr. Pierre Casse and Dr. Surinder Deols' model of four 
negotiation styles, and Hofstede's model of individualism/collectivism. Although 
Hofstede's model has been widely utilized to examine cultural issues, only one factor 
was examined in this study. Some important factors that were not identified in this 
study--such as power, uncertainty/avoidance, and masculinity/femininity may also 
influence negotiation styles. 
Recommendations for Future Research 
There are several directions that future research should take, including the 
following: 
1. Future studies could compare the differences and similarities of negotiations in 
several countries, such as Asia's "four little dragons" or intra regions, such as 
Mainland China or Germany. The results would increase generalizability to other 
countries or regions. 
2. This study employed a quantitative approach to explore the relationships between 
culture and negotiation styles. Future studies could employ a qualitative method to 
enhance the findings of the quantitative method. 
3. The sample for this study was selected only from public companies, and consisted of 
CEOs and sales and purchase managers in Taiwan, Hong Kong, and Mainland China. 
To increase generalizeability to different levels of employees, future studies may 
include other negotiators who may be not CEOs and sales and purchase managers, to 
increase the sampling plan. 
4. This study was limited to public companies future research should extend the study 
to other business groups in order to gain a more thorough understanding of the 
influence of culture on negotiation styles. 
5. According to multiple regression analyses on the extent of four negotiation styles in 
this study, the R~ value ranged from 0.02 to 0.12, which meant that 2% to 12% of the 
variances in the negotiation styles were explained by the models. According to 
Leech, Barrett, and Morgan (2005), the effect of the size of this model was not large. 
However, 89% to 92% of variances were unpredictable due to several unknown 
factors that were not examined in this study. Future studies can extend this research 
by including other potential determinants from different contexts. 
Conclusions 
According to Fan and Zigang (2004), the 21St century is the era of globalization. 
Each year international business amounts to more than $1 trillion U.S. dollars (WTO, 
2005). The International Monetary Fund's (IMF) report on International Financial 
Statistics and the World Trade Organization's (WTO) World Business Report indicated 
that Taiwan, Hong Kong, and Mainland China accounted for 10% of global merchandise 
trade in the world in 2002. Due to its size and rapid economic development, Greater 
China has become an important factor in world economic growth. 
This study focused on cross-cultural negotiation styles in international business 
among Taiwan, Hong Kong, and Mainland China. The cultural differences among the 
three regions affect the internal and external business negotiations. This study presented 
a framework based on Casse and Deol's (1985) model of four negotiation styles (factual, 
intuitive, normative, and analytical). The research model of this study identified seven 
determinants that influenced negotiation. The determinants can be divided into culture 
and negotiation styles, socio-demographic characteristics and negotiation styles. 
Osman-Gani and Tan (2002) indicated that subtle differences and the nuances 
could make all the difference in cross-cultural negotiation. Casse (1981) stated that 
"when the parties involved belong to different cultures, and therefore, do not share the 
same ways of thinking, feeling, and behaving" (p. 152). The results of this study 
indicate that all contexts in Greater China are important for negotiation. Based on the 
findings of this study, the following conclusions can be drawn: 
1. Negotiators from Taiwan are most likely to employ the normative negotiation style. 
Negotiators who have a high school diploma or equivalent from Hong Kong tend to 
employ the intuitive negotiation style. Negotiators from Mainland China who have 
a high school or bachelor degree prefer the analytical negotiation style. 
2. For the variable of religious beliefs of Buddhists, the study found that negotiators 
from Taiwan mostly employ intuitive and normative negotiation styles, and 
negotiators from Mainland China generally like the analytical negotiation style. 
Buddhist negotiators from Hong Kong are most likely to employ the factual 
negotiation style. 
3. For the variable of individualism/collectivism attitude, the study found that 
negotiators from Taiwan are more likely to employ the intuitive and normative 
negotiation styles. For the individualism attitude, the study found that negotiators 
from Hong Kong tend to employ the factual and analytical negotiation styles. 
4. Male negotiators from Taiwan, and female negotiators from Hong Kong are most 
likely to employ the factual negotiation style. 
5. For the variable of age, negotiators from Taiwan tend to use the normative negotiation 
style. Negotiators from Hong Kong who are under 35 generally use the factual and 
intuitive negotiation styles. 
6. For the variable of work experience, the study found that negotiators from Taiwan 
employ the normative negotiation style, and negotiators from Mainland China prefer 
the analytical negotiation style. For those with work experience under 5 years, and 
11 to 20 years, the study found that negotiators in Hong Kong are most likely to 
employ factual negotiation style, and Hong Kong negotiators with 5 to 10 years of 
experience are most likely to employ the intuitive negotiation style. 
7. For the variable of years of residence in foreign countries, the study found that 
negotiators from Taiwan tend to use the normative negotiation style more than 
negotiators from the other two regions, and negotiators from Mainland Cluna most 
often prefer ,the analytical negotiation style. Negotiators from Hong Kong who have 
never lived abroad are most likely to employ the factual negotiation style, and those 
who lived abroad for 1 to 3 years generally use the intuitive negotiation style. 
The objective of this study was to identify the critical influences on cross-cultural 
negotiation styles among negotiators from Taiwan, Hong Kong, and Mainland China. 
The findings of this study not only expand the current body of business negotiation styles 
among Greater China, but are also valuable to the people who want to conduct business 
with the Chinese. The researcher hopes this study will improve the understanding of 
Chinese negotiation styles and help businesspeople develop better strategies to reap more 
benefits and maintain their competitive advantage. 
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Appendix A 
IMF, International Financial Statistics, WTO World Trade Report 
Share of Business World 
(percent) 
Asia 
1997 2002 1997 2002 
China 2.9 4. 9 11.5 20. 2 
China+ 8 .6  10. 0 33.9 41.6 
Japan 6. 8 5.9 26. 8 24.6 
United States 14.2 14.9 
Canada 3 .7  3. 8 
China+ = China, Hong Kong, Taiwan 
Source: IMF, International Financial Statistics, WTO World Trade Report, 2002. 
Appendix B 
IRB Approval 
Principal Investigafar: Jung-Tmng Tu 
Project Title: Impact of Culture on Intmafional Business Negotiations: A Cross- 
Cultural Comparison of Taiwan, Hong Kong and Mainland China 
IRB Praject Number 2005-040 
AIZPLICAT1OX AND PROTOCOL FOR REVIEW OF RESEARCH MVOLVING 
HUMAN SUBJECTS OF A NEW PROJECT: Request for Exempt Status - Expedited 
Review -Convened Full-Board X 
IRB ACTION by the CONVENED FULL BOARD 
Date of IRB Review of Application and Research Protocol I 1/28/06 
IRE4 ACTIOB: Approved 2 Approved w/provision(s) Nat Approved 
Other 
COMMENTS 
Consent Required: No --Yes X N o t  Applicable --__ Written X Signed 
P 
Consent forms must bear the meatch protocol expiration date of 11/28/07 
Application to ContinueiRenew including an updated consent, is due: 
(I) For a Convend Full-Board Review, two months prior to the due date For 
renewal 
(2) For an Expedited IRB Review, one month prior to the due date for renewal 
z 
(3) Far review of research with exempt status, m e  month prior to the due date 
for renewal . 
Name of IRB Chair 
S i g n a m  of IRB Date: 1 f i28106 
Cc. Dr. Faramand 
Institutional Review Board far thcProteetion of Numan Subjects 
Lynn Universify 
3601 M. Military Trail Boca Rawn. Florida 33431 
Appendix C 
Invitation E-mail (English Version) 
Invitation E-mail 
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E-mail:  
Appendix D 
Written Informed Consent Letter (English Version) 
AUTHORIZATION FORVOLUNTARY CONSENT 
PROJECT TITLE: Impact of Cnfture on internatsonal Ituslness NegoliaPlons: A Cross-Cultural 
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Questionnaire (English Version) 
Questionnaire 
Please answer all the questions as completely and accurately as possible. The survey is 
anonymous, and please do not leave any identifiers. I appreciate your help. 
Part 1: Socio-Demographic Profile 
Directions: 
This part comprises some demographic questions that are only for the purpose of 
scholarly research. Please feel comfortable to respond to these questions. Please fill 
out the correct answer in the blank, and select the appropriate option to place a check 
mark (X) in the box (0) .  
1. Gender: (1) Male (2) Female 
2. What is your annual income: (1) Under US $35,000 17 (2) US $35,000-50,000 
(3) US $50,001-65,000 (4) More than US $65,000 
3. What is your education: (1) High School Degree or below 17 (2) Some College 
(3) College Degree (4) Graduate Degree 
4. What is your religious belief q (1) Buddhist q (2) Christian q (3) Moslem 
(4) Other 
5. What is your region of birth? 17 (1) Taiwan 17 (2) Hong Kong (3) Mainland 
China 
6. Where do you fill out the questionnaire? 17 (1) Taiwan (2) Hong Kong CI (3) 
Mainland China 
7. What is your age? (1) Under 35 (2) 35-45 (3) 46-55 (4) Above 55 
8. How many years of business experience do you have? 17 (1) Under 5 (2) 5-1 0 
(3) 11-20 q (4) Above 20 
9. How many years of negotiating experience do you have? 17 (1) Under 5 (2) 5-10 
(3) 11 -20 (4) Above 20 
10. What is your native language? q (1) Chinese (2) Taiwanese 17 (3) Cantonese 
(4) Other 
11. What other languages do you speak or write in? (1) English q (2) Spanish (3) 
Indian Language (4) Other- 
Part 2: The Questionnaire of Individualism / Collectivism 
Directions: 
The statements which are listed below characterize the Individualism 1 Collectivism 
attitude that you may display. There are five options for each statement: 5. "Always" 
(around 100% of the time); 4. "Often" (around 75% of the time); 3. "Occasionally" 
(around 50% of the time); 2. "Seldom" (around 25% of the time); and 1. "Never" (around 
0% of the time). Please circle the most appropriate one of the five numbers (1,2,3,4, 
and 5) in each item to show your answer which indicates your actual feeling that you 
perceived. Each item has no standard answer, please respond according to your "real 
feeling." 
: 
- 
1. Reserve sufficient time for personal 
or family life. 
2. Bring an element of variety and 
adventure to your job. 
3. Avoid putting subordinator situations 
in which they must compete for 
recognition. 
4. Remember that the public welfare is a 
higher goal than individual rights. 
5. Let others know that you have high 
expectations of them, as people tend 
to live up to what is expected of them. 
6.  Strive to make people's jobs more 
enjoyable. 
Always Often Occasionally Seldom Never 
5 4 3 2 1 
5 4 3 2 1 
5 4 3 2 1 
5 4 3 2 1 
5 4 3 2 1 
5 4 3 2 1 
Part 3: The Questionnaires of Negotiation Styles 
Directions: 
The statements listed below are designed to characterize your feelings concerning your 
personal four negotiation styles. There are five options for each statement: 5. "Always" 
(around 100% of the time); 4. "Often" (around 75% of the time); 3. "Occasionally" 
(around 50% of the time); 2. "Seldom" (around 25% of the time); and 1. "Never" (around 
0% of the time). Please circle the most appropriate one of the five numbers (1,2,3,4, 
and 5) in each item to show your answer which indicates your feeling that you perceived. 
Each item has no standard answers, please respond according to your "real feeling." 
I 
5. I am not afraid to propose unpopular I 5 4 3 2T 
Questionnaire I: 
Always Often Occasionally Seldom 
5 4 3 2 1 
5 4 3 2 1 
5 4 3 2 1 
5 4 3 2 1 
: 
ideas if they make sense. 1 
the situation at hand. 
10. When negotiating, I remain calm and I 5 4 3 2 1 
1. I am very methodical when presenting 
my position in an argument. 
2. I consider the positive and negative 
aspects of a situation. 
3. I consider the cause and effect of a 
situation and proposed courses of 
action. 
4. I present my ideas articulately. 
6. My ideas stand out and are readily 
: 
- 
I confident. 1 
5 4 3 2 1 
noticed. 
7. When I disagree with someone, I 
point out the flaws in their reasoning, 
avoiding personal criticism. 
8. I present ideas and solutions 
confidently. 
9. I use arguments directly relevant to 
5 4 3 2 1 
5 4 3 2 1 
5 4 3 2 1 
Questionnaire 11: 
. 
. 
. I Always Often Occasionallv Seldom 
interactions between people. 
2. In dealing with people, I try to be aware 
of their needs and feelings. 
1. I pay attention to the dynamics of 
5 4 3 2 1 
5 4 3 2 1 
3. In resolving differences, I look for 
common grounds as a basis of 
compromise. 
4. I offer solutions to problems based on 
give and take. 
5. I let people know what I am willing to 
give in return for what I want. 
6.  I can take another person's ideas and 
improve them. 
7. I make other people feel that they are 
making a positive contribution. 
8. I acknowledge the contributions of 
others for their ideas and participation. 
9. When conflicts arise, I look for areas of 
common ground. 
10. I encourage others to work together to 
achieve harmony and cooperation. 
5 4 3 2 1 
5 4 3 2 1 
5 4 3 2 1 
5 4 3 2 1 
5 4 3 2 1 
5 4 3 2 1 
5 4 3 2 1 
5 4 3 2 1 :  
Questionnaire 111: I Always Often Occasionally Seldom Never 
1. I am aware of the key details when 
discussing an issue. 
2. I give priority to urgent matters. 
5 4 3 2 1 
5 4 3 2 1 
3. I am clear and methodical in presenting 
my arguments. 
4. I prefer relying on fact-based approaches 
rather than inspiration. 
5. I support my statements with factual 
5 4 3 2 1 
5 4 3 2 1 
5 4 3 2 1 
evidence. 
6. I am subdued in my demeanor. 5 4 3 2 1 
1 
7. I am thought of as a direct and 
down-to-earth person. 
8. I am good at pointing out relevant facts. 
5 4 3 2 1 
5 4 3 2 1 
9. I quickly realize what needs immediate 
attention. 
10. I work methodically through available 
information to reach a conclusion. 
5 4 3 2 1 
5 4 3 2 .1 
Questionnaire IV: 
I Always Often Occasionally Seldom Never 
1. I like the challenge of working on 
something new, or on different phases of 
familiar things. 
2. I often work in spurts--a period of 
inspiration alternating with slow periods. 
3. I usually figure out unspoken messages 
matter. 1 
5. I can inspire others not to give up if they I 5 4 3 2 1 
5 4 3 2 1 
5 4 3 2 1 
5 4 3 2 1 
without being told. I 
- 
are uncertain or discouraged. 1 
6. I like to spread my enthusiasm about the 1 5 4 3 2 1 
4. I am good at getting to the heart of the 
exciting possibilities of a situation. 1 
7. My conversation often conveys a sense 1 5 4 3 2 1 
5 4 3 2 1 
ofexcitement to others. 
8. After working with me, others share my 
enthusiasm. 
9. I sometimes get emotionally involved in 
my work. 
10. People are often drawn to my speaking 
5 4 3 2 1 
5 4 3 2 1 
5 4 3 2 1 
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